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1847 ROGERS BROS. 


SILVERWARE 


What Is the Best 
Known Advertised Article 
In the Home? 


According to ‘‘Hoard’s Dairyman,’ 
“1847 ROGERS Bros.” Silverware. 


, 


it is 


This fact came to light in a recent survey 
made by “Hoard’s Dairyman”’ among its sub- 
scribers in which the standing of 121 nationally 
advertised products was investigated. 


This survey credits ‘‘1847 ROGERS BROS.” with 
having not only more than three and one-half times as 
many users as all other brands of silver plate in the list 
combined, but also figures that it is used by over 80% 
of that paper’s readers. This percentage is higher than 
credited to any other of the 121 advertised articles 
covered by the survey. 


When you realize that “1847 ROGERS BROS.” is the 
original silver plate and that it has stood the test of actual 
service for seventy years—1847-1917—it is not hard to 
understand why its meritsare so universally recognized. 


Sold by leading dealers 


We should be glad to forward 
**Catalogue A’”’ upon request 


INTERNATIONAL SILVER COMPANY 


Meriden, Conn. 
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One Motor Car to 
every 25 persons 


And every car needs good brake lining 


Do you realize that in 1917 there will be one car to every 25 
persons in the United States? 


There will be 2,000,000 brand new cars—and 1,600,000 one 
year old cars. 


Think of the tremendous demand for brake lining! Because of 
the millions of replacements necessary, this will be the biggest 
year in your brake lining business. 


These make 
strong selling ar- 
guments for you. 
They are backed 
up by facts and 
scientific tests. 


Prepare now for 
that demand. 


Sell the best 
brake lining made 
—Thermoid. 


HYDRAULIC COMPRESSED 
Brake Lining-100% 





National Advertising for 


Three Reasons for Thermoid’s 
Thermoid 


Superiority 








There are three big reasons 
why Thermoid is superior to 
any other brake lining. 


1. It has 50% more material than 
any woven brake lining. (This means 
long service.) 


2. It is Grapnalized. (This ex- 
clusive manufacturing process makes 
Thermoid Brake Lining impervious to 
weather, water, gasoline, oil and 
dust.) 


3. It is hydraulic compressed. (This 
insures durability and uniform wear. 
The coefficient of friction for 
Thermoid is just right.) 


Effective national advertising 
in the biggest national weeklies 
will increase the already strong 
demand for Thermoid Brake 
Lining. Anticipate your cus- 
tomers’ wishes. Stock enough 
Thermoid. 


The Thermoid Guarantee 


Remember, this guarantee 
goes with every inch of this 
wonderful brake lining. 


“Thermoid will make 
good—or we will.’’ 


Order Thermoid Brake Lin- 
ing now. There’s money in it 
for you. 


Thermo Rubber Compang 


TRENTON, NEW JERSEY 


New York Detroit 
Los Angeles 


Pittsburg 





Philadelphia 
Chicago Boston 


San Francisco Indianapolis 
London Berlin Paris 
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The Genuine Walworth Stillson Wrench 


The Walworth Parmelee Wrench 
The Walco Adjustable Hex Wrench 


HAVE MADE AND ARE MAKING HISTORY 


NEW YORK BOSTON CHICAGO 


oS ee 1917 


Copyright, 
Walworth Mfg. Co. 


Greeting 


O Those customers who have given us their loyal 
support through these seventy-five years of service, 
we express our deep appreciation. To those who 
have joined the ranks from year to year and have 
stood stanchly by us, we extend our grateful thanks. 


To them all we make our pledge of continued 
effort to give fair play and sound product. We 
assure them of our sincere desire to stand for all 
that is best in industrial life. 


As an evidence of our purpose we are dedicating 
to them in this our seventy-fifth year The Wal- 
worth Craftsman. His cleanness, strength and 
earnestness embody the ideals for which we are 
striving. 


WALWORTH MFG. CO. 
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Coes 
Wrenches 


Coes Wrench Co., Worcester, Mass. 


Agents: J.C. McCarty & Co., 29 Murray Street; 
John H. Grahem & Co., 113 Chambers St., N. Y. 
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Screw Cutting Tools, Gages 
and Reamers, including 


“Acorn” Dies for Machines 

Burring Reamers 

Dies, Adjustable and Solid 

Die Holders 

Gages, Thread and Cylindrical 
“Green River” Dies and Screw Plates 
“Gun” Taps 

“Lightning” Dies and Screw Plates 
“Little Giant” Dies and Screw Plates 
Pipe Stocks and Dies 

Ratchet Die Stocks for Pipe 
Reamers for every purpose 

Screw Plates, for every purpose 
Taps of all kinds 

Tapping Attachments 

Tap Chucks, Friction 

Tap Wrenches, Adjustable 
Threading Machines 

Wells Self-Opening Dies 


February 10, 1917 


in This New Catalog 


are shown all the lines now manufactured by 
the Greenfield Tap and Die Corporation and 
which have heretofore been shown separately 
in the catalogs of the Divisions: 


Wells Brothers Co. Div. No. 34 
Wiley & Russell Mfg. Co. Div. No. 36 


A. J. Smart Mfg. Co. Div. No. 3 
and include the following famous brands: 


Little Giant 
LIGHTING 
GREENRIVER 


Every need of the user of screw cutting 
tools will be found in this new book. 


Every tool is backed by our guarantee and 
45 years’ manufacturing experience. 


Greenfield Tap & Die Corporation 
GREENFIELD, MASS. 


New York: 28 Warren St. 


Chicago: 13 So. Clinton St. 


Philadelphia: 38 N. 6th St. 


UNL To-day for GID Calatoy umber 37 
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‘The Man Who Sold Me 
This Vernier Caliper 
Thirty-five Years Ago— 


said, as he passed it over the counter, ‘ [here sir, is a tool 
that will give you so many years of faithful service that you'll 
always remember the make and where you bought it.’ 
This same man has sold me many other 


Brown & Sharpe Tools 


since, as well as various other things because he proved -° 
with that first sale the value of his goods and his word.” 
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Which proves that it pays to sell goods you can recommend. 





Yj 


Send for Catalog No. 27 








A Stock of our Tools is carried at the Chicago 
Office, 626-630 Washington Blvd., Chicago, Ill. 


Brown & Sharpe Mfg. Co. 


PROVIDENCE, R. L, U. S. A. 
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HARDWARE AGE 


BEST SERVICE 


C AN be secured only by the 


use of tools of proven quality. 


The superior quality of NICHOL- 
SON FILES has been known to 
file users for more than half a 
century. 


This superiority has been brought 
about by the use of highest grade 
materials, exclusive methods and 
an intimate knowledge of the re- 
quirements of file users. 


Send for our catalog and booklet 
“File Filosophy.” They will inter- 
est you. 


NICHOLSON FILE CO. 


PROVIDENCE, R. I., U.S. A. 


February 10 


1917 
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‘WHEN ORDERING 


STILLSON WRENCHES 


Demand TRIMO With the 


Steel Frames and Nut Guards 


Of all Stillson Wrenches 
TRIMO is 
the Best 





Send for Catalog No. 133 


MADE BY 


TRIMONT MFG. CO. 


55-71 Amory Street Roxbury (Boston), Mass. 
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Ready Cash 
Means Ready 


Sales— 


Farmers invest their money where it 
will bring full value in return. They 
never squander it. They are noted as 
shrewd and careful buyers. 


And they are ready to invest now in 
Excelsior Hex. Mesh Poultry Netting. 
Good crops and war-time prices have put 
them in the spending mood. Now it is 
your turn to reap the harvest, in 
sales and profits. | 


Excelsior Galvanized Poultry 
Netting is made of hard steel 
wire in all standard sizes and 
widths and in all meshes. The 
length of each roll is guaranteed 
150 feet. Help the farmers 
enjoy their prosperity and get 
your order in early. 








Wright Wire Company 
WORCESTER, MASS, 


Branches at Boston, New York, Philadelphia, 
Chicago, San Francisco 
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PRESTIGE consists not so much in carry- 
ing quality goods as in featuring them fore- 
most as your level of merchandise. 

Don’t merely “carry” 


—Push them, specialize on them; yes, brag about 
them! Get all the good you can out of their &4- 
year-standard name. 

Hold up these values as shining examples—repre- 
sentative of your values in general. 

Be thought of whenever fine saws are thought of— 
whenever SIMONDS is thought of, or Simonds 
Advertising read. 

Carry any or all goods that you see fit. But see 
to it that you’re known by your best! 


There’s no place like your windows to show 
your quality. ur booklet on Window Displays for 
Retail Hardware Stores shows how to display your 
best line to best advantage. 

Don’t fail to appropriate the Ideas in this 
Booklet. 

You have only to write for it 


Simonds Mfg.Co. 


Fitchburg, Mass. 


Chicago, Ill New Orleans, La 
Montreal, Que Portland, Ore. 
New York City Seattle, Wash 
Memphis, Tenn. San Francisco, Cal 
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The hinge-joint 
construction pre- 
cludes any /possi- 
bility of door being 
torn down when 
struck a severe blow 





Considering the importance that attaches to the door hanging problem, 
it is hardly necessary here to point out the advisability of supplying the 
farmer, dairyman and garage owner with strong, durable door hangers 
that can be depended upon to render real service under the most trying con- 
ditions. The one sure way to win your customer’s lasting appreciation when 
there are sliding doors to be hung is to supply him with 


The PITTSBURGH 
Trolley Hanger 


The good points of this hanger fairly crowd 
each other for attention. It is of the center-hung 
type; has hinge-joint construction; is adjustable 
laterally, vertically and to thickness of doors; 
and is protected against storms and birds’ nests by 
the covered wrought steel trolley track in which 
it operates. The pressed steel, roller-bearing wheels and 
the one-piece malleable iron carriage are both galvanized 
as a further protection against weather conditions. The 
double drop straps are of heavy wrought steel and are 
fastened to the door with three strong lag screws, two of 
which engage both straps. 


If you are not already selling the PITTSBURGH Trolley Hanger and 
Track, put in a stock now and supply the ever-increasing demand for good 
barn and garage door equipment. Write for copy of illustrated 
circular “H1.” 


McKinney Manufacturing Co. 
Pittsburgh, Penna. 
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The 


McKINNEY 


Door Latch 


No. 





1920—For Sliding or Swinging Doors 


Galvanized—Then Japanned 


Although your customers expect security in a door latch it is well to 
remember that permanence is equally essential. In this new McKinney 
Door Latch every mechanical improvement conducive to security, strength 
and utility has been incorporated. But that is not all. 


In addition to the mechanical excellence of this latch each part is first 
electro-galvanized and then covered with a thick coat of black japan, 
affording an effective rust-resisting finish without which the utility and 
ease of operation of the latch would be so seriously impaired as to render 
it practically useless in a comparatively short time. This durability, by the 

way, is a characteristic of every 

McKinney Product. It is by selling 

aint such articles as this that your reputation 

as a reliable merchant is maintained and 
you know the value of good-will. 








POINTS TO 
REMEMBER 


Latch meets 
It is used on 


The McKinney Door 


practically every demand. 


1. No spring to wear out or break. ; . —— et 
2. All screws concealed when door is right or left hand swinging or sliding 
closed. . doors, is operated easily from either side 
2 St ee eran — ee sapinars: of the door, is adjustable for doors 134” 
4. For sliding or swinging doors. 234” thick. h ea PAs soak 
s. For right or left hand doors. to 2% thick, has no springs to break or 
6. Adjustable for doors 1%” to 2%” wear out and as all screws are concealed 
a - , when door is closed the latch can’t be 
rE parts o eavy wrought steel. . Ty . Fase 
: an i 1ese and other fea- 
So Mianad tele pedloch eves tampered with. These and othe 














9. Easily operated from either side of 
door. 


10. Consists of only four parts. 
11. Locks automatically as door closes. 
12. Burglar-proof and weatherproof. 














McKinney Manufacturing Co. 
Pittsburgh, 


tures fully explained in illustrated folder 
“L-1” which will be sent upon request. 


You should have the McKinney Door 
Latch in stock, for, in addition to mak- 
ing satisfied customers, it sells readily 
and affords a liberal margin of profit. 


Pennsylvania 
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WIRACHOM 


Wickwire Cortland 
Brothers New York 


Inc. 


There's more than one reason for the popularity and selling strength of Wickwire product, but 
all of them can be traced back to the idea of giving the best value and highest quality i 

We mine our own ores, operate our own blast furnaces, open hearth mi and wire mills, 
etc. In short, we control every step in the manufacture, and therefore can regulate the quality from 
the beginning to the end. Nothing but the best is allowed to pass. Ask your jobber for prices. 
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The new N.C.R. Credit File 





This new credit file does its work so takes and loss in the credit end of 
wellthat merchantsin 29 lines of — their business. 

business bought it the first month it 
was on the market. 






They approved of the way it protects 
sales-slips—for goods sold on credit, 
These wide-awake business men were C.O.D., or approval—the way it 
quick to see its many good points—the assures customers proper credit for 
way it will help them to avoid mis- the money they pay on account. 








A superior way of handling credit business . 





The speed and convenience of the file | business to speak of will do well to 
appealed to them— its fireproof con- learn more about it. 


Struction—the unusual number of 
good points about it. 






When merchants in 29 lines of busi- 
ness buy this file the first month it is 
on the market, merchants in all lines 
will do well to investigate it. 






This new credit file is the result of 
more than 30 years of experience 
wrestling with store problems. And 
the merchant who does any credit 








Particulars upon request. 





The National Cash Register Company, Dayton, Ohio 
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Figure Skates 


Scandinavian and Continental 
Popular Models for 1917-1918 


No. 92-——Scandinavian Pattern; saw- 
tooth toe. Runners made of Chrome Nickel, 
Steel, tempered. Foot plates Swedoh Steel, 
drop forged. Toe plates detached from 
front of runner. Special welded construc- 
tion. All parts full polished and nickel 
plated. 

No. 94—Continental Pattern; saw-tooth 
toe. Runners made of Union Steel, tem- 
pered. Toe plates of Swedoh Steel; fas- 
tened to front and post of runner with cor- 
rugated braces. Nickel plated. 

Model of Nos. 94 and 95 No. 95—Continental Pattern; same as No. 
94 except runners made of Chrome Nickel 
Steel, tempered. All parts polished and 
nickel plated. Highest quality. 


No. 96—Continental Pattern; same as No. 
95 except toe plate detached from front of 
runner. 





The Union Hardware Co. will manufacture large quantities of 
the above line of Ice Skates to satisfy a heavy demand for skates 
of these patterns due to a country-wide interest in fancy skating. 


Late delivery of special steel for the manufacture of this line 
prevented our furnishing them to the trade for the season of 
1916-1917. We are prepared for a big 1917-1918 business. 


Place your order now. 


Manufactured by 


UNION HARDWARE CO. 


Torrington Conn. 
New York: 99 Chambers Street 
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BLUE STREAKS 





$300 


each 
Since Jan. 1 











It’s plain, good business to 
sell Goodyear Blue Streak 
Bicycle Tires. Take, for ex- 


ample, the case of one dealer. 


The Blue Streak proposition 
dawned upon him one day 
after a chat with his neigh- 
bor, a clothing dealer. They 
talked about clothing and 
hats. 

The clothier said he had 
handled a line of hats that 
gave him a long profit. His 
customers bought readily but 
the hats did not make good. 
In fact, they lost him several 
of his regular suit and over- 
coat customers—old custom- 
ers, too. 

Sincethat time he has kepthis 
hat line just as good or even 
better than his line of suits. 
Poor hats and good clothes 


did not pay out in the end. 
Neither will good flour and 
poor butter pay out for the 
grocer. 


The bicycle tire dealer learned 
his lesson. He tells us that the 
clothier’s argument brought 
him to Goodyear Blue Streak 
Bicycle Tires. He is sure of 
Blue Streak quality—always. 
Customers are satished. Blue 
Streaks give most for the 
money. They win friends. 


This particular dealer says 
that Goodyear Blue Streaks - 
are the backbone of friend- 
ship that keeps up his sales 
in other lines he handles. 


Have you considered Good- 
year Blue Streak Bicycle 
Tires.in this way? 


The Goodyear Tire & Rubber Co. 
Akron, Ohio 


AKRON 
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on 


TWO 
of a 
KIND 


How in the world can 
a man put a ROPE 
THRU THE EYE 
OF A SMALL NEEDLE? Then—how can you put 
three barrels of air thru a small tire valve? Trying 
the one is as ridiculous as the other. 


Positive pressure, and a steady stream of air from 
A ROSE TIRE PUMP, with its PATENT VALVE 
makes pumping as easy under high pressures as under 
low pressures. 

“The Biggest Seller on the Market’’ 


Dealers! Order these pumps from your jobber. Or, we will send 
"lb C you a sample at the regular dealer’s price, transportation charges 
; . prepaid, if you will send us your jobber’s name. 


THE E-Z WAY 
J. H. HANEY & CO., —_ Hastings, Neb. 


Patent June 27th, 1916 
GREASE GUNS FAN BELTS AND LEATHER SPECIALTIES 
































MANUFACTURERS: ROSE PUMPS 
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DYKES NEW MOTOR MANUAL 


Treats Motorcycle, Marine and Stationary Internal Combustion Types of Engines 


TABLE OF CONTENTS 


HIS new manual is 

gotten upin Mr. Dyke's 
excellent “‘tell at a glance” 
style. Everything being so 
clearly illustrated that it is 
hardly necessary to refer 
to the text. The book is 
written in plain English 
and has 500 specially pre- 
pared diagrams. It is a 
book in which the layman 
or student will find a 








& Motorcyciles,Marine 
Stationary Engines 
L Simplified ] 





224 Pages, 6x9 Inches, 





Motorcycles—Types, drive, engines, firing 
order, valve timing, electric lighting and 
starting, magnetos, troubles, remedies, every- 
thing you want to know, fully illustrated. 


Marine Engines and Motor Boats—Every 
subject you can think of, from construction 
of the hull to explanation of all types of en- 
gines, gasoline, kerosene, oil; repairing; rules 
of navigation, meaning of marine terms, etc. 
Stationary Engines —Gasoline, kerosene, 
oil; construction, operation, care; Diesel, 
gas producers, railroad motor cars. 

Aero Engines, Air Crafts, Steam Engines 
(for automobiles)—These subjects are only 
briefly treated, but the principle is clearly 
explained. A submarine is also explained. 
Digest of Troubles, Repairing—Covering 
troubles, remedies and repairs of motor- 
cycle, marine and stationary engines. 


simple explanation of his problems, while the repair man or 
mechanic will find it invaluable as a reference book and time saver. 





If you want to know anything about any type of gasoline, kerosene or oil engine, this is the book to get 





DAVID WILLIAMS COMPANY, 239 West 39th St., New York City 


Mie 
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As a watch to wind” 


There’s a big rush on. 


Order now of your jobber. If he won't supply you, write 
us. Prompt delivery assured if you do it now. 

You can’t find a better freezer anywhere. Tall cans, 
quickest freezing. gearing all enclosed, fewest parts and 
makes smooth, velvety cream like that made by the famous 
French chefs. Amyone can make it good with the 
PEERLESS. 


The Peerless Freezer Company 
Winchendon, Massachusetts 
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BUTCHER TRAYS 


Enameled in White and White 


No. 15—15¥% x 105% x %” 

“ 17—174x11%x %” 

“ 19-19 x«12%x %"” 

“ 25—25% x 19% x 1%” 

“* 250—Same size as +25, with Cor- 
rugated Bottom. 


Note the new +25 and +250 sizes, which have heretofore been largely 
furnished by the Importers. 


THE VOLLRATH CO. 


Sheboygan, Wis. 


NEW YORK CHICAGO 
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Mr. Dealer * Isyour volume of Wash- 


ing Machine sales and 
If not, write us today and : ° e 
weep: Ge Pita: margin of profit satis- 


catalog with complete in- factory ? 
formation on HAND, 
POWER and ELECTRIC 

MACHINES of the better 

grade. 


Voss Bros. 
Mfg. Co. 


Davenport, Iowa 














“A DOLLAR WELL SPENT” 


—said a large hardware manufacturing firm in central Ohio regard- 
ing a “Help Want” advertisement they inserted a short time ago in 


THE EMPLOYMENT EXCHANGE 
of HARDWARE AGE 


Their ad called for a man of experience and 
ability. Applications were received from high 
grade men from all parts of the country most 
of whom had positions. This, mind you, from 
an initia! expenditure of $1.00 the cost of the ad. 


The Employment Exchange is producing 
results like this because it receives the attention 
of thousands of wide-awake hardware merchants, manufacturers, salesmen, etc. 


who read HARDWARE AGE every week. 


If you have an opportunity to offer or a want to satisfy, make use of this depart- 
ment. Write for further information. 


HARDWARE AGE 239 West 39th Street, NEW YORK CITY 
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The Lloyd-Rowell Tank Heater 






Defines a New Standard of Me- 
chanical Perfection and Service 
Efficiency in Tank Heaters. 


Water heated in less time and with less fuel 
than by any other heater on the market—all past 
faults in design, construction and service entirely 
overcome—many new, improved and important 
mechanical features—and the responsible guarantee 
of a half-million-dollar concern, that 


No Lloyd-Rowell Heaters Will Be Sold Direct to Farm- 
ers, Catalog Houses or “‘Cut-Price’’ Concerns of Any Kind 


—These are the big, new, trade-winning features that make the Lloyd-Rowell 
Heater the biggest selling proposition the tank heater market has ever known. 
Lloyd-Rowell Heaters offer both you and your trade a square deal all the way 
through. They are backed by the highest qualities of design and workmanship, 
and the most straightforward methods of distribution that ever entered into the 
making and marketing of a tank heater. They are built along new lines—no useless 
cast iron parts to retard release of heat into water—no artificial packing to char 
away and cause leaks. 
WRITE FOR COMPLETE DESCRIPTIVE LITERATURE 


Just drop us a line and we'll send you complete literature illustrating and describing 
the Lloyd-Rowell Heater in detail. 


In Writing Be Sure and Give Name and Address of Your Jobber. 

































Brand New Features of Con- 


struction That Make the 
Lloyd-Rowell Tank Heater 
the “Monarch of Them All” 
Special Sheet Steel Conatruction in 
sures quick heating of water and un- 
paralleled fuel economy. 

New Eaclusive Patented Welding 
Process affords a junction that renders 
the four parts as solid as one integral 
piece of metal and insures absolute 
proof against leakage during entire 
life of the metal. No Asbestos or 
Artificial Packing of any kind that 
must be used in sectional heaters and 
that will burn, char or waste away 
and cause leaks. 

No Useless Caat Iron Parta to break. 
warp or retard release of heat into 
water. 

Special Removable Basket Grate for 
Coal can be taken out to ‘‘dump”’ 
ashes without losing any portion of 
re. 








Unlimited Freedom In Fuel Selection 
Burns anything from trash to soft 
coal, including wood chunks 2% feet 
tong. 

Every Heater Shipped Crated from 
Top to Bottom insuring delivery of 
every shipment in perfect condition. 







LLOYD MANUFACTURING CO. 


MENOMINEE, MICH. 

























3,000 high class dealers are 
each. year selling Alaska 
Freezers. 

Their trade come back and 
say, “That Alaska Freezer 


you sold me is the best I 
have ever used.” 
There’s a reason. See the 


open-spoon dasher and tall 
can. Many other superior 
features, 

Write us now for prices. 
They will interest you. We 
advise you not to delay. 








The Alaska Freezer Co. 


Winchendon . Mass. 
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Your familiarity with the fact that the most popular way of pumping water by 
power today is with a pumping jack and gasoline engine will interest you in 
the new 


MYERS FAULTLESS WORKING HEAD 


Composed of the Faultless Machine Cut Gear Pumping Jack 
and the Myers Defiance Malleable Head Cog Gear Pump Stand 


This Working Head is designed and built for convenience in in- 
stallation, and for the promotion of the sale of better Power Plants 
in this class. 

The Pump Stand is the regular Myers Defiance. It has windmill 
bar, malleable iron head and fulcrum, cog gear, cock spout, 114 inch 
back outlet, 1 inch steel rod, heavy round body and base, steel brace, 
etc. It is adapted for service in deep or shallow wells. 

The Pumping Jack has machine cut gears, heavy wood side 
arms, 14 x 2% inch pulleys, large steel pins, 6 and 9 inch 
stroke, and is back geared 6 to 1. It is built to be used in 
connection with the Myers Defiance Stand, which has lugs 
cast on each side (see illustration). These engage with the 
clamps on the jack, forming a tight fitting connection 
which is bound securely and held in position by a push 
bolt. This produces a combination that will stand up 

under the severest pumping service. 

Here are the advantages— 

First:—The Faultless Working Head is 
neat of design, and being sturdier than the 
ordinary construction it furnishes a power 
plant unequaled for pumping service. 

Second:—This is the advantage for the 
dealer: When a customer does not desire to 
purchase the complete unit—Stand and Jack 
—the stand can be sold separately and then the 
jack added later, and at no advance in cost. 

Write us today about the Faultless Working Head. It is worth investigating, 


for it fills the requirements on the farm and many other places where a reliable 
power equipment is required. 


F. E. MYERS & BRO., anit 2 1 








Essential for safe disposal of Rubbish 


“CORCO” RUBBISH BURNERS 


the perfection of all Rubbish Burner Construction— 


Place one Corco Rubbish Needed 
Burner out front where it can jp Every 
be seen, and very quickly you Hardware 
will be making deliveries of Stock 
others like it at a good profit. we 


Corco Rubbish. Burners impress you at first 
glance by their stocky substantial construction. 
That means long and useful wear. Burns rubbish 
to a fine ash—has an excellent draught that con- 
Needed sumes contents from bottom to top. 
. Get in line with this good Spring 
in Every “Clean Up” specialty. Write a line 
Home today to nearest office. 


WHEELING CORRUGATING COMPANY, Warzuine W.Va 


BRANCH OFFICES AND STORES: 
NEW YORK CHICAGO PHILADELPHIA 
ST. LOUIS KANSAS CITY - CHATTANOOGA 
RICHMOND 
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AMERICAN 
Screw 
Company 








Largest Greatest 
Stock Assortment 
WOOD SCREWS 
MACHINE SCREWS 
TIRE BOLTS 
STOVE..BOLTS 


PROVIDENCE, RHODE ISLAND 


WESTERN DEPOT: 
69 East Lake Street, Chicago, Illinois 
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HIGHEST #F LOW EST 
QUALITY ALISO — PRICE 
HARDWARE SPECIALTIES / 

MADE TO ORDER 


B. L. FRY MFG. CO. 


MAIN OFFICE NEW YORK OFFICE 
ST. LOUIS, U.S.A. WOOLWORTH BLDG. 


= 
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AUTOMATIC DISC GRINDER BELT POWER G 
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AUTOMATIC VALVE GauncER PRY S CHISTL - PLAIN BIT GuIDE SICm FARM BOY N° 5 


























FARM BOY NO 2 
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INLAND 


Basic Open Hearth 
ROOFING 
S&S SIDING 


Products of aplant that owns and controls 
all its raw materials from the Iron Oreup 


INLAND STEEL COMPANY 


First National Bank oats. are. 
Works Indiana Harbor, Ind. and 
Branch Offices- ST.LOUIS- ptrmapinmeinaes hee wm 
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mer YOUR PRICES 


Be ready for the next prospect—quote him 
BE “a on the spot from an adjacent Hardware Age 


“4 Brass Bound 


Price Card 


and “close the sale.” 


An indestructible commodity in 9 sizes, made 
of tough, heavy cardboard, linen paper fac- 
ing on both sides, and an unobtrusive brass edging that does the trick. 


No. 103 in use 


10 per cent. discount on orders for 2 dozen cards—circular and sample on request. 


Hardware Age Book Dept. 9 Niryoxr ty 
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Bishops “Greyhound” 
beast Lopes Easily to the Front 


oppaagea When you look over 
the different makes of 
saws in order to choose 
a winner, one brand runs 
easily ahead of all the 
rest — Bishop’s “Grey- 
hound.” 

Strong, swift and easy 
jutting, the perfect steel, 
the hang and the balance 
carry it ahead of the field 
and into the stores of the 
most progressive hard- 

ware dealers. 








Geo. H. Bishop & Co. 


Lawrenceburg, Ind. wnaee mane 

















A NEW FEATURE 


TheSlip Joint Plate 


An added feature in our metal ceilings is 
shown in the accompanying illustration—the 
slip joint plate. 

Easily and quickly applied—sheets interlock 
and seams are not noticeable—no cross fur- 
ring strips required—nail holes are not ex- 
posed—more all around satisfaction for your 
customer. 


You can sell slip joint 
metal ceiling plates 
where it would be im- 


Perspective Showing Application of possible to sell any 
Slip Joint Panels other. 


Repressed Beads and Die Cut Nail Holes are other features of our 
metal ceilings that make them big sellers. 
You should know all about our strong talking points. You will then 
realize how easy it is to sell our metal ceilings. 
Write today for our complete metal ceiling catalog and for the 
special assistance we give you in building up a profitable metal ceil- 
ing business. 

Now is the time to go after this 


business—so write today. Slip Joint Plate No. 2400 


Milwaukee Artistic Metal Ceiling Company 
"“NTEDEES Milwaukee, Wisconsin “JiTEDEES 


Metal Shingles (Teas emntie City) See Metal Spanish Tile 
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Harvest King 
Power Grindstones 


Steel frame for strength, 
“CLEVELAND GRIND- 
STONE” for quality. 


The new power model, A 
WONDER considering price. 


Service and Quality. On this 
basis offer CLEVELAND 
GRINDSTONES. 


Sold only to Hardware and 
Implement Dealers. 


Write for catalogue of com- 
plete line of Grindstones and 
Scythe stones, also selling 
helps to dealers. 


VEL 
am 


Po 4, 


(24 





Use this Trade Mark for your own 
benefit. It protects the dealer and 
his customer against inferior 
stones. This Trade Mark is on 
every GENUINE CLEVELAND 
GRINDSTONE. 


The Cleveland StoneCo. 


Leader-News Building 
CLEVELAND, OHIO 











The Purpose 
of 


Hardware 
Age 


is to Serve 


YOU 





The one idea back of all its editorial work 
is to present in an attractive, understand- 
able way, the news, comments, helps and 
suggestions that will assist you to make 
your business more profitable. 


The foundation of our work is service. 


We want to serve you, not only by telling 
what others are doing, but in a real per- 
sonal sense. 


Should it happen that the articles, broad 
in their scope as they are, do not meet 
your particular need, write us. 


If you want information regarding where 
to get certain lines, write us. 


If you want suggestions on merchandising 
your stocks, write us. 


Don’t hesitate because you think the re- 
quest too small to bother us about. We 
want to serve you in both the big and lit- 
tle things. 

And if there is any subject you think 
would be of interest, not alone to you per- 
sonally, but to the trade in general, sug- 
gest it to us. 

This is your paper, published in your in- 
terests and edited with the idea of giving 
you the things you want to know. 


Hardware Age 


239 West 39th Street 
New York 
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“Tools 


i 


Sharples is the oldest and largest sep- 

arator factory in America. Such-a 

plant could not have grown up unless promise were 
backed by performance. The present factory had 
its origin, 36 years ago, ina small two-story machine 
shop. This long standing and steady growth is the 
strongest guarantee of reliability that any Sharples 
dealer could possibly ask for. Furthermore, Sharples 
has blazed the trail to every separator invention of 
note—and the last word is the new “Suction-feed,” 
an invention capable of saving 80,000,000 Ibs. of but- 
ter annually to the dairymen of America. 


SHARPLES 


SUCTION-FEED 
Cream SEPARATOR 


pecs oe wo ee aegis eee ee — . “ 
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STANLEY CUTTER 
CHISEL GRINDER 


The STANLEY CUTTER AND CHISEL 
GRINDER is a device for holding Plane 
Irons, Chisels and other similar cutting tools 
that they may be ground or honed to any 
desired angle or bevel, insuring an accuracy 
that is very difficult to obtain when the tool is 
held in the hand. 

—the only separator that skims clean at widely-varying speeds 
—the only separator that delivers cream of unchanging thick- 


ness—all speeds 

—the only separator that skims quicker when you turn faster 

—the only separator with just one piece in the bow!—no discs, 
easiest to clean 

—the only separator with knee-low supply tank and a once-a- 
month oiling system 


The tool to be sharpened is rigidly held 
in the Grinder by thumb screws, and may be 
given any desired angle by means of the large 
screw attached to the roller frame, which 
raises or lowers the main body. 


As shown in the cut the Grinder is fitted 
with two thumb screws and three thumb screw 
holes. By the use of two thumb screws, the 
tool to be ground is held much more firmly 
than is possible with the use of a single screw. 


Sharples Phenomenal Sales Records. (1) Last 
year we effected a 340% Sales Increase—due to the 
wonderful cream-saving Suction-feed. (2) On De- 
cember 19th we received orders for 2,356 Suction-feed 
Separators—a remarkable one-day record (and De- 

The thumb screws are placed in the two eee 
outer holes when wide cutters are to be held. 
For narrow cutters the middle hole and one 


Sharples Bonus Offer to Dealers. Last year we paid out 
of the outer holes may be used. 


over $50,000 in dealer bonuses outside of regular commis- 
sions. One firm alone received a check for $880. This profit- 
sharing with dealers is just one evidence of the liberal Sharp- 
les dealer policy. Plan now for your bonus check for next 
year—write today! 


A special circular containing more detailed 
information will interest your tool using cus- 
tomers. May we send you a supply? 


Sharples Separator Co., West Chester, Pa. 
Branches Oricago Sam Franch Pr 4 Tw 


STANLEY RuLeE & Lever Co. 
New Britain, Conn. U.S.A. 
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LOOK FOR THE LABEL . 


INSIST and DEMAND— 
Get Strips “ALLEN” Tanned 











You Would Profit by 7 
an Acquaintance with See = Put It to 
Arawana Hammocks » i} Work in 


hA DA ds) a Your Store! 


a 


g bas (3 Aa ea) If you want to earn 
_ ee Fiza “ Balt? Be =) Be) $10 or $12 a day by 


rendering your cus- 

tomers a convenient, 
reliable service in the matter of sharpening 
scissors, razor blades, and small tools, then 
install in your store a 


Hatfield 
Grinder 


It puts a keen, perfect edge on all small 
instruments, and you can soon build up a 
steady business in this one line. Our plan for 

There is a good trade with a big profit for hardware z 4: 3 w . ° P 
dealers in the sale of hammocks. ‘“Arawana Ham- establishing a sharpening depot is unique and 
mocks” have been officially and universally judged the 


best in America in wearing qualities, appearance and successful. Write today for full information. 
workmanship. Send for our catalog. 


THE I.E. PALMER COMPANY Hyfield Mfg. Company 
MIDDLETOWN, CONN. 21 Walker St. New York City 
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SAND PAPER FLINT PAPER EMERY CLOTH 


IN REAMS AND ROLLS GARNET PAPER AND EMERY PAPER 
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VARIOUS 
METALS 


LARGE 
STOCK 


RIVETS 


117 FRANKLIN AVENUE 


STIMPSON-EYELETS | 


EXTENSIVE 
VARIETIES 


NAILS 





SPECIAL 





TO ORDER | 


=> ss BROOKLYN. NEW-YORK 








Use one in your stock room—for mov- 
ing heavy barrels, cases, tubs, coils of 
rope, anything that has to be moved. 
Use another in the store proper in place 
of a hand truck. Takes less room. 
Easier to handle. Better on the floor 
and absolutely noiseless. being 
equipped with Clark's Anti-Friction 
Casters. Ask for catalog B-12. 


Hardware Merchants: 


You are losing from 25 to 50% 
in profits every day if your store 
is not equipped with WAR- 
REN’S STANDARD HARD- 
WARE FIXTURES. We can 
prove this statement by the ex- 
perience of thousands of hard- 


- s ee eee i a x _— 4 — -_ - 
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The Geo. P. Clark Company ware merchants whose stores we 


have equipped during the past 
25 years. Write us today for 
our beautiful new Standard B 
Catalogue and let us start you 
on the road to make more money 
in the hardware business. 


J. D. WARREN MFG. CO. 


Masonic Temple, Chicago 


























HELLER’S 


PIVOT DOOR 


CABINETS 


showing the largest assortment of 
Hardware, Shelving, Fixtures, etc., in 
the United States. 


Send for Catalog No. 24. 





DISPLAY ALWAYS IN SIGHT 


W. C. HELLER & CO., Montpelier, Ohio 
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Ship Carpenters’ Tools 


Ask any Ship Carpenter in New York or Philadelphia—That’s all 
Why don’t you get our Catalogue? 


The L. & I. J. White Co., 125 Columbia St., Buffalo, N. Y. 








Typically 


“Ludlow-Saylor’ 


“The Perfect Brand” 
Hexagon Poultry 
Netting is made from 
selected steel wire of 
standard gauge, heav- 
ily coated with refined 
spelter before it is 
woven, has three- 


LAM a Barn Door 
as hard as you like--- 
it can’t rebound open if it has a 


SECURITY tates 


strand twisted wires 
in the selvage, is 





uniform in mesh and 
wire, and accurate as 
to length and width. 
Place a trial order 
with your Jobber, pro- 
tected by our guaran- 
tee—“ Perfect.” 


Ludlow-Saylor 


_There’s a feature that makes a hit 
with every farmer. Noother latch has it. 

There's a device for locking the latch on the 
inside, too--and a place for a padlock on the 
outside. 

No wonder the Security sells on sight-—at 
35 cents, complete with screws. Your Jobber 
can supply you. Better order some now. 


Fernald Manufacturing Co., NORsH EAST 


Wire Co. 


ST. LOUIS MO. 


BRANCH OFFICES 
20 East Jackson Bivd., 
Chicago 
Mills Bidg., El Paso, Texas 
Felt Bidg., 
Salt Lake City, Utah. 




















Simpson Quick-Acting 
Swivel Base Vise 


Speed in adjusting and general convenience are the strong 
features of this vise. By simply raising the front jaw the 
adjusting screw and nut are disengaged. Thus the jaw can 
be quickly adjusted to the work. Dropping the jaw and turn- 
ing the screw ONCE gives the required grip. 

There is no intricate mechanism involved. All parts subject 
to strain and wear are greatly strengthened and reinforced. 
Like other “Simpson” vises, it is fully guaranteed against 
defects in workmanship and material and breakage under 
ordinary conditions. 

Catalog No. 31 contains full particulars. Get it. 


Athol Machine Co., Athol, Mass. 
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Order Now-—Be Prepared 
Either pair a safe Choice 


Each of the three, LIGHTNING, GEM or BLIZZARD, 
has served the housewives of America for thirty years, 
and like the cream they create, are in demand in all 
seasons. 

They are built of the best material and workmanship 
possible—their ingenious construction makes them easy 
to operate, quick freezing and economical to both 
dealer and user. They sell themselves and stay sold! 

This means easy net profits for you. 


Any jobber can supply you. 


NORTH BROS. MFG. CO. Philadelphia, Pa. 















































Cary’s Universal 
Box Strapping 


In Many Widths and Gauges 
Always Carried in Stock for Prompt Shipment 
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The only strapping on 
the market guaran- 
teed to run true to 
width and gauge. It 
















is made from an extra Are fully described mm our new 360-page Pump Catalogue No. 25, 
soft annealed steel of which contains descriptive details of more than a thousand styles 
great tensile strength, and sizes of Deming pumps, cylinders, and complete water systems. 
and nails can be Every dealer will find our magnificent new Catalogue valuable as a 
‘driven thro’ it with reference book and a business getter. Send to-day for your copy. 






greatest ease. Each 
Sfomares ta | THE DEMING COMPANY, SALEM, ot 















equipped with patent General Agencies 
metal reel frame; 20 Chicago: Henion & Hubbell Pittsburgh: Harris Pump & Supply Co. 
reels packed in a case. Buffalo: Root, Neal & Co. 

We also manufacture Flat and Twisted Wire } pete oo ere pa 

Box Straps, Box Corner Fasteners, Clasps, “en nn tone 









Seals, Corrugated Joint Fasteners, Hinges and eS 


Hasps, and Cary’s EVERLASTING FLEX- 
IBLE STEEL MATS. 


SEND FOR PRICES AND LITERATURE 


CARY MANUFACTURING CO. 


Manhattan Bridge Plaza BROOKLYN, N. Y. 































BLACK DIAMOND FILE WORKS 


ESTABLISHED 1863 <n 
Twelve Medals of 






Ma Re. 

















INCORPORATED 1895 








Award at Special Grand Prize 
INTERNATIONAL GOLD MEDAL 
Expositions Atlanta, 1895 





Copy of Catalogue will be sent free to any interested File User upon application. 


G. & H. BARNETT COMPANY Philadelphia, Pa. 


Owned and Operated by Nicholson File Co. 
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Chains—All Kinds 


STEEL, BRASS, COPPER 





Our Chains are made from HIGH GRADE 
material by AUTOMATIC MACHINERY, 
rivet heads SPUN, making a very SMOOTH 
finish, which will prevent chains interfering 
when hung side by side. Capacity of chain 
plant, 30 MILES PER DAY. We carry a 
large stock and can make PROMPT ship- 
ments. Send for Catalogue. 


THE SMITH & EGGE MFG. CO. 
CABLE CHAINS BRIDGEPORT, CONN., U. S. A. 











Bolts 
Nuts 


Rivets [F/| Nationalizing the 
Washers Sandpaper Demand 


Picks 


Mattocks It wasn't an easy task. 
We had to teach people to consider sandpaper 


and 4 in a class with any trade marked, widely-adver- 

Grub Hoes _tised commodity. And this educational work 
Ex has cost us lots of time and money. 

Crow Bars Sandpaper always used to be a buy-as-you- 

Wedges i need-it-never-mind-what-kind sort of proposi- 

* tion. 

Forg gs ' Pp Fe a henge — a user 
pres of san per knows that he can get the same 

Telephone and eke standard sandpaper quality whenever and 

Telegraph Pole wherever he buys it. 


Line Hardware 9 He asks for U. S. SANDPAPER. 


Wagon Hard- 
United States Sandpaper Co. 


Williamsport, Pa. 














TUBULAR RIVETS 


Eighteen Eighty-four 


ait 


Main Office and Factory 
JUDSON L. THOMSON MFG. CO. MP a ry) r 
Waltham, Massachusetts 
Bilureated and Tubular Rivets, Metal Specialties and Rivet Setting Machines. 


ORNAMENTAL SPOTS Write for Catalog and Prices OUTSIDE PRONG RIVETS 
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STANLEY oo on FASTENERS 


FOR MAKING STRONG 


AND TIGHT JOINTS 

IN WOOD WORK 
PACKED TO MEET DEMANDS 
100 to box. 500 and 1000 to box. 

And In bulk 

= a STANLEY WORKS 
N ONN. U.S.A 

No. 3300, Plain Edge No. 3315, Saw Edge New York Chicago 


Parallel Corrugations See page 79 Parallel Corrugations 100 Lafayette Street 73 E. Lake Vtreet 














HIGHEST QUALITY | I] WirtaKeR-GLESSNER 


REASONABLE PRICES COMPANY 


MAKES 


SATISF IED CUS TOM ERS Manufacturers 


PROFITABLE SALES BILLETS, SLABS, 


SHEET BARS, 


BLUE ANNEALED 
UNION SHEETS, BLACK 


TOOL COM PANY and GALVANIZED 
SHEETS AND 


epee: TOOLS Ob QUALI FORMED ROOF 
a iy 


Gueranteed ym aa eries 
Successors to 


Union Caliper Co. 
Bates Mfg. Co. 
Tool Business of Hill Standard Mfg. Co. 


MANUFACTURERS OF 
CALIPERS DIVIDERS, TA Loan 
TS. CENTER PUNOHE 
TEMPERED STEEL RULES 
OMBINATION SQUARES, 


mace 2. SAW FRAMES, KEY SEAT RULE uns 
THREAD GAUGES. THICKNESS GAUGE 


Bore gun Line of Tool Holders for PORTSMOUTH PORTSMOUTH 
Setaae’ in Threa ng, Key » ee ee en eee WORKS: -OHIO 
Machine Vises and Screw Machine Products 


Selling a Te less, Dunn & Co., 74-76 eed 8t., 
N. Y. City; 84 N. Clinton 8t., Chicago, 

















The Cups 


EMPRESS erfase‘ tires shown repre- 


¥ 2, G sent only a 
tt part of our 
No. 299 Leather Packed Short Pat. line. 


Spring Comp 
3 7) OWEN MFG. CO. | ¥ 
oeaaaien. pny a mas hook Write for full 
Wing Top) 


information. 
5 8 ' 8e a 
Style Style a 


my Style Style 
“BOC. Oc. " OL. “1t 0c “Kk 0c “C” OC. “G" OC. 





Ask for 
Catalogue L. 
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Outside Calipers 





Sizes 2'4—12 inches 
Prices $.80—$1.65 












Just Calipers— 


Because calipers and dividers are in such com 
mon use, a mechanic may forget their impor- 
tance. But these tools gre important and do 
have points which determine quality—points 
not noticed when present but missed if lacking. 


It is on such fine matters as shape and balance, 
hardness of contacts, or method of adjustment 
that machinists judge Starrett calipers and 
dividers. You know that there is a complete 
line of inside, outside, and Hermaphrodite 
calipers, all made to give long and satisfactory 
service. 


Our free catalog No. 21-A describes 210 
Styles and sizes of fine tools and hack saws. 
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FOR THE ASKING 


The new 1917 “‘National’’ Catalogue deserves a place 
in every modern hardware store. Everything listed in it 
is sold direct to you by the factory that makes the goods. 

You are enabled to offer your trade uncommonly 
good Builders’ Hardware at uncommonly good prices. 

The business of contractors, architects, and building 
men will come to you without unusual effort if you have 
the “National” line to offer. 

The business pays. 

Ask for the catalogue and it is yours. Write at once. 


RP ESN i egutge! By REPT OT desk 
oi Bat BAYS ke ae pir eae hs oh aay ly ran adn 


National Mfg. Co., Sterling, Hlinois 
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Volume ” New York, February 10, 1917 “te 





UNCLE SAM—“DON’T GET EXCITED!" 


Copyright, 1917, International News Service. 
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FOR THE ASKING 


The new 1917 “‘National’’ Catalogue deserves a place 
in every modern hardware store. Everything listed in it 
is sold direct to you by the factory that makes the goods. 

You are enabled to offer your trade uncommonly 
good Builders’ Hardware at uncommonly good prices. 

The business of contractors, architects, and building 
men will come to you without unusual effort if you have 
the ‘‘National”’ line to offer. 

The business pays. 

Ask for the catalogue and it is yours. Write at once. 


National Mfg. Co., Sterling, Illinois 
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Hardware Age Will Change Publica- 


tion Date in Mareh 


Letters from Readers Settie Ali Doubt as to the Proper Day 
on which Hardware Age Should Be Mailed 


EGINNING March 1 HARDWARE AGE will go 

yack to its old publication day, which was 

Thursday. Some months ago, owing to print- 
shop convenience, the publication date of HARD- 
WARE AGE was changed from Thursday to Satur- 
day. Several letters from subscribers followed, 
requesting that if possible the old publication date 
be resumed, and in order to get a general opinion 
on this important subject an editorial was written 
asking that the subscribers to HARDWARE AGE ex- 
press themselves freely on this subject. The follow- 
ing letters show plainly that the wind is all blowing 
in one direction. In fact, this sentiment is so strong 
that it may well be called a trade wind, and Harp- 
WARE AGE will sail with it. 

It is interesting to note how many of the read- 
ers of HARDWARE AGE spend part of Sunday with 
their favorite trade paper. It is certainly most 
encouraging to the editors to learn that so many 
readers fortify themselves for the trials of the 
business week by uninterrupted reading of business 
literature in their homes. It is a pleasure to com- 
ply with these requests from our subscribers. Ser- 
vice to our readers has always counted for more 
than publishing economy, and the Thursday date of 
publication will again be resumed by HARDWARE 
AGE the first Thursday in March. Every effort will 
be made to give market information up to the last 
hour before HARDWARE AGE is sent to press. 


Letters from Subscribers 


GRANBY, Mo. 
To the Editor: 

If we receive our HARDWARE AGE on Saturday we 
are able to devote Sunday to reading and studying 
it and receive full benefit from each issue, but if it 
comes to us on Monday we do not have the time to 
read it, therefore it would be our pleasure that we 
receive HARDWARE AGE on Saturday. 

Very truly yours, 
ADKINS HARDWARE COMPANY, 
W. Adkins, Manager. 





WILLIAMSTOWN, Pa. 
To the Editor: 

I noticed your editorial on the change of publi- 
cation date of HARDWARE AGE and, given the chance, 
I will express myself. | 

I do not like the new time of mailing for three 
reasons: 

First. Being accustomed to receiving HARDWARE 
AGE on Thursday, the change in date received puts 
me off my stride, and I will have to reconstruct my 
reading days. 

Second. The beginning of the week is always 
the busiest in our store, and it is also the time we 
receive the most advertising mail matter. There- 
fore our mail is not scrutinized as carefully and if 
care is not taken HARDWARE AGE would find its way 
into the waste basket. Oh, horrors! 

Third. What is the use of having a later market 


report if we are unable to read it until several days 
later, or until the news is “stale?” 
Back to the Thursday publication date suits me 
the best. 
Respectfully, 
W. H. BLANNING. 





BELLE VERNON, PA. 
To the Editor: 

Replying to your article about date of issue for 
HARDWARE AGE, we prefer to receive our copy on 
Friday or Saturday. 

Yours truly, 
VANCE & WILLSON, 
John W. Vance. 
URBANA, OHIO. 
To the Editor: 

I like the old date of publication best. 

Under your present arrangements I usually get 
my copy of HARDWARE AGE Monday morning. Once 
or twice since the change I have had it Sunday, and 
I rather think it reaches Urbana Sunday, but the 
post-office people do not put it in my box until Mon- 
day. 

I think you should give us in HARDWARE AGE that 
table of changes in the metal markets, as this every 
hardware man is interested in. I do not care about 
taking Jron Age for this one item, and have to hunt 
through daily papers to keep the run of the pri- 
mary markets. 

I commenced business in 1875 and have been a 
subscriber to and reader of Jron Age and HARD 
WARE AGE ever since. 

Very truly yours, 
OTWAY COOPER. 





GLOVERSVILLE, N. Y. 
To the Editor: 

Referring to the change of date of your issue, we 
would prefer receiving HARDWARE AGE either Fri- 
day or Saturday. As it is now, it is nearly a week 
old before we have a chance to give it a careful 
reading. 

Yours truly, 
E. L. DURKEE & Co., 
A. C. Philips. 


LITTLETON, N. H. 
To the Editor: 

We are one of the subscribers to your excellent 
trade magazine that would be very much gratified 
if you could make arrangement to mail your HARD- 
WARE AGE so that we could receive it Thursday, 
Friday or Saturday at the latest rather than as at 
present, receiving it on Mondays. 

Yours truly, 
THE LITTLETON HARDWARE COMPANY. 





Hor SPRINGS, ARK. 
To the Editor: 
We would like to see publication date of HARD 
WARE AGE changed back to its original date, so that 
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we will receive it Friday or Saturday. The end of 
the week seems to suit our requirements better than 
any other time for reviewing the market situation 
and the reading of special articles. HARDWARE AGE 
is our official guide and has been a welcome visitor 
since the organization of this business, saying noth- 
ing about the years the writer read it before going 
into business of his own. 
Yours truly, 
NORVAL WILLIAMS. 





MARSHALL, Mo. 
To the Editor: 

Referring to your request in a recent issue of 
HARDWARE AGE, I will state that personally I would 
prefer to receive HARDWARE AGE on Saturday 
rather than on Monday or Tuesday. We usually re- 
ceived HARDWARE AGE on Saturday before you made 
this change of mailing it out at a later date. 

Yours very truly, 
O. W. JOHNSTON. 


BELLEVILLE, ILL. 

To the Editor: 

Inclosed please find draft for $2 to cover sub- 
scription to HARDWARE AGE until Jan., 1918. 

Kindly mail us receipt and see that HARDWARE 
AGE is mailed so that it reaches us by the end of the 
week instead of beginning of the week, as hereto- 
fore. 

Yours truly, 


LENGFELDER STOVE & HARDWARE COMPANY. 





SouTH MILWAUKEE, WIs. 
To the Editor: 

In the issue of HARDWARE AGE on Jan. 8 you re- 
quested an expression from your readers as to the 
most satisfactory time for receiving HARDWARE 
AGE. We would like to state the old schedule of re- 


ceiving the paper on Saturday is much more satis- 


factory to us. 
Yours very truly, 
KUHNKE-FITZGERALD COMPANY, 
E. Fitzgerald. 


ATLANTIC City, N. J. 
To the Editor: 

I have read your editorial in HARDWARE AGE on 
“The Publication Date of HARDWARE AGE,” regard- 
ing the complaint made by some of your readers 
about this matter. 

I heartily agree with them, and for exactly the 
same reason as stated, and for one would ask that 
you let the publication date remain as heretofore, 
Thursday and not Saturday. 

Yours truly, 
CURRIE COMPANY, 


C. E. Schroeder, General Manager. 





ALBANY, N. Y. 
To the Editor: 

In accordance with the wish expressed in the 
“Editorial Comment” in a recent issue of your 
paper, I beg to say that my preference is for your 
former date of publication for the reasons you 
give which favor these dates. The slight changes 
in prices that might occur are not so important as 
a review of the general trade topics, which make 
your magazine so valuable and interesting. 

Yours truly, 
CHARLES H. TURNER. 
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EASTON, PA. 
To the Editor: 


As a subscriber of HARDWARE AGE I wish to join 
with others in making a mild protest against the 
change you have made in the time of mailing your 
publication. 

I have never made it a practice to postpone the 
reading of HARDWARE AGE until Sunday, yet it 
sometimes happens that the pressure of business 
prevents me from so doing until that day. 

It is regarded by me as a welcome visitor, no 
matter when it arrives, yet I am of the opinion that 
the interests of the majority of its readers will be 
better served if it is mailed earlier in the week than 
at present. 

I appreciate the fact, however, that you have 
made the change with the very best intentions, and 
I, of course, may be mistaken in my view of the 
matter and am merely taking advantage of the 
privilege of expressing my preference, as requested 
in your editorial of Jan. 6. 

I wish also to mention my appreciation of your 
continued efforts to make HARDWARE AGE more in- 
teresting and valuable to its numerous readers. 

With best wishes for your continued success, I 
am, 

Yours very truly, 


H. H. BENNETT. 





MUNCIE, IND. 
To the Editor: 

With reference to your editorial in the Jan. 6 
issue of HARDWARE AGE, we wish to agree with the 
suggestion which has been made that more time 
can be given to your magazine if it is received the 
latter part of the week instead of the first. 

Yours very truly, 
THE By-Lo STORES COMPANY, 
R. A. Peterson, Manager of Stores. 





WINCHESTER, TENN. 
To the Editor: 

This refers to your editorial in HARDWARE AGE 
published under date of Jan. 6, with reference to 
the date the paper will in the future be published. 
We are frank to say that we very much prefer it 
reaching us not later than Saturday of the week in 
which it is published. We used to get it sometimes 
on Friday of the week in which it was published. 
We are not at all pleased with getting it the fol- 
lowing week after publication. In fact, we do not 
think we will renew our subscription if publication 
continues as it is now. We hope you will see fit to 
publish it earlier in the week so we will get it be- 
fore Sunday. 

Yours truly, 
TAYLOR HARDWARE COMPANY, 
J. W. Taylor. 


WETUMPKA, ALA. 
To the Editor: 

I notice in your editorial a piece in regard to the 
time of the publishing of HARDWARE AGE. 

I for one had much rather get my HARDWARE 
AGE on Saturday. I have much more time to read 
it than I do when it comes on Monday. The first of 
the week is our busiest time. 

Hoping the majority of the subscribers will prefer 
to receive it Saturday, I am 

Yours very truly, 
M. L. KEMBROUGH. 
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NEw YORK, N. Y. 
To the Editor: 

May we as advertisers take advantage of the in- 
vitation issued Jan. 6 in HARDWARE AGE to say our 
opinion is that the publication date of Thursday 
is very much better than Saturday. One of our rea- 
sons is quite fully set forth in the article to which 
we refer. Personally it has been my habit for a 
long time to set aside Saturday afternoons for the 
reading of trade papers. HARDWARE AGE has not 
been on my reading list for several weeks, and I 
miss it very much. In my wanderings around the 
country I see a great many trade papers still in 
their wrappers, and I feel that this must be due 
largely to the fact that they arrive in the fore part 
of the week, and dealers in various lines neglect 
them. 

Yours very truly, 
THE USONA MANUFACTURING COMPANY, INC. 
Frank Stout, Sales Manager. 


PROVIDENCE, R. I. 
To the Editor: 

You ask in a recent issue of HARDWARE AGE, “Is 
it better for HARDWARE AGE to arrive on Monday or 
Tuesday, or is it better that the publication should 
be received on Saturday or Sunday ?”’ 

For the traveling man who is away from Monday 
morning until Friday night HARDWARE AGE is of no 
real value when it is not received until Monday or 
Tuesday, as the majority of traveling men have 
Saturday and Sunday to devote to the trade papers. 
When a paper arrives on Monday the majority of 
the traveling men do not have a chance to examine 
it until the news is about a week old. I have talked 
with several traveling men on this matter, and also 
several customers have expressed the opinion that it 
would be better for all to publish HARDWARE AGE on 
Thursday, as you have done in the past. 

Trusting this information will be of some value to 
you, I remain 

Yours truly, 
L. E. RICHARDSON. 

With the Belcher & Loomis Hardware Company. 


QUINCY, ILL. 
To the Editor: 

The writer has noticed that you have changed the 
date of issue of HARDWARE AGE, which he has been 
receiving. We note you are sending this out now on 
Saturday, instead of Thursday. 

The writer has been in the habit of reading this 
on Saturday night or Sunday, and therefore does 
not like the change which you have made. 

Yours very truly, 
TENK HARDWARE COWPANY, 
N. B. Getty, Purchasing Agent. 


RICHFIELD SPRINGS, N. Y. 
To the Editor: 

We note your editorial in reference to the publi- 
cation date of HARDWARE AGE and will say that we 
much prefer your old time of publication, as under 
the new order we do not receive the magazine until 
Monday. 

Very truly, 
BUCHANAN HARDWARE COMPANY. 





FOREST City, N. C. 
To the Editor: 
Your note in magazine. Yes, sir, we had much 
rather get our magazine before Sunday. 
Much more help to us to arrive last of week. 
Yours truly, 
FARMERS HARDWARE COMPANY. 
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OKLAHOMA CITY, OKLA. 
To the Editor: 

In regard to the change of date of publication 
from Thursday to Saturday, I wish to say that when 
HARDWARE AGE was published on Thursday I re- 
ceived it on Saturday and carried it with me the 
following week on the road. As it is at present, it 
arrives here on Monday or Tuesday and so is nearly 
a week old when I see it on the following Saturday. 
I would much prefer to have it published on Thurs- 
day. 

Yours very truly, 
GEORGE W. CORLETT, 
With Oklahoma City Hardware Company. 


FORSYTH, GA. 
To the Editor: 

We much prefer HARDWARE AGE to reach our 
town on Saturday for the same reason as stated in 
the article in the Jan. 6 issue. We never receive it 
earlier than Tuesday after publication. 

Very truly, 
BRAMLETT & SON 


GAINESVILLE, GA. 
To the Editor: 

Your issue of Jan. 6 contained an editorial re- 
garding change of the date of publishing HARDWARE 
AGE, and I beg to advise that since changing the 
mailing date from Thursday to Saturday the maga- 
zine doesn’t reach my home until Tuesday after I 
have left home, and consequently I don’t see it until 
I get back Saturday, and unless you resume your 
former mailing date I shall not feel justified in con- 
tinuing my subscription. 

Yours very truly, 
W. P. HENRY. 


St. Louis, Mo. 
To the Editor: 

In regard to the date of publication of HARDWARE 
AGE, I prefer the Thursday date, for if I get a new 
idea from it I have a chance to think it over on 
Sunday, and put the idea to work on Monday, but if 
I get it on Monday or Tuesday I lose at least a half 
of a week’s time. 

Wishing you success, I am 

Yours for HARDWARE AGE always, 
H. D. Koop. 
BELLINGTON, W. VA. 
To the Editor: 

With reference to the editorial in a recent issue 
of HARDWARE AGE, in which you request the opin- 
ions of readers regarding the date of publication, I 
beg to advise that I am a traveling salesman, and 
like most other men of my profession start on my 
regular week’s trip on Monday morning, remaining 
out at work all week. HARDWARE AGE as you are 
now publishing it does not reach the post office this 
far west until Monday morning, and consequently I 
am gone before the paper arrives, and by the time 
I reach headquarters again the issue and markets 
are more than a week late, and consequently the 
market quotations are of no value to us. From the 
traveling salesman’s standpoint it would be much 
better for us to have HARDWARE AGE published on 
Thursday as formerly, and then we would have it 
over Sunday, and for our cases on the next week’s 
trip. 

Assuring you of our appreciation of your con- 
sideration in this matter, I beg to remain 

Yours truly, 
A. G. SHANNON. 
With Kane & Keyser. 
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PHILADELPHIA, PA. 
To the Editor: 

I for one would be glad to see your return to the 
former date of mailing your valuable paper, which 
then reached the salesmen in time to be read on 
Sunday, or taken out with them Monday morning. 
I feel sure this would suit the majority of traveling 
salesmen. 

Yours truly, 
N. M. LOWRANCE. 
With Simmons Hardware Company. 





HAGERSTOWN, MD. 
To the Editor: 

I wish to add my voice to those who do not feel as 
well suited since you have changed the publication 
date of HARDWARE AGE to Saturday. 

As a traveling man, under the old publication date 
of Thursday we were able to get HARDWARE AGE by 
Saturday, and had plenty of time Sunday to read it, 
but now it does not arrive until Monday or Tuesday, 
after we have left home for the week, and when we 
arrive back at end of week it is so old it seems stale. 

Very respectfully, 
CHARLES H. NEIKIRK. 
With Supplee-Biddle Hardware Company, 
Philadelphia, Pa. 


DAYTON, OHIO. 
To the Editor: 

We prefer our HARDWARE AGE to reach us on 
Saturday. Under present arrangements it reaches 
us sometimes on Tuesday, Wednesday or Thursday. 

Let it reach us Saturday and then we'll be happy. 

Yours very truly, 
JOHN F. BAKER. 


QUINCY, MAss. 
To the Editor: 

I think the old publishing date for HARDWARE AGE 
is much better. Put me down as favoring changing 
it back to Thursday, so we get it on Saturday. 

Yours for a fine paper, 
WILLIAM WESTLAND. 





PARSONS, KAN. 
To the Editor: 

Can you get my HARDWARE AGE to me Saturday? 
Have it to read Sunday. Now HARDWARE AGE is a 
week old before I get time to read it. 

A. H. GOODSILL. 
With Hibbard, Spencer, Bartlett & Co., 
Chicago, II]. 
INDIANAPOLIS, IND. 
To the Editor: 


Regarding publication date of your journal, under 
present conditions it arrives Monday, and as I ama 
traveling salesman, leaving home Monday morning, 
I do not get a chance to read HARDWARE AGE until 
the following Saturday. Needless to say, I am in 
favor of the old date of publication. 

Very truly yours, 
W. C. WEIR. 





NEw York, N. Y. 
To the Editor: 

We have been receiving HARDWARE AGE on Satur- 
day, but find recently we are not receiving it until 
Monday morning. We would be glad to have you 
advise whether it is being mailed at the same time. 
It is convenient to receive it on Saturday, as it gives 
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us Saturday afternoon and Sunday in which to read 
it thoroughly. 
Yours truly, 
- BIDDLE PURCHASING COMPANY. 


HARTSVILLE, TENN. 
To the Editor: 

Inclosed please find check for $2 for subscrip- 
tion to HARDWARE AGE from January, 1917, to Jan- 
uary, 1918. We are glad to accept your offer of the 
inventory sheets which we hope to receive at your 
earliest convenience. We see in one of the issues of 
HARDWARE AGE you ask for expressions as to 
changing date of issue. We prefer the old date, 
as it came in on Saturday, and gave us some good 
reading for Sunday. It makes no difference how 
long a face and how many pious looks a fellow 
carries around on Sunday with him, a little change 
from the Good Book will not make him bad. How- 
ever if it is any inconvenience or expense to you, 
don’t do it just for our sake. 

With best wishes for a big year for HARDWARE 
AGE, 

Very respectfully, 
W. V. HAGER, 
Hager Brothers. 


DUBUQUE, IOWA. 
To the Editor: 

Answering your editorial in your issue of Jan. 6, 
in which you ask an expression of opinion upon 
the matter of publication date, I beg to say I believe 
Thursday would suit the majority of commercial 
travelers better than Saturday, because when pub- 
lished on Thursday we get it on Saturday or Sun- 
day, while the present publication date does not per- 
mit it to reach us until Monday p. m. or Tuesday. 

The average traveler leaves home early Monday 
and therefore does not see his HARDWARE AGE until 
he gets home Saturday. 

Yours truly, 
W. H. JAcoBs, 
A. Treadway & Sons Hardware Company. 


MINNEAPOLIS, MINN. 
To the Editor: 

For my part I would prefer that HARDWARE AGE 
be issued on Thursday of each week, thereby giving 
me a good chance to give it a thorough perusal on 
Sunday. My experience is that I get more out of it 
that way. 

Wishing you success, I am, 

Yours truly, 
W. J. FLETCHER. 
With Warner Hardware Company. 


SHARPSBURG, KY. 
To the Editor: 


With reference to your editorial in HARDWARE 
AGE, Jan. 6, in regard to changing date for mailing 
HARDWARE AGE, I for one would be pleased to 
have you mail it Thursday instead of Saturday. 
When you mailed on Thursday we always received 
it Saturday, and after attending church and Sunday 
school I would always read HARDWARE AGE Sunday 
afternoon. We get lots of valuable information out 
of HARDWARE AGE and look forward to its coming. 
Whether you change date of mailing or not I want 
you to keep me on your mailing list. 

Yours truly, 
O. H. KNIGHT. 
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’ NEW HAVEN, CONN. 
To the Editor: 

Regarding publication date of HARDWARE AGE, 
however the present date may be beneficial to oth- 
ers, for the traveling salesman who has weekly 
trips, there is nothing to it. Your indispensable 
magazine arrives at his residence after his de- 
parture for the week,. and the information that 
might be of much benefit to him on the trip, and is 
the reason for his subscription must be obtained 
elsewhere. Presume there are many in the same 
predicament as 

Yours truly, 
ARTHUR H. JACKSON. 
Salesman for Decatur & Hopkins Company, 
Boston, Mass. 


ANSLEY, NEB. 
To the Editor: 

We would like to see the publication date changed 
to the date it formerly was so that the paper will 
reach us by Saturday or Sunday morning each 
week. 

P Yours very truly, 
MATTLEY-HOOVER. 


WINFIELD, KAN. 
To the Editor: 

Regarding the publication date of HARDWARE 
AGE I wish to state that when it was published on 
Thursday I received it Saturday a. m., but since 
the date was changed it arrives Monday or Tues- 
day. I leave on Monday morning before I am able 
to get my copy, so I get it when it is a week old, 
which I don’t like. I wish the date would be changed 
back to Thursday. 

Recently at a meeting of hardware jobbers’ sales- 
men I inquired as to how they liked the change, 
and they all said that they did not like it, and two 
of these have not subscribed again. I am sure that 
the arrival of HARDWARE AGE on Saturday suits the 
majority of subscribers, especially traveling sales- 
men. 

Yours truly, 


J. W. NOBLE. 


FULTON, N. Y. 
To the Editor: 

In reply to your inquiry would say that I prefer 
to receive HARDWARE AGE on Saturday instead of 
Monday. As it is now I am very likely not to see 
it for some days after it arrives. 

Yours very truly, 
H. C. MCRAE. 


ForT SCOTT, KAN. 
To the Editor: 
Your letter of recent date regarding the mailing 
date of HARDWARE AGE received. If all your sub- 
scribers were at home all the time the delivery 





Hardware Age 


Monday or Tuesday would be O. K. Unfortunately 
I am one that has to leave home early Monday 
morning, and while I was reading your letter of 
Jan. 15 I had the HARDWARE AGE of Jan. 6 in my 
grip. Under present market conditions it was worth 
about as much to me as so much blank paper. I 
subscribed for it because I wanted to keep posted 
on the market and believed you about as reliable 
as any information I could get. ; 

While my house keeps us posted they can’t write 
us about the market, as they are too busy making 
price changes to do anything else. 

I know HARDWARE AGE is principally printed for 
the benefit of the retailer, but from what some of 
my customers know about the market it might just 
as well not be published on the present date. For- 
merly it came to me Saturday, but lately has been 
of no benefit to me whatever. 

Yours truly, 
H. R. McCoy. 
MALINTA, OHIO. 
To the Editor: 

In your “Editorial Comment”, page 76 of Jan. 6, 
you state you would like an expression from sub- 
scribers concerning changing your date of pub- 
lishing the paper. I prefer to have it changed 
back to Thursday. 

Yours truly, 
J. A. SMITH. 


SALEM, OHIO. 
To the Editor: 
I prefer the old date of publication for HARDWARE 
AGE, as I can then read the paper on Sunday. 
Yours very truly, 
J. E. MAULE. 
With the George Worthington Company. 





CEDARVILLE, N. J. 
To the Editor: 

Will you please advise me why my HARDWARE 
AGE does not come to me until Monday, as I have 
for the last year received it on Saturday, and I 
surely would like to have it on that day. Please 
advise me if you will see that I get the paper Sat- 
urday instead of Monday. 

Yours, 
J. L. DANZENBAKER. 


DES MOINES, IA. 
To the Editor: 

My HARDWARE AGE still reaches me on Saturday, 
but with the difference now it is one week old, so 
it gets scant attention. 

My vote is for former printing date when I can 
call my customers’ attention to latest news which 
I have had time to digest over Sunday. 

Yours truly, 
* GEORGE V. DENGLER, 
With Brown-Camp Hardware Company. 
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Indiana Retail Hardware Convention 
Breaks Record in Kighteenth 
Annual Meeting 





Left to right: 


Charles E. Hall, Indianapolis; W. L. Hubbard, Scottsburg; A. G. Broadie, Williamport; Frederick 


Weir, Ligonier; L. S. Soule, HARDWARE AGE; B. G. Shanklin, Frankfort; N. R. Stoner, Rochester, Ind. 


ITH 800 retail hardware merchants in at- 

tendance and fully 500 wideawake hustlers 

representing hardware manufacturers and 
wholesalers, the eighteenth annual convention of 
the Indiana Hardware Association held a record- 
breaking convention in Indianapolis, Ind., Jan. 30 
and 31 and Feb. 1 and 2. 

During the past year the membership of the In- 
diana Association has been increased by 200. A 
year ago the wheel-horses in this organization 
made a firm resolve that they would pass the thou- 
sand mark in membership this year, and they did 
it by increasing the membership to nearly 1100. 
The Claypool Hotel was chosen as hotel headquar- 
ters on account of its splendid room service, and the 
meetings of the association, together with the ex- 
hibits, were held at the German House. Over 200 
manufacturers and jobbers joined in the exhibit, 
and throughout the entire meeting there was har- 
mony and good feeling evidenced in the place where 
the newest things in hardware were being shown. 
With but one single exception the exhibitors re- 
ported having done more business at the conven- 
tion than last year, and many reported the sales to 
be record-breakers. 


Opening Meeting 


The convention was opened Tuesday afternoon by 
President Barrott of Lawrenceburg. After a brief 
word of welcome he introduced the Ebony Quar- 
tette, which made such a hit at last year’s meet- 
ing, and after this old plantation quartette had led 
in the singing of “America” and the invocation had 


4: 


9 
2 


been offered, President Barrott delivered the an- 
nual address. He spoke briefly but to the point, re- 
viewing the present market condition and urging 
dealers to not only watch their purchases very 
closely during the coming year but above all things 
to avoid buying more goods than they could pay 
for promptly. 

B. G. Shanklin then made a report for the dele- 
gates to the National Retail Hardware Association 
Convention held in Boston last year. Mr. Shanklin 
said that the great lesson he learned from the big 
convention was one of promptness—that the meet- 
ings always started on time and that after the first 
day the delegates were in their seats ready to take 
an active part in the business of the meetings. He 
reported perfect harmony in all branches of the 
trade and indorsed strongly the movement to hold 
national meetings in the future nearer the center 
of population. 

Ernest M. Smith, Secretary of the Indiana Cham- 
ber of Commerce, and Roy F. Soule, editor of 
HARDWARE AGE, then gave brief talks, after which 
Gov. James P. Goodrich delivered a sterling address 
on good citizenship. The Governor said that most 
poor legislation which was passed in this country 
was the result of impressions made on lawmakers 
in their offices previous to the voting on the differ- 
ent bills. He said there were always many people 
calling on these representatives presenting the side 
of special interest, and that the common people sel- 
dom called to express their views on these subjects. 
He said the public was more inclined to criticise 
than to commend, and urged the hardware dealers 
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Milo J. Thomas, Corunna, Ind. 


of Indiana to write letters of commendation to their 
representatives at the State Capitol whenever any 
legislation favorable to them or meeting with their 
approval was passed. He said even a Governor 
likes to receive credit from the people of his State 
for any stand he makes in their interests. He 


urged the hardware dealers while in the Capital 


City to pay their respects to their assemblymen. 
Tuesday evening was given over to the exhibitors. 


Secretary Corey’s Report 


On Wednesday morning Secretary Corey delivered 
his annual report, as follows: 


‘\ 7ITHIN a month seventeen State hardware asso- 

ciations will meet in annual session. The one 
subject of paramount importance before each and every 
one will be progressive ways and methods in the retail 
business. Efficiency is being investigated and consid- 
ered by every class and branch of trade. Its importance 
and necessity is recognized and promulgated by Gov- 
ernment commissions, State universities, business 
organizations and the trade press. 

Competition that ignores efficiency rules is headed 
for gradual failure. 

Efficiency without friendly co-operation loses much 
of its value in our strenuous battle for trade. We 
have confidence in the advantage and economy of our 
system of selling goods. We must demonstrate to the 
buying public that our claims are based upon good 
and sufficient grounds. 

Our program is planned along constructive and edu- 
cational lines. 

In our last year’s report we advocated the use of a 
field man who could call on members at their stores, 
discuss their individual problems and when desired 
suggest changes and improvements. 

This man could call on all dealers in a town, and 
promote more friendly co-operation. He should be 
competent to talk to a general meeting of merchants, 
clerks or even farmers. 

He could suggest better store arrangement and de- 
partmentizing; explain business records and forms; 
examine and write fire or liability insurance and rec- 
ommend changes to reduce risk and decrease rates. 

During the past year we have spent some time and 
money in experimenting, mainly with the object of 
securing reliable data. Three hundred and sixteen In- 
diana members were visited at their stores and every 
one cordially received our representative, although we 
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had not paved the way with a notice of his coming. 
Over 50 of these merchants joined our association at 
once.: 

Of the 316 members reported, one had been in busi- 
ness 70 years, 5 over 50 years, 24 over 40 years and 
43 over 30 years—the average for all was 14 2/3 years. 

One hundred and forty-seven rented store buildings; 
163 owned them. 

The total stock of 310 dealers was $3,695,000; average, 
$11,921. 

Total annual sales, $10,739,000; average $34,981. 
Smallest stock, $2,000; largest, $70,000. 

Lowest cost of doing business, 10 per cent; highest,. 
27 per cent; average, 17 1/5 per cent. 

Highest number clerks, 16, lowest, 1; average 2% 
to store. 

Two hundred and thirty-one members out of 306 car- 
ried mutual fire insurance, and 101 out of 196 mutual 
liability. 

Using this data as a basis of estimate, we carry a 
total stock of over $10,000,000 and sell $35,000,000 
annually. 

Insurance 


The Wisconsin Mutual Hardware Insurance Company 
has complied with all the requirements of Indiana laws 
and has been legally admitted to do business in our 
State. Members who have hesitated to take policies 
heretofore, on the ground that our mutuals really had 





Left to right: James Rimstedt, Rockport; George T. 
Avery, New Augusta; C. F. Yount, Farmland, Ind. 


no legal status in Indiana, should dismiss this objection 
now. 

The Wisconsin Hardware Liability Company was 
somewhat handicapped in getting a late start in In- 
diana. This company is reliable and worthy of your 
united support. 

Several of the cut rate old line liability companies 
have failed during the year and a number of our 
members have been without safe protection as well 
as losing the money they paid for policies. 

Let me urge you with all earnestness to place your 
liability insurance with the Wisconsin Mutual. By doing 
this you make this company strong and enable it to- 
return to you a substantial dividend. 

Indiana hardware dealers, as a class, and as good 
business men, rank very high. 

Our store buildings and stocks are above the average 
and yet our insurance mutuals have not found as 
profitable a field here as they had reason to expect. 

Last year the National Board of Underwriters report 
that 24.8 per cent of Indiana fires were due to pre- 
ventable causes. Individual carelessness leads to the- 
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greatest fire hazard. When we can buy the best fire 
insurance for 50 per cent of the established price, it 
certainly is up to us to do everything in our power to 
reduce our risk and prevent loss. 

We have few members who do not now carry in- 
surance in one or more of our hardware mutuals and 
we have fewer dealers still who are not affiliated with 
the Indiana Association. 

Our field is so well developed that the expense of 
keeping a solicitor merely to seek new insurance or 
new members is no longer justified. 


Implement Association 


An effort will be made at the close of this convention 
to organize an implement association in Indiana. 

The result of the effort will largely depend upon how 
strongly our members encourage and support the move- 
ment. 

Investigation shows that more than 80 per cent of 
the farm implements sold in Indiana pass through your 
hands. About 630 members of our association sell 
implements in connection with hardware. 

There has never been a time when your secretary 
has not had more implement complaints in process of 
adjustment than hardware. Our field reports disclose 
the fact that the implement business is far from satis- 
factory from a profit standpoint and one reason appears 





F. B. Coates, a member of the “Old Guard” and E. M. 
Bush, a former National president 


to be an endless chain of incompetents, who are con- 
stantly recruited, principally from farmers, and who 
remain in trade two or three seasons. Another reason 
is that the overhead expense of selling implements 
has doubled and because many dealers do not keep a 
record of this business by itself; they are just be- 
ginning to discover it does not pay. 

Within five years the automobile has in many sec- 
tions almost killed the demand for buggies and this 
has driven some incompetent implement dealers out 
of business. 

Implement manufacturers are more careful in ex- 
tending credit and have shortened the terms. All this 
points to “the survival of the fittest.” 

Higher cost prices will make it necessary to estab- 
lish advanced retail prices, and these can be made 
and should be made to cover the present service and 
leave a profit. 

The implement business in country towns can be 
handled by the hardware store better than any other 
class of dealers and for those who conduct it right it 
should show a profit. 
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State Board of Accounts 


Those who were present at last year’s convention will 
remember our protest against the State Board of Ac- 
counts quoting in its catalog of school and road supplies 
a large number of items from Sears, Roebuck and Mont- 
gomery Ward catalogs. After meeting a committee 
representing our association, the State Board of Ac- 
counts agreed to submit proofs of their new catalog 
for our approval. 

We know that a lot of good business on road and 
other supplies has been done by our members this 
year, but unless you are watchful and continue to push 
for this trade, you are going to lose it to the supply 
houses and their salesmen. 


Annual Dues 


Ten years ago at my request you reluctantly reduced 
the dues from $4 to $3 per year. 

I promised at that time to notify you whenever it 
was advisable to go again to the $4 basis. In my 
opinion, that time has come. In a large majority of 
our States the dues are now $5. No State will have 
lower than $4 next year. We cannot raise our dues 
for 1917, and it is not necessary. 

We should continue to maintain a substantial emer 
gency fund in our treasury. 

Now we want to put a man in the field, if you ap 
prove the plan and vote to increase the dues in 1918. 

We should like to see this amendment to our by-laws 
carried without a dissenting vote. 


Syndicate and Catalog Schemes 


Hardly a week during the year but one or more in- 
quiries come from members as to the wisdom of buying 
stock or making some sort of investment in syndicate 
or catalog schemes. ¥ 

Most of these schemes hail from Chicago and nearly 
all promise to solve your buying troubles. One of their 
salesmen canvassed Indiana recently, and repeatedly 
stated that his house was in position to furnish at cut 
prices regular goods from Oliver Plow Company, John 
Deere & Co., Bucher & Gibbs, F. E. Myers & Co., De 
Laval and others. An emphatic denial from these man- 
ufacturers led to our sending out a warning letter to 
all members, but not in time to prevent several losing 
contracts that had been signed. 

There never was a time when fakirs and frauds, stock 
selling and get-rich-quick schemes were more active, 
and hundreds of good merchants have been swindled 
during the past year. 

Nearly all of this loss could be avoided through use 
of your association and a more friendly co-operation 
with other merchants. 

Tractors 


Many of our members have made contracts with 





Left to right: Sharon E. Jones; H. C. Heldt, Oakland 
City, Ind.; G. A. Randolph, Stevens Point, Wis. 
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Left to right: B. G. Shanklin, Frankfort; W. L. Hubbard, Scottsburg; G. F. Sheely, Argos; Auditor National 
Association; L. E. Marshall, Hartford City; John W. Hamilton, Medora 


tractor manufacturers on a cash on delivery basis. 
Tractors are to some extent as yet experimental. Sales- 
men are apt to make exorbitant claims that actual 
field results do not justify. 

If a farmer is not satisfied he looks to the dealer, 
not the manufacturer, for protection. He may haul 
the tool back to the store and demand his money. If 
the dealer has already paid for the tractor and it has 
for any reason failed to do the work as guaranteed, 
he finds himself with a second-hand machine on his 
hands and most likely a double-header lawsuit. 

This is the case with one of our Indiana members 
now, and your secretary has earnestly endeavored to 
obtain a fair adjustment without success. 

A contract that does not protect a dealer from loss 
on account of failure of any implement to do satis- 
factory work in the field, is a bad thing to sign. We 
urge you to read all contracts carefully. Insist that 
every promise or inducement that influences you to 
sign is written in the contract. 

A fair agreement should not be one-sided, but some 
of the compacts at the present time are decidedly of 
this nature, and the average merchant is too careless 
in affixing his name. 


Co-operation 


Many of the larger agricultural papers are openly 
and strongly advocating community co-operation be- 
tween merchant and farmer. A number of these editors 
have called at our office and we have at other cities 
met them by appointment. We believe they are sincere 
and that there is a common ground where we can join 
them to our mutual advantage. 


Price and Service Bureau 


One of the most valuable and beneficial services ever 
rendered to its members by any association is embodied 
in our Price and Service Bureau. 

If you have not submitted your every day store and 
price problems to this department, you are a loser and 
yourself to blame. 

You have here a special department requiring all 
the time of three of our very best and highest-priced 
people, with up-to-date facilities for securing lowest 
market quotations, and a wide range of business in- 
formation which is all at your command absolutely 
free. 


Perhaps half of the Indiana members are using it. 
Why not every one? 

I have been mixing with this bunch of hardware men 
for sixteen years. Many of my best and most valued 
friends I first met at a hardware convention. My life 
has been made brighter and more pleasant on account 
of my extended hardware acquaintance. 

This experience has been to me so satisfactory that 
I want to pass it on to you, and urge with all earnest- 
ness that every one of you get well acquainted. 

Whoever wears a blue ribbon is a member and no 
formal introduction is necessary. 

We all belong to the Indiana Retail Hardware Asso- 
ciation, the best trade fraternity ever organized. Throw 
down the bars. Get acquainted! 

In my 17 years’ experience as secretary, serving 
under as many different administrations, I do not recall 
a single instance when the final vote on any important 
question by your executive committee was not unani- 
mous. 

I do not remember one case where an officer has 
shirked a duty, even when it meant neglecting his own 
personal affairs. ~ 

In everything your secretary has attempted to do 
your State officials have loyally supported me. 

In managing your business (and this association is 
a business) the work has been made easy and more 
successful because of the sincere co-operation extended. 

I am proud of this record, but prouder still of the 
rank and file of our organization, who have by your 
careful selection of officers made such a record possible. 


After Secretary Corey’s splendid report, J. F. 
Knox conducted a discussion on buying, selling and 
business management. 

Fisk on Credits 

In the afternoon session James W. Fisk of the 
Associated Advertising Clubs delivered a very 
creditable address on “Credit, Elections and Busi- 
ness Records.” Mr. Fisk spoke in part as follows: 

“The only man who ever gained a reputation by 
going to sleep was Rip Van Winkle. While the re- 
tail business of the United States has made a good 
advance we must remember that other lines of com- 
petitive business have made even greater advances. 
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The mail order houses have shown a 30 per cent 
gain in business in the past year, and the depart- 
ment stores from 25 to 26 per cent gain. Up to five 
years ago failures in retail stores increased, but 
merchants are waking up and the figures are being 
changed. Chain store business is increasing. A 
chain of stores needing $3,000,000 recently got up a 
prospectus of their business and it was so good that 
they easily secured $10,000,000, and this they se- 
cured by presenting plainly the fact that retail 
merchants in the average town were the easiest sort 
of competition. There are 5600 chain stores in the 
State of New York alone and they are gaining in 
numbers everywhere because of the great advantage 
they have of being able to all hang together. Mer- 
chandising of the future will be a fight between the 
chain stores and the department stores. Through 
the advantages of co-operation, if one of these chain 
stores finds a good merchandising idea all the others 
share it. 
Causes of Failure 


“Failure in business is almost universally due to 
one of two causes—insufficient capital and unwise 
credit. A retail merchant recently came to an In- 
dianapolis jobbing house and said: ‘Close me out. 
I have issued too much credit and I am going to the 
wall.’ The head of that jobbing house told the retail 
merchant to go home and see the people who owed 
him too much money—to make personal calls on 
every one of them, to tell these people the truth— 
that he was in urgent need of their aid. The man 
went home and in a horse-drawn buggy made the 
calls suggested. Those customers paid—they paid 
up to the extent that this man was put back on his 
feet and his experience contains a lesson. If you 
don’t want your money badly enough to go after it 
in person, you won’t get it. 

“There is great interest in the cost of doing busi- 
ness to-day. Some merchants do not pay themselves 
salaries. If such is the case in your store, start 
paying yourself a salary right now. I would ad- 
vise, further, from my experience in hardware 
stores, to keep the tin shop or plumbing shop ac- 
counts absolutely separate from the store account. 
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If your bookkeeping system is not one that will tell 
you how much you owe, get one that will tell you 
how much you owe all the time. It may not be 
pleasant news, but eventually you must pay. 


Keeping Cases on Cash 

“Too many stores are still using the common old 
cash drawer. A cash register is an essential in 
good merchandising to-day. You not only want to 
know how much money there is in your till at any 
time of the day, but you want to know how much 
went in and how much went out during the day. If 
you buy a lemon in business take your medicine and 
get rid of it as quickly as you can, even if you 
have to take a loss. I like a merchant who is always 
busy and always is in a hurry, whether he has 
actual business or not. It pays to seem busy. 

“I believe it is good business to keep a record of 
every clerk’s sale, and there are two factors that 
should have your attention—how many sales and 
how much each sale amounts to. Keep a record of 
each clerk’s business and you will rapidly learn 
which clerk is a drag on the business and what 
fellows are entitled to more encouragement and 
more money. Keep a record of the man whose 
goods stayed sold. In the department stores to-day 
20 per cent of the shoes sold are returned. Twenty- 
two per cent of the waists sold are brought back, 
and every such instance adds to the selling cost of 
merchandise. 

Better Bookkeeping 


“The Associated Advertising Clubs of the World 
have recently gotten out a standardized system of 
bookkeeping. We don’t care whose standardized 
system you use, but the clubs are much interested 
in seeing you use some standardized system that 
will give you an accurate record of your business at 
all times. HARDWARE AGE has recently announced 
a very splendid system of this kind also. 

“An investigation of the average town’s credit 
may be of interest. A recent investigation shows 
that in a certain Indiana town 30 per cent of the 
goods sold were sold on credit. Fifty per cent of 
the people who bought on credit were prompt. Most 
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people are honest. Fifteen per cent of the people 
who promised to pay on a certain date delayed 
payment but eventually paid. Fifteen per cent had 
to be called on personally in order to collect; 10 per 
cent had to be forced to pay and 10 per cent did 
not pay at all. That’s why we are interested in 
credit. I recently visited a town where the mer- 
chants told me there was little doing in the way of 
mail order business in their community. I then 
visited the banker and he told me that so much 
business was being done in drafts to Sears, Roebuck 
& Co. and Montgomery, Ward that a special stamp 
had been made and was used in that bank for that 
purpose alone. 


Careful Credit 


“Some merchants extending credit trust people 
and open accounts of which they are doubtful 
merely to keep business from the other fellow. 
This is commercial suicide. An open account means 
that a man can buy until someone stops him. A 
man may own real estate and all sorts of personal 
property when you start an account with him, but 
do you keep track of the mortgages he may place 
or the property he may sell? Sometimes this is 
impossible without co-operation between merchants 
in other lines in your town. 

“In a certain town in this State credit losses 
were cut 60 per cent by a local club which used the 
telephone and had a common secretary to keep them 
posted on the dead beat. This secretary immediately 
found out where strangers came from, wrote the 
places they had lived and found out their records. 
When a dead beat left the town to go to some 
other community, he wrote the merchants of that 
town and told them that Mr. Dead Beat was on the 
way and to watch out for him. In that town each 
merchant has a sign up stating that he belongs to 
the Merchants’ Association and that sign has be- 
come so well known that when dead beats see it they 
don’t try to start accounts any more, they get out. 

“When a merchant’s just dues are withheld from 
him too long, the secretary of that bureau writes a 


letter to the man whose account is slow and tells 
him that a list of slow pay accounts is going out 
to-morrow to all the merchants in town and advises 
him that his account with Mr. So and So is long 
past due and asks him if he wants to take care of it 
before the list is made out, and many times this 
brings a prompt settlement. In the collection of 
bills I would advise you to go after them yourself 
unless your disposition is wrong. If it is, hire a 
diplomat and put him to work collecting your bills. 
Many merchants give their accounts to lawyers to 
collect for them. In nine cases out of ten the 
lawyers collect the easy ones and send back the 
others, and say they can do nothing with them. It 
costs the average merchant about all he gets out 
of it to hire a lawyer to collect his bills. I believe 
it is good business to make out, a note for a man 
whose account is thirty days old and have him sign 
it. I know one hardware dealer who sends his col- 
lector out in a yellow buggy and that yellow buggy 
is known all over town as the ‘slow-pay’ buggy, 
and when it stops in front of a man’s place it is 
not a good advertisement for him.” 


The Question Box 


Following Mr. Fisk’s address, a general discus- 
sion of the subject of collections took place. Milo 
Thomas said that when he sold goods he did not 
figure most on how cheap he could sell, but how and 
when he could collect. He said it was well to have 
an understanding with customers at the time goods 
were purchased about the pay. 

Hugh Culbertson said that he believed in judging 
the future by the past. He said he had been in 
business for thirty-four years continually in Au- 
burn, Ind., and that most of his credit extensions 
were to people who had dealt with him before and 
their past performances regulated his judgment on 
future events. He said that some manufacturing 
had come into his city recently, and that when a 
man came to him who was earning $8 or $10 a 
week and paid $8 or $10 a month rent and had 
eight or ten children to buy shoes for, he figures 
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that they were poor accounts. They might be as 
honest as could be, but their ability to pay made 
them a poor risk. 

Mr. Bush said that he was particularly careful 
of the awfully honest man—the fellow who came 
into the store and bragged about the fact that he 
had never beaten anyone out of anything. The man 
who said “I always pay my accounts” is the sort of 
a fellow we are more suspicious of than anyone 
else. We analyze them closer than any other type 
of people and ninety-nine times out of 100 they are 
no good. He said he used contract notes. 

R. A. Peterson of the By-Low Stores Company 
also spoke strongly in favor of the contract note 
system on large items. Another dealer said that 
most of the people who stung him were those who 
came into the store and wanted to buy a 50-cent or 
$1 item and have it charged. The bulk of his “no 
good” accounts are made up of items under $2. He 
said he had weeded out the 50-cent and $1 accounts 
on his books and wouldn’t start them again, and 
that it had cut his credit losses to less than half of 
1 per cent. 

Another dealer said that he was particularly 
careful about extending credit to the Saturday night 
man, whom he described as a fellow who came in in 
the middle of the week and said he wanted a 50- 
cent or $1 item and he would be in and pay for it 
Saturday night. All such accounts, he said, were 
poor. 

E. M. Bush of Evansville, Ind., said that most of 
his bad accounts occurred from people extending 
credit who really shouldn’t have done so. Some 
clerk would extend credit to people without knowing 
who the customers were. He said every little while 
he used to look over his books and find that he had 
several accounts with people he did not know at 
all—knew nothing about them. He said he made 
it a rule in his store that one man, and one only, 
should extend credit. If anyone else extended 
credit they personally stand good for the account. 

Mr. Hubbard then spoke on the subject of cash 
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and credit sales, and claimed that the cash cus- 
tomers should be given a discount. In his store he 
said he gave a 3 per cent discount on all bills paid 
before the tenth of the month and it was very satis- 
factory. Mr. Peterson of the By-Low Stores Com- 
pany said that they gave a discount on contract 
sales which were cleaned up within thirty days. 
Another dealer said that he thought it was a crime 
to let a customer come into the store, pay his ac- 
count and go out without starting a new one. He 
said that he would favor the enforcement of collec- 
tions even if it cost all he got out of it, for the 
moral effect it had on the community. 

Most of the dealers put their accounts to the 
banks for collection, but there were many who 
favored collecting their own notes, claiming that if 
the customer did not meet the bill promptly it was 
necessary for the dealer to put his name on the 
note to have it renewed at the bank. Others claimed 
that the bank handling a note had a moral effect on 
the customer and the collections were more prompt. 
One of the reasons for this, he said, was that the 
banks always served notice on the customer that 
his note was about to become due and gave him a 
little chance to anticipate it, while the average 
merchant did not do this. 


Prominent Visitors 


On Thursday, Secretary Nish of the Illinois 
Hardware Association and George M. Gray, secre- 
tary of the Ohio Mutual Hardware Association, 
were introduced to the Indiana dealers and made 
brief addresses. At this meeting E. B. Moon spoke 
on changing conditions and trade possibilities. He 
said in part as follows: 

“The golden rule applies to business as well as 
to living. A community is not a job lot of people 
just thrown together. It is a band of people with 
a common interest and a common welfare. The 
community and trade are closely allied. Small town 
newspapers fail because they do not advertise that 
town. Big cities spend millions advertising their 
advantages. The small town paper should tell about 
the town’s good schools, its good churches, its good 
climate, etc. They should tell it and then repeat it 
over and over and over. The home, the church, the 
school, the government and business are five direc- 
tions in which a community can grow, and they all 
fall down if one falls down. The boy who grows 
up in a house rather than in a home yearns for the 
city. The school is the only American growth that 
shows great development and should act as an ex- 
ample for the others. 

“Agriculture should be more generally taught in 
the schools because it is a basic industry around 





56 


which all other industries in the State of Indiana 
revolve. We should teach our boys and girls how 
to live more comfortably and happily on the farm. 
This is the first step in community building. The 
merchant must be a counselor of the farmer and 
must know whereof he speaks. He should know as 
much about farming as the farmer does. If the 
church of the community is not fulfilling its mission 
it should be built up, and it is a business man’s 
duty to take a part in that work. Business men 
should study church statistics because good churches 
make people honest and thrifty. Clean government 
means clean business. Business is a big factor in 
a community. The farmer cannot prosper unless 
he is in a community where the business men are 
prospering. No factor in a community is inde- 
pendent.” 


Tom Witten’s Address 


Thomas M. Witten, the man who helped put 
Trenton, Mo., on the map, was the next speaker. 
The godfather of the Trenton Idea is well known 
to every hardware merchant in the United States 
and he deserves his popularity. It is doubtful if 
there is a business man in the small towns of the 
United States who has done more for his com- 
munity than this progressive, hard-working, long- 
headed Missouri hardware dealer. His audience 
fell in love with him from the tap of the gong. 
He spoke in part as follows: 

“The touching of elbows makes all men broth- 
ers.” He said a man recently asked him how large 
his town was. His answer was, “My town is as large 
as the State of Missouri.” Tom described himself 
humorously as a storekeeper who was trying to 
discover himself. He said, “Every man should have 
two jobs in his community—his business and his 
community job. Most of us are like a check—no 
good until somebody fills us out and cashes us. I 
like the man who has a love for the flag. The 
fellow who is willing to live for it rather than 
die for it. We pay too much attention to the dollar 
and not enough to life. If I had my way I’d cut 
the eagle off the American dollar and put on the 
stork, because the stork delivers the goods. Things 
don’t just happen. There is always a cause. When 
you entertain children you entertain the whole fam- 
ily. One or two men can’t make a town. The hard- 
ware and implement men are closer to the farmers 
than any other merchants. 

“We found in our town that the old-fashioned 
commercial club usually gets a 50-cent factory and 
pays $1 for it. We’re trying to work on a different 
basis. The farmer to-day is as much of a business 
man as the merchant or banker. If you are only 
getting dollars out of your business you are a 
disgrace to your community.” 

Tom said he believed in publicity and demon- 
strated it by a story of attending a picture show 
in Indianapolis the night before. He said when 
he went in there was a man outside the ticket office 
trying to get in and he seemed very angry. In 
fact, he wanted to start trouble, but the manager 
wouldn’t let him in. The man said he knew his 
wife was in there with another man and finally 
the manager in order to quiet him walked to the 
front of the theatre and announced that there was 
a man outside making a great deal of trouble who 
claimed that his wife was in there with another 
man and that he would suggest if there was a lady 
in the building with an escort who was not her 
husband that it might be well for her to go out 
by way of the side door. Tom said the show was 


nearly busted up, because forty couples left. 
The most potent factor, he continued, in a man’s 
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business, home and community, is a good woman. 
Sentiment created through woman can overcome 
any community obstacle. No nation will ever be 
stronger or grander:than the communities that 
compose it. In closing, he said, “I would urge you 
to be the biggest man in your community. Go to 
work each day with the resolve that this day I will 
beat my record. Do a little good every day at 
some cost to yourself and the returns will put you 
in a position where you have absolute respect for 
yourself. What the rest of the world thinks doesn’t 
matter as long as you are sure that your life is on 
the level.” 

On Thursday afternoon M. L. Corey, Secretary 
of the Indiana Association, delivered a very good 
address on “Field Work to Be Done in Indiana,” 
and the majority of the dealers favored his plan 
of putting a field man to work in that State next 
year. Following Mr. Corey’s remarks, Roy F. 
Soule, editor of HARDWARE AGE, delivered an ad- 
dress on “Salesmanship,” using as examples prac- 
tical store experience of the leading hardware mer- 
chants in the various States. He told of the growing 
sentiment in this country in favor of trained sales- 
men and reviewed briefly the work of the World’s 
Salesmanship Clubs, in which he has been lecturing 
this winter. Mr. Soule also spoke of the Webb 
bill and its probable influence on the unit cost of 
hardware. 


Sharon Jones Appreciated 


Sharon E. Jones was then introduced to the 
dealers as the man who had secured member number 
1000 for the Indiana Hardware Association. He 
spoke briefly of his work in the field and at the 
close of his remarks was surprised by being pre- 
sented with a beautiful traveling bag by Secretary 
Corey with the compliments of the Indiana dealers. 


Resolutions Adopted 


The resolutions committee then reported favoring 
national advertising laws, one-cent letter postage, 
Stevens bill, good roads, the repeal of the present 
automobile license law and opposition to the repeal 
of the present lien law. 

They also favored garnishee laws of adequate 
nature and went strongly on record as being op- 
posed to syndicate catalog schemes, many of which 
were endeavoring to do business in the State. They 
also warned the members against investing in chain 
store schemes, many of which were now being sug- 
gested. The resolutions committee also recom- 
mended an increase in association dues from $3 
to $4 a year and after a brief discussion these reso- 
lutions were adopted. 


New Officers Elected 


The Nominating Committee made the following 
report: 

Nominating Committee: President, N. R. Stoner, 
Rochester; first vice-president, F. L. McCarty, Ft. 
Branch; second vice-president, Fred E. Weir, 
Ligonier; treasurer, Chas. E. Hall, Indianapolis. 

Executive Committee: H. M. Bahls, Lafayette; 
A. G. Broadie, Williamsport; D. Wray DePrez, 
Shelbyville. 

The above officers were unanimously elected and 
the Indiana convention adjourned until next year. 
One of the oldest State Hardware Associations in 
the union, Indiana has always been a pace maker, 
but the work done in this association during the 
past year set the new high record and is indicative 
of the appreciation of the Indiana Retail Hardware 
merchants of the work and results obtained through 
close co-operation in association work. 
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Hardware Age System of Accounting 


Third Installment of the Simplified System of Accounting, 
With Synopsis of Previous Issues 


By T. W. SNEAD 


N the two previous issues of HARDWARE AGE illus- 
trating and describing the HARDWARE AGE 
System of Simplified Accounting the simple 

meaning of double entry bookkeeping and account- 
ing and the reason for debit and credit were 
explained. In the issue of Feb. 3 the large supple- 
ment illustrating the Daily Record appeared. This 
is the one form necessary to the system, showing in 
detail actual entries made and the results to be 
obtained at the end of the month. 

This form we especially asked our readers to save 
for future reference in reading the series of articles 
describing and illustrating the simplified system of 
accounting. If by chance you have not this supple- 
ment, and you are interested in finding a system of 
accounting more adequate and simpler than the one 
you now use, HARDWARE AGE will be glad to send 
you a copy of this supplement if you will direct your 
letter to the Editor of the Business System 
Departments. 


Explanation of Entry on Form 1 


In the supplement illustrating the actual entries 
made on the Daily Record you will notice that down 
the side of the form opposite the line on which each 
entry has been made are the reference letters A, B, 
C, D, etc. In describing the actual entries made on 
this form we will refer to them as entry A, B, C, 
D, etc., in columns Nos. 1 to 38. 

In one of the previous issues we asked our readers 
to remember that they were simply going to school 
again for about fifteen or twenty minutes each 
week, and that we believed if they would give this 
time to reading the series of articles describing the 





system that it would possibly mean dollars and 
cents to their business. 


How to Enter Sales—Entry B 


Inventory was taken on the first day of January 
and our stock is all arranged nicely and in order, 
and upon each container or upon the stock itself we 
have marked the cost price to us, and our store is 
ready for business. During the day sales are made, 
both for cash and for charge, amounting to $48.80. 
Each sale is recorded on a sales ticket which bears 
a number; this system is in use in the majority of 
retail hardware stores in one form or another. By 
referring to the Daily Sales Record which is part 
of the HARDWARE AGE Simplified System you will 
notice that each sales ticket is listed on this record 
in the order that it is turned over to the bookkeeper, 
and by glancing at the column headed “Sales Num- 
ber” you will notice that there are two sales tickets 
missing; this is determined by the fact that the 
numbers run consecutively and that two of the num- 
bers have not been turned in to the bookkeeper. 
if the sale was for cash the amount, of course, was 
placed in the cash column, and if the sale was for 
charge it was placed in that column. The salesman 
when making his sale noted the cost price of the 
article that he sold, and made a notation in code on 
the sales ticket before giving it to the bookkeeper. 
The bookkeeper has this code near at hand and by 
reference to it is able to determine the cost price 
quickly, and in entering the sale on the Daily Sales 
Record he makes another entry under “Cost of Sale,” 
which you will note on the Daily Sales Record 
amounts to $38.73 for the day. The total of the 
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cash sales amounts to $21.55 and the total charge 
sales to $27.25—a total of $48.80 in all. 

At the end of the day, after these totals have been 
made to agree with the cash register, the total 
amounts are entered on the Daily Record, as shown 
by entry B. The charges to customers are entered 
in Column 23, headed “Charges to Customers,” and 
the cash entered in Column 24, headed ‘‘All Cash 
Received.” The date is of course inserted and the 
explanation “From Sales Record’ written in the 
explanation column. 

You will remember that in our explanation of the 
Daily Record we showed how it was necessary when 
entry was made on the debit side that we make an 
entry on the credit side of the same amount. We 
have now entered on the debit side a total of $48.80 
in the two columns, and it is necessary for us to 
make an entry of the same amount on the credit 
side. This entry, $48.80, will, of course, go under 
“Sales of Merchandise” in Column 31, and this part 
of our entry is complete, with the exception that the 
charges to our customers amounting to $27.25 will 
have to be posted or charged to our customers’ 
account sheets in the customers’ ledger, which is in 
use in one form or another by all retail stores carry- 
ing charge accounts. These sheets will be described 
later and suggestions made as to the manner in 
which to handle them. 


Entering Cost of Goods Sold—Entry C 


There may be possibly some of our readers who 
will insist that it is unnecessary work to find the 
cost of the articles of goods sold each day. But we 
want to emphasize this point. That is, that this is 
one of the most important entries in your account- 
ing. For example, it is easy enough to ascertain 
the total sales made during the day or any period, 
but unless you know the cost of the goods that you 
have sold you are unable to determine your profit on 
your sales. Again, you are unable to tell the actual 
value of your stock on hand without taking a 
physical inventory. 

Again referring to the Daily Sales Record on 
which was listed every sale made during the day 
and the cost of those sales, you will notice that under 
the column headed ‘“‘Cost of Sale” we find a total of 
$38.73. This entry we carry to the daily record, 
as shown by entry C, and on the debit side of our 
records we enter this amount in Column 20, headed 
“Cost of Goods,” and following our rule of making 
an entry on the credit side of a like amount we 
enter the same amount under Column 36 with the 
same heading, “Cost of Goods Sold.” Referring 
to the totals of these columns for the month, as 
shown on the illustration, you will note that by sub- 
tracting Column 20, which is. the cost of goods 
sold during the month, from Column 31, which is 
your total sales of merchandise, you find the profit 
on your goods sold during the month, which in this 
case amounts to $1,029.50. Likewise, by subtracting 
the credit Column 35 from your “Inventory and Pur- 
chases,”’ which is Column 22 on the debit side, you 
are able to determine the exact value of your stock 
on hand at the end of each day, which in the example 
shown amounts to $6,869.24. 

This entry is made at the close of each day’s busi- 
ness, and in the explanation column, as shown by 
entry C, we write the explanation, “Cost of Sales 
from Sales Records.” This completes this entry for 
the day. 


Goods Purchased—Entry D 


We received a shipment of goods from the Ajax 
Cutlery Company, and after the shipment has been 
checked up with our order and found to be correct 
and the invoice checked with the receipt of goods 
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we make an entry on our daily records, as shown by 
entry D, writing in our explanation column, “Ajax 
Cutlery Company,” goods received. 

In this connection let us refer back to our ex- 
planation of debit and credit and why. Our explana- 
tion of debit was an account that received benefit. 
We will all agree that our inventory or our stock 
on hand has received benefit when it has been 
increased by a purchase of goods. So that when 
we ask ourselves what account we will debit it 
would naturally fall under “Inventory and Pur- 
chases,” which is debit Column 22. The amount of 
the purchase is $48.90 and we enter this in the above 
column and turn to our credit entry. Our explana- 
tion of credit entries was to an account that gave 
benefit. We will all agree that the account that gave 
this benefit was the Ajax Cutlery Company; because 
it has given us credit, and such an account is known 
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in our system as “Accounts Payable to Others,” 
which is credit Column 33, and the amount $48.90 
is placed in this column. We have now made a 
debit and a credit entry of like amounts, and this 
entry is complete as far as the daily record is 
concerned. 

How to keep track of accounts payable in order 
to obtain discounts, etc., will be taken up later in the 
system, but in passing we wish to call the attention 
of our readers to Column 34, which is headed “Check 
When Paid, Cross Part Payment.” In other words, 
thirty days from the date on which this entry is 
made we will probably want to pay this bill to the 
Ajax Cutlery Company of $48.90, and when it is paid 
a little check is placed opposite this amount in the 
previous month’s entries. By referring to Column 
33, which is headed “Accounts Payable to Others,” 
we can quickly ascertain all paid and unpaid bill's, 
and in this way have a continual check or remind2zr 
on unpaid accounts. 

Needless to say, when these goods purchased from 
the above concern were placed on our shelves for 
sale they were in turn marked in code to show the 
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salesman the cost of the goods, which, as we ex- 
plained before, is placed on each sales ticket as the 
sale is made. 


Paying an Account Payable—Entry E 


In order to illustrate the paying of an account 
payable, owed to others, similar to the entry just 
made, we will say, for example, that in the previous 
month’s entries we bought from the Job Printing 
Company a supply of advertising circulars, or some 
printed matter to be used in the bookkeeping depart- 
ment. This purchase amounted to $16.70, and our 
entry in the previous month was similar to entry D 
in this month’s, where we credited the Ajax Cutlery 
Company under “Accounts Payable” on the credit 
side. In the previous month we credited the Job 
Printing Company in a like manner, and we now 
want to pay that bill. There is no cash discount 
allowed from the printing company, and we draw 
our check No. 891 for $16.70, and by referring to our 
original explanation of debit and credit we wish to 
debit some account that has received benefit. The 
account that has received benefit in our system is 
our “Accounts Payable,” for the reason that this has 
been reduced, and when a liability is reduced or a 
debt is paid off that account has been benefited. 
So accordingly we enter the debit $16.70 under 
Column 21, headed “Accounts Payable to Others 
Paid Off,” and using our explanation of credit we 
wish to credit some account that gave that benefit. 
It is very easy to determine what account to credit 
in this entry because we paid cash and accordingly 
our cash account gave this benefit, so we make our 
credit entry under Column 28, which we call “All 
Cash Paid.” This completes our entry on the Daily 
Record when we have made the explanation, “Job 
Printing Company Account Paid.” 

Do not forget to go back to the previous month’s 
entry, where we gave the Job Printing Company 
the credit under “Accounts Payable to Others,” and 
make the little check mark in Column 34, which will 
indicate to us that this account has been paid. 


Expense Paid—Salary—Entry F 


The twenty-ninth day of the month is pay-roll 
day, and it is necessary that we make an entry on 
our records to-day for salaries paid to the manage- 
ment and the employees. The bookkeeper of course 
carries a pay-roll book in which are entered the 
names of every one drawing a salary and the 
amount, and these amounts he has divided into 
general or overhead, which represent the owner or 
manager, the bookkeeper, etc., or everyone not 
directly connected with the sales end of the business 
or of the delivery department. He has separated 
the salesmen’s or clerks’ salaries and those of the 
delivery department. Our total salaries for the week 
amount to $145, and we draw our check No. 892, 
which is cashed at the bank, and the entry made on 
the Daily Record as follows: Again referring to 
our explanation of debit which was to receive benefit, 
it is rather hard to explain why the various depart- 
ments covered by the expense accounts have received 
a benefit, except that these departments of the busi- 
ness have received a benefit due to services ren- 
dered by those connected with each department. 
Therefore we would debit under our head of ex- 
pense,the overhead department, the sales department 
and the delivery department with the salaries paid to 
those employed in each department of the business. 
This debit you will of course place under the column 
headed “Salary,” which in the overhead department 
is Column 8 and in the selling department Column 11. 
All expenses to the delivery department are charged 
in Column 19, whether they be salary, supplies, mis- 
cellaneous or what not, and the respective amounts 
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are $75, $60 and $10, a total of which will make 
$145. To find our credit entry is of course an easy 
matter, as we paid cash and this account gave the 
benefit. We accordingly enter the amount under 
“All Cash Paid” on the credit side of the Daily 
Record in Column 28, and our entry is complete. 


Customer Pays Accounts—Entry G 


We have an account on our books against R. T. 
Adams and he owes the business $25.-0, and he 
comes in and asks to be allowed to pay $10 on his 
account. We receive the money and give him a 
receipt for this amount, and the entry is made as 
follows: We of course debit an account that has 
received benefit, and our cash has been increased, 
so we debit this account in Column 24, which is “All 
Cash Received,” and our credit entry is to an account 
that gave the benefit. The account that gave this 
benefit was R. T. Adams and his account is known 
in our system as “Customer’s Account,” so we will 
credit “Customers’ Account,” which is Column 30, 
headed “All Credit to Customers.” This entry is 
complete as far as the Daily Record is concerned, 
but the credit will have to be posted or carried to 
Mr. Adams’ individual account sheet, which, as we 
stated above, is in use in 90 per cent of the retail 
stores, but which we will explain in detail later. 


Paying Loan to Bank—Entry H 


During the month of December it was necessary 
to borrow $2,000 from our local bank in order to 
discount bills, etc., and a series of notes was given 
amounting to eight notes in all for $250 each, the 
first note due and payable on Jan. 29. 

We wish to pay the first note of $250, and we 
make the following entry on the Daily Record: 
We draw our check No. 893 for $250, and as our 
cash account is giving this benefit to a liability or 
a debt which is receiving the benefit, we place this 
$250 in Column 28, which is “All Cash Paid.” Now 
by referring to Column 35 on the credit side, which 
is “Notes Payable to Others,” you will notice there 
is an amount of $2,000 shown as our liability or debt. 
By drawing our check for $250 this will, of course, 
reduce this amount, and in order to balance our 
system of accounting we have placed on the debit 
side in Column 8 all amounts paid to reduce, or pay 


off, notes payable. This amount $250 is placed on 


the debit side in this column, as this amount is 
reducing our “Notes Payable.” The total of this 
Column 3 at the end of the month is deducted from 
Column 35, which is our “Notes Payable” issued, 
and the net result would be the net amount that we 
owe on our notes to others. If our readers will 
refer to the illustration in the supplement issued 
last week they will notice that our “Notes Payable” 
amounted to $2,000, less the debit Column 3, which 
amounts to $250, and at the end of the month our net 
“Notes Payable Account” would be $1,750. In this 
connection if there are many of these notes out- 
standing, or if the business is in the habit of bor- 
rowing on its notes, it is always wise to carry what 
is known as a note register, which is a simple little 
form that may be purchased from your local sta- 
tioner, showing the date of the note, the amount, 
the interest and the date it is due. This will always 
serve as a reminder in order that your notes may be 
met or renewed on the date which they are due. 


In the following issue of HARDWARE AGE each entry 
illustrated on the Supplement issued with HARDWARE 
AcE, Feb. 3, not described here will be explained. In 
later issues the simplicity of finding your profit and 
loss, cash on hand, value of stock on hand, and expenses 
by department, will be explained and illustrated. One 
chapter of the series will be devoted to “How to Start 
the System,” but for the present we wish to get across 
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to our readers the simplicity and the quickness of an 
up-to-date, simplified system of accounting. Watch for 
next week’s installment, and if you have not received 
the Supplement issued with HARDWARE AGE on Feb. 3 
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write to the Editor of the Business System Department 
and it will be sent to you at once. Spend fifteen or 
twenty minutes each week and learn simplified account- 
ing and what it means to your business. 





HE HARDWARE AGE System of Simplified Ac- 
counting will cost $15 and will include: 

1 sectional post binder, bound in genuine gray 
armyduck with heavy leather corners. 

200 daily record loose leaves. 

1 daily sales binder bound in gray armyduck. 

100 daily sales loose-leaf record leaves. 

Extra sheets can be obtained at a cost of $2 
per 100. 

Note: HARDWARE AGE has arranged with one of 
the largest loose-leaf manufacturers to have these 





systems manufactured for the benefit of its 
readers at a cost far below that for which the 
system could be purchased individually. The sys- 
tem will be ready for shipment within a few days, 
but before deciding to install the system in your 
business read the complete series of articles. Do 
not make the mistake of making your business 
fit the system, but make your system fit the busi- 
ness. Write to the Editor of the Business System 
Department for complete instructions if you have 
not all the issues. 








Washington News 
War Measures and Revenue—Webb, Stevens and Kenyon 
Bills 


By W. L. CROUNSE 


Washington, Feb. 7, 1917. 

ALVANIZED into extraordinary activity by 

the President’s action severing diplomatic in- 

tercourse with Germany, Congress has made 

a tremendous spurt during the past week and the 

legislative mill is now grinding at amazing speed. 

Appropriation bills are being rushed through with- 

out obstruction and in some cases without consid- 

eration, the leaders of both houses being intent 

chiefly upon clearing up the dockets in order that 

Congress may be prepared to meet the emergency 
of actual war if a conflict is forced upon us. 


Rushing War Measures 


Extraordinary legislation is being planned to 
enable the Government to secure all forms of war 
material in the shortest possible time and at rea- 
sonable prices and it speaks volumes for the patri- 
otism of American manufacturers that even before 
Secretary Daniels could present to Congress his 
project for commandeering the plants of American 
shipbuilders and munition makers more than a 
score of the biggest concerns in the country had 
forwarded to Washington definite tenders of the 
use of their establishments practically on the Gov- 
ernment’s own terms. 

The splendid spirit of patriotism shown by these 
manufacturers is the best answer that could have 
been devised to the oft-repeated charges of certain 
Government officials that the war spirit in the coun- 
try is being systematically fostered by shipbuild- 
ers, munition makers and others who hope to make 
“a profit out of war.” It has been made perfectly 
clear to all fair-minded men in Washington not 
only that this is a most unjust calumny but that the 
men who have been so recklessly slandered are the 
ones to whom the people of the United States must 
look for the protection of the country in the event 
of a real war. 


Hunting for War Revenue 


War plans necessarily mean war revenue. For 
more than two years the people have been paying 
war taxes instead of reasonable tariff rates ad- 
justed to a revenue basis with the result that Con- 
gress appears to have exhausted the category of 
possible revenue devices. 


The latest device for raising the wind, the excess 
profits tax, which is the leading feature of the 
Kitchin Revenue bill now pending in the Senate 
Finance Committee after its passage by the House, 
has come in for such a hammering as is rarely ac- 
corded any tax bill. From one end of the country 
to the other knives and bludgeons are out for Mr. 
Kitchin’s pet project and but for the extraordinary 
emergency now facing the country, which is being 
used to justify more than one unwise measure, the 
Finance Committee would be forced to throw this 
illogical proposition overboard and draft a new 
revenue bill. As it is, Mr. Kitchin will probably 
“get by” with this legislative monstrosity, but its 
adoption by Congress will greatly embarrass the 
leaders in figuring out the problem of funds to 
carry on a real war. 


Big Bond Issue First Move 


Every business man will want to know what 
Congress proposes to do to provide money to meet 
the tremendous cost of active military and naval 
operations, hence it will be a matter of interest to 
learn that the Senate Finance Committee has prac- 
tically decided to favor a big bond issue of a half- 
billion or so to start the ball rolling. This plan 
possesses several elements of wisdom, one of which 
is the fact that it will obviate haste in determining 
new forms of taxation and will enable Congress to 
postpone the further revision of the revenue laws 
until an adequate measure of actual expenditures 
can be had. 

There is no thought that the United States can 
ever be forced to the spending of such colossal sums 
as have been scattered to the winds by all the war- 
ring nations of Europe but, of course, more money 
will be needed and will have to be promptly provided. 

While both taxes and bond issues are unpopular, 
Senator Thomas of Colorado has put forward a 
proposition which is being received with much 
favor. His plan is to issue $500,000,000 worth of 
bonds in denominations as low as $5 and to offer 
them to the people as investments. These bonds 


would pay about 3 per cent and run at least fifteen 
years. 

That a bond issue of this character would be 
gobbled up over night goes without saying and it 
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would require but a very moderate program of tax- 
ation to provide a sinking fund to take care of such 
an issue upon maturity fifteen years hence. While 
it’s a very good rule to pay as you go, all nations 
accept the proposition that money spent in waging 
war is an extraordinary outlay which can properly 
be met by a bond issue to be taken care of partly 
by the present generation and partly by posterity. 


Hope for the Webb Bill 


Webb bill stock is rising! The complicated par- 
liamentary situation due to the war cloud may re- 
sult in the death of many meritorious measures, but 
an energetic movement has just been launched in 
Congress to put the Webb bill on the statute books 
before adjournment and there’s a fair prospect of 
success. 

The plan of the Senate Committee on Interstate 
Commerce to have the bill whipped into shape by 
a sub-committee has been abandoned because of the 
importance of the amendments that have been of- 
fered to the measure and the full committee will 
immediately tackle the job of perfecting the text 
of the bill. The illness of Chairman Newlands has 
cost some precious days, but leading members of the 
committee now confidently predict that the bill will 
be in the Senate in a very short time. 


More Amendments Brought Forward 


I have heretofore sketched the amendments sug- 
gested to the committee by the champions of this 
legislation who desire that the bill shall be re- 
stored to its original form as drafted by the Fed- 
eral Trade Commission. The Senate committee con- 
cedes the advisability of this action and to that end 
will probably reject the House amendments. 

Now comes Senator Pomerene of Ohio, an active 
member of the Senate Committee, with three new 
amendments, all of which make important changes 
in the bill. Senator Pomerene is one of several 
members of the committee who have expressed the 
view that neither the Sherman nor the Clayton Anti- 
trust law applies to export trade, leaving a strong 
inference that these gentlemen do not regard the 
Webb bill as necessary legislation. Of course, the 
best answer to this proposition is that the banks of 
the country will not finance export operations so 
long as a doubt of their legality hangs over them. 

“Pass the Webb bill as a declaratory measure!” 
is the war.cry. It can do no harm and it will cer- 
tainly clear the way for big enterprise. 


Must Not Restrain Trade 


But to return to Senator Pomerene’s amendments. 
One of these provides that the export combinations 
to be legalized shall not be “in restraint of the ex- 
port trade of any American competitor” of such 
combination and shall not, either in the United 
States or elsewhere, enter into any agreement, un- 
derstanding or conspiracy or do any act which 
“artificially or intentionally and unduly enhances 
prices within the United States of commodities of 
the class exported by such association.” This can 


-hardly be said to be a “friendly” amendment, for it 


goes without saying that successful export move- 
ments usually result in an increase in “prices within 
the United States of commodities of the class ex- 
ported.” 

The second amendment requires all exporting 
combinations to furnish the Federal Trade Com- 
mission with any information it may require “as to 
the organization, business, conduct, practices, man- 
agement and relation” of all associations, corpora- 
tions, partnerships and individuals connected with 
any such combination. No one can object to this 
provision, assuming, of course, that the Federal 
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Trade Commission does not contemplate inquisi- 
torial investigations. 


Sharp Teeth in This One 


Senator Pomerene’s third amendment is provided 
with a full set of teeth. It empowers the Federal 
Trade Commission, whenever it shall believe that an 
export association has committed an act in restraint 
of trade within the United States or in restraint of 
the export trade of any American competitor of 
such association, or done anything which artificially 
and unduly enhances prices within the United States 
of commodities of the class exported by such associ- 
ation, to conduct an investigation into the alleged 
violations of law and may summon before it all the 
officers and agents of such association. 

Should the commission decide, after due investi- 
gation, that the law has been violated it may make 
recommendations for the readjustment of the busi- 
ness methods of the association in question and if 
the association fails to comply therewith the com- 
mission is directed to refer its findings and recom- 
mendations to the Attorney-General of the United 
States “for such action thereon as he may deem 
proper.” 

If the committee adopts this last amendment ex- 
port combinations will have to look out for them- 
selves. They will be constantly on the brink of 
danger and in some respects they will be in greater 
peril than they are under existing law. There is 
increasing evidence, however, that the Senate com- 
mittee will take a sane view of this whole subject 
and will report a bill in terms so plain that export 
combinations will find no difficulty in carrying out 
their plans without risk of going counter to the 
letter or spirit of the statute. 


Stevens Bill Up Against It 


Hard luck for the Stevens bill! A few days ago 
Representative Dan V. Stephens, of Nebraska, gave 
notice to his colleagues of the House Committee on 
Interstate and Foreign Commerce that when the 
committee met on Jan. 31 he would insist upon 
action on the price-maintenance measure. 

Either by accident or design, however, the time 
of the committee was fully occupied in the discus- 
sion of the President’s railroad legislation program 
and no opportunity was afforded Mr. Stephens to 
call the bill up. In the meantime the session is 
drawing to a close, the legislative dockets of both 
houses are becoming more and more congested and, 
worst of all, the sharp impressions favorable to 
price maintenance gathered by the members of the 
House committee during the recent hearings are 
slowly fading from their minds. 

Some day a well-balanced price-maintenance bill 
will be enacted but not by the Sixty-fourth Congress. 


Williams Kills the Honest Paint Bill 


Senator John Sharp Williams, of Mississippi, 
stuck a needle-pointed stiletto under the fifth rib of 
Senate bill 1289 one dark night during the past 
week. The poor little bill gave a convulsive shudder 
when John Sharp withdrew his steel and then 
curled up and died. 

Senate bill 1289 is an old acquaintance of the 
readers of HARDWARE AGE. It was introduced by 
Senator Kenyon, of Iowa, and is designed “for pre- 
venting the manufacture, sale or transportation of 
adulterated, mislabeled or misbranded linseed oil, 
turpentine or paint.” It was recently reported from 
the Senate Committee on Manufactures and placed 
on the Senate calendar. 

The Senate having set aside a special night ses- 
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Present Difficulties 


USINESS men constantly encounter dif- 

ficulties of one kind or another and none 
have a monopoly of vexatious problems. 
Doubtless we are better off to be on edge 
much of the time; it sharpens our wits and 
keeps us out of mischief. 

It is also true that something may be 
gained by occasionally bringing a few of the 
more troublesome practices into light, so 
that one class of merchants may realize bet- 
ter and more intelligently the difficulties of 
others with whom they are in close and fre- 
quent contact. 

For instance, even highly organized, prom- 
inent and long-established houses have ac- 
quired the habit of sending in orders for mer- 
chandise without prices, but coincidentally 
carefully inserting a clause that the items 
called for are subject to the price at which 
a previous order was taken. The preceding 
specifications may have been given three 
months or more earlier, but the expectation 
and demand is for the old quotations to hold 
good unless notified of price changes in the 
interim, and that there had been no advance 
beyond the figures the customer had on file. 

As an active and shrewd representative of 
a nearly century old business, operating sev- 
eral factories, put it, “Imagine the merchan- 
dising ability of price clerks booking orders 
covering not only many goods but a diverse 
number of lines, keeping them in mind in 
these rush periods as to when the particular 
articles were purchased before. Locating 
the prices current at a particular time, in 
such erratic markets as we have long had, 
means the consumption of considerable valu- 
able time when many are swamped with de- 
tails at best. Of course, it is possible, if the 
necessary trained help can be found, kept 
and funds provided for the pay envelope. 
There are representative establishments 
which have for a long time back been holding 
up orders received under such conditions, 
pending the receipt of answers to letters 
which announced the basis on which the or- 
der would be filled, and in the meantime 
there were three advances, in one instance. 
This takes considerable time, according to 
distances covered, with as many changes 
meanwhile as in a kaleidoscope. 

Unquestionably experienced business men 
desire to do business on the lines of least re- 
sistance, that yield satisfactory results, and 
with a disposition to learn other points of 
view, so that rough places can be smoothed 
and sharp corners more easily turned, there- 
by lubricating stiff joints with a little of the 
milk of human kindness. 
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More of this quality in individual natures 
is being required and practised, despite the 
doleful views of the present and sunny ref- 
ences to the “good old days,” frequently 
heard. 

King Henry IV, when nearing his end, 
said, “Past and to come seems best; things 
present worst.” We imagine that in his 
mind this probably meant that the past was 
mellow with age and much had been forgot- 
ten; the future rosy because no one knew 
anything about it; but the present was like 
being on a stage or dressing room, at close 
range with the make-up and tinsel for dis- 
illusionment. What the audience sees, at a 
distance, is the glitter, and “distance lends 
enchantment to the view.” 


What Can Be Done to 
Lessen Post-War Effects 


T must be obvious to all save those inter- 

ested in exploiting some theory that with 
the ending of the European war there will 
ensue most serious and far-reaching economic 
effects. All great upheavals in prices and 
in demand, such as we are now witnessing, 
must inevitably be followed by corresponding 
subsidence. For history teaches that such is 
Nature’s only method of equalizing matters. 
In all human experience, action and reaction 
follow each other as does the night the day. 
The nature and extent of the immediate 
effect of peace upon commercial life will be 
in proportion, not only to the character of 
foreign conditions as to the soundness and 
strength of the domestic situation. What- 
ever may have been the original impulse of 
the European demand in initiating our pros- 
perity, and it was undoubtedly most potent, 
it is obvious enough that from now on it will 
be a steadily decreasing factor in all manu- 
facturing ways, and to be sustained at about 
its present volume only in exports of food 
products as long as the war continues. 

During those months which apparently 
yet intervene between the ending of the war, 
the manufacturing interests may have oppor- 
tunity to gradually readjust themselves to 
changed conditions. It is patent that such 
readjustment is inevitable and it is equally 
plain that, like all readjustments, it will not 
be a pleasant performance. Its effect will 
naturally be most evident in those manufac- 
turing lines which have felt that insistence 
of foreign demand which has done so much 
to demoralize the labor situation. Descents 
from high levels are proverbially difficult, 
and the question of employment and produc- 
tion being maintained near their present 
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proportions is the problem that will con- 
front us with the coming of peace. It is 
obvious that the solution does not lie in keep- 
ing up the present activity in manufacturing, 
for it is already at the breaking strain, and 
the only thing that we are sure of is that the 
ending of the war will bring a decrease in 
demand for many manufactured articles. 

So that our main reliance must be then, 
as now, and at all times, in such development 
of our natural resources as shall fill the gaps 
of unemployment and find markets for our 
ever-increasing capacity of production. In 
many sections we have an obsession about 
manufacturing as fulfilling both of these 
requisites, forgetful meanwhile that the 
prime necessity is first to be sure of a mar- 
ket for our products, and that localities de- 
pendent upon manufacturers feel most keen- 
ly these recurring commercial depressions 
which ever have been our portion in the past. 
There lie before us, however, opportunities 
in the field of constructive endeavor which 
shall create both producers of wealth and 
consumers of products, and in which the 
Federal Government particularly can well 
afford to assume the leading part, since pri- 
vate enterprise lacks both the means and 
would, moreover, be much too slow. 

A noted economist once said that there 
were really only two elemental passions in 
man; the eternal feminine and land hunger. 
How true the latter is can be seen in the 
story of the mad rushes that characterized 
every opening of Government land to settle- 
ment. But we are near the end of our rope 
as far as land now actually available, and 
are confronted with the steady growth of 
that social and economic blight—tenantry 
and absentee landlordism. Fortunately there 
yet remains a way out, it being only a ques- 
tion of how far public opinion shall influence 
Government action. There are to-day in this 
country about 70 million acres of swamp 
lands, practically all of which can be drained 
in an economical manner. The soil in these 
swamps is usually of great fertility, and in 
many cases they are covered by valuable 
timber of which no use is made at present. 
Such progress as is being made in drainage 
usually assumes two forms. Bonds are 
issued by certain districts and these bonds 
become a lien upon the land in question. Or 
else private enterprise assumes the task and 
the results are often mixed economic good 
and bad. It means sometimes vast stretches 
owned by one man or by a corporation, and 
unduly large land possessions concentrated in 
one control are almost invariably a serious 
economic evil since they perpetuate the sys- 
tem of tenantry and create a distinct land- 
holding class. 

What such drainage means for the general 
welfare is exemplified in the case of extreme 
southeastern Missouri, formerly regarded as 
the forsaken part of the State. With drain- 
age it has become the seat of productive en- 
terprise and prosperity, and is the only part 
of the State that doubled its population in 
the decade of 1899-1909. One of the most 


far-reaching and important results of such 
drainage is the destruction of the malarial 
bearing mosquito, and the consequent in- 
crease in the general health of the people. 
As a national asset, the general health is co- 
equal in value with the spread of education. 

There is a growing demand, especially 
among the Southern States, that the matter 
of drainage be made one of national responsi- 
bility for the general good of the entire 
people. 

Of equal moment and like import is the 
matter of irrigation. Between the Missis- 
sippi and the Pacific is a vast stretch of 
arid and semi-arid lands whose extent is one- 
third of the total area of the United States. 
Much has been redeemed to cultivation and 
much yet remains to be done. The State of 
California, two-thirds of whose area is a 
natural desert, has, largely by irrigation, 
been transformed into a great wealth-pro- 
ducing commonwealth. A notable example is 
the Imperial Valley in the extreme south- 
eastern portion of the State, which not long 
ago was apparently a forbidding and hope- 
less desert, peopled principally by poisonous 
reptiles and insects, until the silt-bearing 
waters of the Colorado were turned upon 
the land. This year the Imperial Valley will 
produce over 100,000 bales of cotton, 10,000 
carloads of canteloupes, and afalfa in vast 
abundance. 

Each year the Department of Agriculture 
spends millions of dollars in productive en- 
deavor. It has redeemed the dry farming 
regions of the West by teaching dry farming 
methods and by importing such drought- 
resisting plants as can alone continuously 
thrive under prevailing conditions. There 
is now agricultural commercial life, and a 
population of wealth producers where for- 
merly only the cattle-grazing ranges existed. 
Each year the Government spends many 
millions in the building of good roads, those 
great promoters of commercial life and ac- 
tivity. Sooner or later every great and grow- 
ing nation must squarely face the problem as 
to whether the land shall be for the many or 
the few. For deep down in every nation’s 
life there must be found the answer to that 
elemental statement that the real purpose of 
land is for the benefit of the human race, and 
such response must be in practicable, work- 
ing terms. France made reply in a very vio- 
lent fashion, nearly a century and a quarter 
ago, and England’s existence as a nation de- 
pends upon the wholesomeness and effective- 
ness of the solution to this problem which 
she is now so earnestly seeking. With us it 
is a long way off if the Government give the 
opportunity to the many to get back to 
Mother Earth. It will help much to solve the 
problem of the congested city. It will give 
the commercial life the surest foundation 
for prosperity by increasing the number of 
those who are at once producers and con- 
sumers while socially and politically it pro- 
vides a sane and wholesome class of conser- 
vative thinkers in times of national stress. 
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sion for the consideration of the calendar, the Ken- 
yon bill was reached at a late hour when there was 
no one on the floor to explain the object sought to be 
obtained by the proposed legislation, whereupon the 
aforesaid John Sharp Williams in eleven words read 
its death sentence. He said: 

“Let that bill go over. I want to look into it.” 

Now, the Kenyon Honest Paint bill, the passage 
of which would be a great boon to retailers of 
paints and allied products, may again come before 
the Senate at this session, but nobody knows when, 
and the postponement of its consideration at Sen- 
ator Williams’ behest has deprived it of the only 
chance the measure had—if it ever had a chance— 
of getting through the Senate in time to be con- 
sidered by the House. 

So the Kenyon Honest Paint bill and the Stevens 
price-maintenance bill will be buried in the same 
grave, over which a few sorrowing friends will erect 
a neat little tombstone bearing this touching 
epitaph: 

“Talked to Death.” 


National Chambers Record-Breaking Convention 


We have had with us during the past week nearly 
8000 of the really big business men of the country 
in attendance upon the Fifth Annual Meeting of the 
Chamber of Commerce of the United States. The 
meeting was held under the sobering influence of 
an impending war cloud and was easily the most 
impressive gathering that ever assembled in this 
city of notable conventions. 

National defense was a topic that overshadowed 
all other questions. The gravity of the interna- 
tional situation forced itself upon the convention at 
the outset and. gave great weight to the report of 
the National Chamber’s special committee which 
urged all the delegates present to “pledge the un- 
qualified support of the business interests repre- 
sented within the chamber’s membership to the 
Council of National Defense and to the active con- 
summation of its plans.” The report of the com- 
mittee was adopted without a dissenting voice. 


Boosting the Merchant Marine 


A subject having a collateral bearing on the prob- 
lem of preparedness to which the chamber gave 
much attention was the development of the Amer- 
ican merchant marine. The chamber’s special com- 
mittee in plain terms blamed the people of the 
United States for the fact that the Stars and Stripes 
have almost disappeared from the high seas. 

The public has failed to impress Congress suf- 
ficiently to offset the influence of politicians who do 
not rightly appraise the sentiments of the people 
and the result is that instead of enacting legislation 
of a helpful character every law relating to the 
merchant marine that has been passed in the last 
twenty years has been put through at the behest 
of demagogues. The chamber reiterated its oppo- 
sition to Government ownership of merchant vessels 
but expressed the hope that some good would come 
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through the work of the recently appointed Ship- 
ping Board. 

The Chamber endorsed the proposition that day- 
light hours can be saved by readjusting the hours 
for work and recreation to which most of the com- 
munity have become accustomed and by making the 
adjustment in such a way that these hours will | 
contain the maximum of sunlight. This project 
involves moving the clocks forward one hour for 
about eight months of the year, a project that has 
worked well in a number of foreign countries where 
it has increased efficiency in all manufacturing en- 
terprises as well as in every form of domestic labor. 


On Record Against Railroad Strikes 


_Stirring resolutions were adopted by the chamber 
insisting that laws be passed prohibiting strikes on 
railroads until after investigation and full publicity. 
The chamber’s special report on this subject de- 
clared that “as a matter of principle, when a man 
enters the railroad service—a public service on 
which the health, safety and existence of the whole 
community depends—by that act he should sur- 
render the right to join in concerted action to 
paralyze that service.” 

One of the most interesting subjects tackled by 
the chamber covered the steps to be taken to prevent 
the loss of our big export trade after the war. The 
delegates were warned by the committee which in- 
vestigated this subject that it will require great 
enterprise to hold this trade and it was intimated 
that there is a feeling abroad, especially in Latin 
America, because of high prices exacted by United 
States manufacturers. Throughout South America, 
it was asserted, business men believe their tempor- 
ary needs are being exploited without any attempt 
to lay the foundations for permanent commercial 
relations with the merchants of Latin America. 


Give the Trade Commission Another Chance 


The progress made by the Federal Trade Com- 
mission was discussed by the chamber and the 
feeling was manifested that this organization can 
be made so valuable with proper support that its 
shortcomings during the past year should be over- 
looked. Regret was generally expressed that Edward 
N. Hurley, unquestionably the ablest member of the 
commission, should have found it necessary to re- 
sign and the hope was voiced on every hand that in 
filling the two vacancies the President would choose 
the ablest men to be found. 

Other important subjects to which the chamber 
gave attention were the necessity for Federal Gov- 
ernment aid for vocational education, the great im- 
portance of reasonable immigration laws admitting 
desirable immigrants while keeping out the unde- 
sirables, and the great need for uniform negotiable 
bills of lading. 

The socialistic project for the taxing of so-called 
excess profits under the terms of the Kitchin Rev- 
enue bill was handled without gloves by the cham- 
ber, which, while pledging its members to pay cheer- 
fully all reasonable taxes, demanded that imposts 
of every character should be fair and just and dis- 
tributed among all the people in proportion to their 
ability to pay and not levied upon a single class. 
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Implement Dealers and Underwriters 


Meet Together 


HE Twelfth Annual Convention of the Pacific 
Northwest Hardware and Implement Associa- 
tion and the annual meeting of the Washing- 

ton Hardware and Implement Dealers’ Underwriters 
was held at Spokane, Wash., Jan. 17, 18, 19, at the 
Davenport Hotel. 

President Callow of Elma, called the convention 
to order at 10.30. After the singing of “America,” 
and the invocation by the Rev. C. D. Rarey, Mayor 
Flemming delivered the address of welcome. He 
qualified as being entitled to be present for the 
reason that as mayor he had knives slipped to him, 
had to be on to the ropes to get elected to office, 
and was accused of building up a machine after 
getting into office. His address was responded to 
by President Callow. 


President’s Address 


President Callow in his annual address, after 
stating that he was glad to see so many in attend- 
ance, suggested that better attendance would bring 
better results to all dealers by getting new ideas 
during the sessions of the convention; that co-opera- 
tion among merchants in towns and communities 
would go a long way toward helping to meet mail 
order competition; he suggested that the association 
reaffirm its stand against premiums, coupons, etc.; 
commended the plans and efforts by trade and press 
associations along the line of community develop- 
ment; advised the endorsement of the one-cent local 
letter law now before Congress; advised reaffirma- 
tion of the Stephens-Ashurst bill and the State Col- 
lection Agency bill introduced at the present session 
of the State Legislature; recommended that the 
membership committee present some plan for the 
increasing of the West Side membership. In con- 
clusion he suggested that the attitude of the mem- 
bers for the coming year should be the idea that 
the home trade belongs to the home town, and called 
attention to the two antagonistic systems of mer- 
chandising contending for supremacy in America 
to-day and suggested that this association should 
fight and fight hard for the upbuilding of the system 
that it believes to be the best. 


Community Development 


The next feature was an address on “Community 
Development” by Dale Strong. He said in part: 
“Community development stands for anything and 
everything in the way of practical plans and meth- 
ods that will aid in the upbuilding and development 
of country towns and rural communities—in making 
these small towns and rural sections more desirable 
places in which to live and trade—and in counter- 
acting the influences that are tending to congest 
trade and population in the larger cities with all its 
attendant social and economic evils. If we can 
gradually educate country people out of their discon- 
tent, change apathy into interest, suspicion into co- 
operation, and, gradually make country towns more 
desirable places in which to live, then increasing 
well-being and prosperity will follow and most of 
your specific country problems will largely solve 
themselves. The only way to accomplish this is a 
plan of continuous, wholesome, educational pub- 
licity.” 

The speaker enumerated a number of suggested 
community activities and said that the most impor- 
tant medium for conducting a community develop- 


ment campaign is the local newspapers. In con- 
cluding he suggested that all the interested organ- 
izations should each appoint a committee, these to 
get together and organize themselves into a com- 
munity development league, and to create a publicity 
bureau to conduct the work. 


“A Better Day’s Profits” 


This subject was to have been handled by Edmund 
A. Walton, advertising manager of the Burroughs 
Adding Machine Company of Detroit. Mr. Walton 
was taken sick with pneumonia after arriving in the 
city and W. A. Hart of San Francisco, Pacific Coast 
manager of the same firm, appeared in his place. 

Mr. Hart explained the various methods of fig- 
uring profit percentages and emphasized the point 
that the first essential nowadays is to know what 
your mark-up expense and profit are. The most ex- 
pensive thing you can do is to. guess, and the most 
costly thing you handle in your store is time; speed- 
ing up the time increases the real profit although 
the margin is much smaller. We can afford to 
operate on a smaller mark-up where we turn the 
goods more often. 

He recommended an approximate perpetual inven- 
tory as a wonderful guide to buying and also be- 
cause it can be made to show what each department 
and even each item of stock is doing. The result 
is better turnovers and better profits. He also re- 
ferred to the excellent work of the Federal Trade 
Commission in devising an adaptable system of ac- 
counting for retail merchants. In concluding he 
suggested that merchants should talk over their 
business, financial and accounting problems with 
their bankers. Bankers are realizing more than 
ever their concern in the business man’s welfare. 


Thursday Morning 


The session opened with a short talk from W. E. 
Beeker, representing the Farm Implement News of 
Chicago, on the twine situation and the so-called 
“Sisal Fiber Trust.” He urged the association to 
pass a resolution in conformity with similar resolu- 
tions passed by other implement organizations pro- 
testing against the “high-handed methods” of that 
organization and urging Government action to re- 
strain them. On motion of John Smith the matter 
was referred to the resolution committee. 

The feature of this session was to have been an 
address by F. E. Goodwin of St. Louis on the “Re- 
tailer’s Share of a Dollar.” Mr. Goodwin was not 
able to be present, but his written address mailed to 
the secretary was read before the convention by 
Dale Strong. The basis of Mr. Goodwin’s talk was 
that the average expense of doing business being 
18 per cent and the average net profit being 5 per 
cent, and the average amount of freight 1 per cent, 
this means that in each dollar taken in by the re- 
tailer he pays 76 cents to the jobber or manufac- 
turer for the goods, 1 cent for transportation, 18 
cents for expenses of the business, leaving for him- 
self a net or actual profit of only 5 cents and he 
urged that this 5 cents, while a modest part, was 
sufficient if the merchants always insisted on really 
getting it; that the merchant is entitled to it and 
needs it and must have it. 


Cost of Doing Business 
Following Mr. Goodwin’s paper there was an 
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interesting discussion of the cost of doing business 
in the hardware and implement trade, and finally 
it was decided to have each member present write 
down on a piece of paper his actual cost of doing 
business; the papers were collected and the result 
of the tabulation showed: below 16 per cent, 12 
votes; 16 per cent, 4; 1614 per cent, 2; 17 per cent, 
2; 17% per cent, 4; 18 per cent, 3; 1814 per cent, 4; 
19 per cent, 4; 1944 per cent, 2; 20 per cent, 13; 
above 20 per cent, 8; this making a general average, 
not including the votes below 16 per cent or above 20 
per cent, of 18.52 per cent. 

In a short talk Mr. Wells emphasized the impor- 
tance of a merchant understanding his real cost 
of doing business and also studying not only his in- 
ventory and the figures of his business, but also his 
trade prospects for the following year; and that 
merchants should talk over their problems with their 
clerks, who in many if not most cases, he said, have 
just as good ideas as the merchant himself. 

Some more talk about the cost of doing business 
and the lack of enough profit on staple implement 
lines, aroused Phil Hartman of Stites to the defense 
of the implement business, which he claimed was a 
good and profitable business if the dealer paid atten- 
tion to buying at the right time and selling at the 
right time and right prices and getting the money 
for the goods sold. 

This was followed by an interesting discussion 
on conditional bills-of-sale, contract notes, sales 
notes, etc., in which practically all the members took 
part. The various recourses (legal and otherwise) 
of dealers in such cases were discussed and also the 
differences between the laws in Idaho and Washing- 
ton in these respects. 


Insurance Session 


The Thursday afternoon session was largely de- 
voted to the annual meeting of the Washington 
Hardware and Implement Underwriters, President 
Raymer of Reardan, presiding. After a couple of 
vocal solos by E. J. Blount, city salesman for the 
Holley-Mason Hardware Company, Secretary Lucas 
announced that melon cutting, number eleven, would 
consist of a dividend of 35 per cent on all 1917 ex- 
pirations; he also announced that according to the 
changes made in the plan of operation at the last 
convention the directors had declared what might 
also be considered an additional 50 per cent divi- 
dend, this being the surplus accumulated since or- 
ganizing, which is now transferred to “individual 
surplus” account. 

President Raymer in a short annual address 
thanked the members for the honor conferred on 
him for many successive years in the presidency of 
the organization and urged the members to work 
for both increased membership and fire prevention 
and thus they could make a record even better than 
35 per cent. 


Fire Prevention 


The feature of the session was an instructive ad- 
dress on “Fire Prevention and Fire Protection, 
Public and Private,” by H. W. Bringhurst of Seattle. 
The speaker called attention to the fact that in spite 
of some progress being made along prevention lines 
our “National Ash Heap” now averages $225,000,000 
per year, or an average of $2.25 for every man, 
woman and child. This is a very much higher ratio 
than prevails in Europe, where they have better (or 
more effective) prevention laws and better con- 
structed buildings. Every property owner should 
ask himself two questions: (1) Where would my 


fire be likely to start; (2) Where would it be likely 
to spread? Mr. Bringhurst gave a number of practi- 
cal suggestions along fire prevention lines, and the 
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handling of gasoline. He referred especially to 
basements; there is where 80 per cent of the danger 
lies. He stated that as a rule small town fire de- 
partments are shamefully neglected. These are very 
essential in every town and the business man should 
take a personal interest in getting good chiefs and 
giving them support and encouragement. 

In the discussion that followed it was brought 
out that the care of fire hose is a very important 
matter. With regard to fire extinguishers it was 
pointed out that these should be refilled at least once 
a year and in buying extinguishers a merchant 
should look for the underwriters’ labels. It was 
also explained that whitewash made according to 
Government formula is a very fine retardant. 


Thursday Evening 


This was an executive session with A. Z. Wells 
presiding, and most of the evening was spent in dis- 
cussing the practices of jobbers selling consumers, 
their own employees, camps, and various semi-con- 
sumers at wholesale or less than retail prices. A 
number of instances were cited both on the East 
and West Side with regard to certain activities; it 
was agreed that, under existing conditions little 
could be done, but it was believed that certain other 
practices could be corrected by the right kind of 
action and it was finally agreed that any dealer 
coming into contact with such cases should take 
the matter up with the jobber by letter, keeping 
the secretary advised and furnishing him with all 
possible data and copies of correspondence. Then 
if the matter could not be properly adjusted the 
Trade Relations Committee should take such action 
as seemed best. 

Friday. Morning 

The feature of the session was an able address 
entitled “Dealers’ Prosperity,” by Robert H. Lord, 
manager of the John Deere Plow Company, Port- 
land, Ore., and special representative of the National 
Implement and Vehicle Association. 

Frank E. Goodwin of St. Louis was on the pro- 
gram for another address entitled “Smoothing the 
Rocky Pathways to Success.” In his absence this 
paper was read by Dale Strong. 


The New Officers 


For president, J. N. Nankervis, Moscow; first 
vice-president, C. E. Robertson, Bremerton; second 
vice-president, O. E. McCutcheon, Deer Park; E. E. 
Lucas, secretary and treasurer. 

The trustees also elected the following executive 
committee: J. E. Nankervis, F. E. Kunz, E. H. 
O’Daniel, O. E. McCutcheon, and W. L. Walker. 

In the absence of Frank B. White of Chicago, 
managing director of the Agricultural Publishers’ 
Association, who was to have addressed the con- 
vention on “How to Sell the Farmer,” E. E. Faville, 
editor of the Western Farmer, was called upon and 
made a short but interesting talk on the subject. 
He said in part: “The agricultural press has done 
much to educate the farmers to the proper use of 
farm machinery. The farmer is studying the things 
you have to sell, and if you want to be successful 
you must study and understand his problems as 
well as your goods. Farmers are buying better 
implements than ever before and standardized goods 
are selling better than ever before. Make it your 
duty to be identified with the farmer, his problems 
and community development. Mr. Baker, represent- 
ing the Washington Farmer, also talked along simi- 
lar lines. 

It- was decided that the semi-annual meeting be 
held in Seattle next July, the dates to be specified 
by the Seattle Hardware Club. 
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West Virginia Hardware Association 


Meets at 


HE twelfth annual convention of the West Vir- 
ginia Retail Hardware Dealers’ Association 
convened in the new Hotel Windsor, Wheeling, 

W. Va., on Tuesday morning, Jan. 23, the sessions 
lasting over Tuesday, Wednesday and Thursday. 
Owing to some unfavorable conditions existing, the 
attendance was lighter than usual, only about 35 
members being present, but this number was in- 
creased on Wednesday by the arrival of others. 
One cause that kept the attendance down was the 
fact that the Ohio River was on a rampage and a 
number of members of the association living below 
Wheeling, notably in Fairmont, Huntington, Park- 
ersburg, and other places, were afraid to leave 
home, as there was no telling how high the water 
would rise. Another cause of the light attendance 
was the fact that infantile paralysis is existing in 
some of the lower river towns in West Virginia, and 
it was thought advisable by some of the members 
in whose towns this dreadful disease exists to re- 
main at home. 


Tuesday 


The first session opened Tuesday morning at 10 
o’clock, and was called to order by E. R. Showers, 
president, a leading hardware dealer of Elm Grove, 
W. Va. President Showers cordially welcomed the 
delegates, and in his remarks expressed regret at 
the light attendance, but assured the members that 
an interesting program had been prepared and he 
was quite sure that all the delegates would be amply 
repaid for their attendance. Prayer was then offered 
by the Rev. J. E. Bird, pastor of the Thompson 
M. E. Church of Wheeling, and the address of wel- 
come was then delivered by H. L. Kirk, Mayor of 
Wheeling. Mayor Kirk is a fluent speaker, and 
heartily welcomed the delegates, assuring them that 
the doors of Wheeling were wide open, and any- 
thing they wanted they had only to ask for it. He 
referred briefly in his remarks to the wonderful 
business prosperity existing in Wheeling, and point- 
ed out that its industries were all operating to 
maximum capacity, labor was fully employed and 
at the highest rate of wage ever known. The re- 
sponse to the address of Mayor Kirk was made by 
Thomas B. Frey, a hardware dealer of Keyser, 
W. Va., and a past president of the association. The 
next business was the appointment of committees by 
President Showers, these being as follows: 

Auditing Committee—F. W. Cox, of the King- 
wood Hardware Company, Wheeling, W. Va.; F. E. 
Bibbs, Beckley, W. Va.; W. A. Vance, of the 
Williams & Davison Hardware Company, Clarks- 
burg, W. Va. 

Committee on Resolutions—J. L. Hall, of the J. L. 
Hall Hardware Company, Fairmont, W. Va.; Demp- 
sey Rice, Keyser, W. Va., and J. G. Foster, Beck- 
ley, W. Va. 

Nominating Committee—H. W. Swisel, Cameron, 
W. Va.; Edward Neff. Wheeling, W. Va., and S. H. 
Hinder, Durban, W. Va. 

On Tuesday afternoon President Showers made 
his annual address in which he spoke of the progress 
made by the association during the past year. He 
stated that since the last annual convention 44 new 
members had joined the association, its total mem- 
bership now being about 150. He was very opti- 
mistic in his views regarding the outlook for busi- 
ness for hardware men during this year, and be- 


61 


Wheeling 


lieved it would be very large and profitable during 
the entire year. An address was then delivered 
on “Co-operative Work,” by Albert Snedeker. 


Wednesday 

The Wednesday morning session opened about 10 
o’clock with an address on “Report of National Con- 
vention” by J. R. Kemper of Elkins, W. Va., who 
was a delegate to the convention of the National 
Retail Hardware Dealers’ Association held in Bos- 
ton in June, 1916. Mr. Kemper presented a very 
able report on his trip to this convention, and sug- 
gested some new ideas that could profitably be used 
by the West Virginia Association in the develop- 
ment of its organization along different lines, 
notably an increase in membership and more in- 
terest in the proceedings. Mr. Kemper was given 
a vote of thanks for his very able address. 

An address entitled “Stamp on the Credit Dollar” 
was then made by Stanley Floyd, credit manager 
for Greer & Lang, hardware jobbers of Wheeling. 

At the afternoon session an address entitled 
“The Things That Worry,” was presented by J. M. 
Jacobs, a leading hardware dealer of Fairmont. The 
association then adjourned to make a trip of inspec- 
tion to the large plants of the Wheeling Corrugat- 
ing Company, at Wheeling, W. Va., and Martins 
Ferry, Ohio. Special cars were furnished by the 
Wheeling Traction Company and the visit proved 
very interesting. Many of the delegates witnessed 
the manufacture of products by this company which 
they had sold in their stores for years, but never 
had the chance of learning or witnessing how they 
were made. Competent guides were furnished and 
the delegates were conducted through various de- 
partments and the different processes of manufac- 
ture were explained by the guides. 

In the evening the delegates and others were 
guests of the Ott-Heiskell Hardware Company and 
Greer & Lang, both leading hardware jobbers of 
Wheeling, at a theater party at the Cort Theater in 
Wheeling. This courtesy on the part of these two 
progressive concerns was thoroughly appreciated by 
the delegates. The Thursday sessions were execu- 
tive and were devoted to the reports of the secretary 
and treasurer, and also the various committees. 
Fairmont, W. Va., was chosen as the place for the 
next annual meeting to be held in January, 1918. 


New Officers 


The last business was the election of officers, 
and Henry Kalbitzer, of Henry Kalbitzer & Son, 
leading hardware dealers in Wheeling, was elected 
president; T. F. Bibb, a leading hardware dealer 
of Beckley, W. Va., was elected vice-president; John 
H. Morgan, of Morgantown, W. Va., re-elected sec- 
retary and treasurer by acclamation, and Mr. Mor- 
gan was also appointed a delegate to the annual 
convention of the National Retail Hardware Dealers’ 
Association to be held in St. Louis in August next. 

The address by J. M. Jacobs, treasurer and gen- 
eral manager of the Jacobs Hutchinson Hardware 
Company, Fairmont, W. Va., is given in part as 
follows: ; 

The Things That Worry 


THE two most serious things that confront many of 

the retail dealers to-day are the lack of capital 
and the lack of experienced men. If all the retail deal- 
ers to-day had money enough to discount all bills and 
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carry a stock Jarge enough to supply all reasonable 
demands, and were managed by thoroughly equipped 
and experienced men, many of their troubles would 
disappear. 

No business can long succeed that does not have 
customers enough, who are willing to pay such profits 
for goods bought as will pay all running expenses of 
the store, and a reasonable return on the capital in- 
vested. Until your business is on such a permanent 
basis you have reasons to worry. 

Possibly more things to worry about confront the 
retail dealer to-day than ever before. Will prices con- 
tinue to advance? How far ahead should we anticipate 
our wants? What effect will the closing of the war 
have upon the business of this country? These are 
questions that we hear daily, and should be answered 
by each one of us after we have given these subjects 
our very best thoughts. 


The Way to Make Money 


We should ever remember that we can not make 
money unless we do a good volume of business and that 
we can not sell goods which we do not have. Factories 
are slow about making shipments on account of lack of 
material and labor, and railroads are slower than ever 
before about making deliveries, and the end to these 
worries does not yet seem to be in sight. 

When we say things that we do not mean, when we 
are out of sorts and let our temper get away with our 
judgment and we do things for which we are soon 
sorry—these are not the biggest things for us to worry 
about. These should worry us, and we should try to 
be at our best at all times, but especially now does the 
suceessful business require a lot of sane thinking and 
honest acting by real merchants. 

The receiving of goods that we need and finding 
them badly broken or parts lost, so that we can not 
make a prompt delivery and satisfy our customers, is 
becoming more frequent as the months go by. It is 
hard to convince some people that we do not own 
the manufacturers and operate the railroads. They 
feel that they shoul! receive all their goods in the 
pink of condition and on time to the minute, but we 
understand that outside of Wheeling there are a few 
business houses where these things cannot always be 
done. 

Price Cutting 


The cutting of prices on standard and well adver- 
tised goods by catalog houses and department stores 
still continues to worry and demoralize trade, but we 
hope to see the Stevens bill passed in Congress soon, 
and this, we think, will correct this injustice in a large 
measure. 

One good thing that catalog houses have done is to 
convince some merchants that goods can be sold for 
cash near home as easily as they can be a thousand 
or two miles away. 

,No one thing worries the merchant quite so much 
-as the collection of accounts. There are so many de- 
mands for money these days that it seems that a 
great many people are compelled to put off paying 
their bills just as long as they possibly can. 

One of the things that will worry the dealers when 
prices begin to decline is the speculative buyer, who 
is going to demoralize trade until he gets his big stock 
of goods unloaded. If merchants would confine their 
purchases to their absolute wants for sixty or ninety 
days there would not be much need of loss on high- 
priced goods, as declines then would be gradual and 
time to unload a reasonable stock would be given to 
all. 





Hardware Age 


Advertising Costs 


One of the things that,is giving retail dealers much 
concern is the advanced cost in advertising. The reason 
given is the high cost of paper and the advance in 
labor, and while to some it may seem slight, yet to 
others it has proved quite a burden. We believe 
strongly in newspaper advertising. You must keep 
your goods and your firm before the public and should 
remember that nothing contributes more to the general 
welfare of any community than a good, live, well- 
edited and liberally supported newspaper. 

We should worry to get our business so organized 
as to stop all leaks and reduce all waste. We should 
worry until our stock of goods is put in shape that all 
lines will bear their share of expense and each con- 
tribute to the reasonable profit to which we are entitled 
for the service we render the community. We should 
worry until we get our business in such shape and get 
such control of ourselves that we will not be afraid or 
be too much influenced by what our customer or our 
competitor says or does. We should worry until we 
get our stock of goods and book accounts in shape to 
meet the decline in prices and the readjustment of busi- 
ness that must surely come and perhaps sooner than 
we anticipate. 


Three Principal Worries 


There are three things to which we can not see a 
satisfactory solution. 

The first is the speculative buyer. Up to this time 
he has made good money, and may for some time to 
come. How is he going to unload his stock and take 
out all his contracts without trying to unload quickly? 
Can he do this without demoralizing prices? 

The second is, how are wages that have advanced so 
rapidly, on account of high prices of materials and 
manufactured articles, going to be brought back to 
normal without serious labor troubles all over this 
country? 

The third, and one of the great if not the greatest 
worries that confronts this country to-day is how the 
railroads are going to put their tracks, terminals, 
freight houses and rolling stock in such shape as to 
handle anything like the business offered them? Only 
yesterday I talked to a manufacturer who had ordered 
three carloads of material by express at a cost of 
over $2,100 for expressage, rather than shut down his 
factory. The loss to the business world on account of 
the inability of the railroads to handle the business 
offered them promptly and satisfactorily has been 
something enormous. 

This seems to me to be a dangerous time for the 
prophet or the man who has a reputation for giving 
good advice. No one knows when the war will close 
and what the effect of its closing will be on each dif- 
ferent line of business. All we can say is that our firm 
is not speculating at this time, but we are doing our 
best to keep our stock in shape to supply all anticipated 
demands for sixty or ninety days. Only when we 
realize the shortage of material in some factories and 
see the inability of the railroads to take care of the 
business offered do we realize that we have a man’s 
job to properly prepare our stock for even this short 
time in the future. 

May each one of us enter this year, 1917, striving 
as never before for the health, peace and prosperity 
that our efforts deserve. May we not spend too much 
time or energy on new achievements along new lines, 
but see that our old tasks are better performed than 
ever before. 


“Say dont be 
watchin’ me 
all the time!” 











Are! 
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Texas Hardware and Implement 
Association Holds Nineteenth 
Convention 


such a progressive State as Texas, the nine, 
teenth annual convention of the Texas Hard- 
ware and Implement Association, held on Jan. 24, 
25 and 26 at Dallas, Tex., easily surpassed all pre- 


. S might be expected from an organization of 





Left to right: Mrs. Phil Hobbs, Mrs. Prestridge, Mr. 
Hobbs’ right-hand man and Mr. Phil Hobbs 


vious gatherings. President Hobbs called the con- 
vention to order at 9.30 a. m. on the opening day. 
The address of welcome was delivered by John 
R. Babcock, assistant to the president of the Cham- 
ber of Commerce and Manufacturers’ Association 
of Dallas. Joseph Netzer of Laredo responded as 
chairman of the convention. He expressed his ap- 
preciation of the honor that had been conferred 
upon him and assured the members that they would 
always have his hearty support. He touched upon 
some of the serious and perplexing problems that 
had come up during the past year, some of which 
had been met successfully and others that would 
be brought up for further discussion at some of the 
later meetings. He advised the dealers to get thor- 
oughly posted on the work of the Federal Farm and 
Loan Banks, which, he declared, could help the hard- 
ware and implement dealer change his terms and 
get as near the cash as possible. He spoke briefly 
on the freight auditing department of the associa- 
tion, which can perform valuable service for deal- 
ers and which in many instances seems to have been 
overlooked. 

Secretary Tingle next gave his report. Inasmuch 
as he has been secretary of the association only 
since Nov. 1 his report was necessarily short. He 
spoke of the splendid co-operation that has been 
given to him by every member of the organization 
on whom he had called, and of the success of the 
exhibit of hardware that was held in conjunction 
with the convention. On Nov. 1, when he took his 
position as secretary of the association, he said, the 
membership was 399. And without much effort on 
his part this number had been increased to 422 
members. He declared that with the co-operation 
of the existing members of the association there 
was no reason why 1000 members could not be the 
goal to be reached before many more conventions 
took place. “We are out of the charity class now,” 
he said. “We have outgrown that. Now it is our 
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ambition to become a power in this State—a power 
for good. We want to say a word in regard to legis- 
lation passed which will affect us and we want to 
l-ave our word heard. The stronger our organiza- 
tion, the more good we can accomplish. We want 
this to be a thousand-man proposition—not a ten or 
twelve-man proposition.” 

In addressing the convention K. S. Williamson 
of Dallas, Tex., declared that the merchants should 
have more than merely moral security for goods 
that were sold. They should adopt the chattel 
mortgage system, he declared, which will not in- 
volve much trouble as the mortgage can be executed 
on the first bill in order to cover all merchandise 
bought within a specified time. He went on to say 
that this case has been upheld by the higher courts. 

“Once having the mortgage placed on record it 
becomes notice to the world that there is a lien on 
this property,” he declared, “and it puts third par- 
ties in the same attitude as it does the merchant in 
case of the landlord’s lien as between the landlord 
and the merchant. If the mortgage lien is recorded 
before the landlord’s lien attaches, then it is prior 
to the landlord’s lien.” 

The functions of the National Retailer Hardware 
Association were explained by C. T. Woodward, 
president of the association, who declared that 
most dealers can get valuable information regard- 
ing salable goods by keeping in touch with the na- 
tional body. Mr. Woodward especially emphasized 
the value of constructive advertising and of doing 
business as nearly on a cash basis as possible. 

George R. James of Memphis, Tenn., spoke on 
increasing the dealers’ resources and agricultural 





Mr. Woodward (at the extreme left,) president, Na- 
tional Retail Hardware Association and B. D. Tingle, 
secretary of the Texas association 


extension as related to business interests. He ad- 
vised the dealers to familiarize themselves with 
such financial institutions as the Federal Reserve 
and Farm Loan Banks in order that they might 
advise their clients of the methods of obtaining the 
proper benefit from them. 

On Wednesday afternoon the Texas Hardware & 
Implement Mutual Fire Insurance Company of Fort 
Worth held its annual session. For three hours 
technical insurance matters were discussed, and the 
following directors were elected to serve for the 
ensuing year: O. E. Schow, S. J. Kennerly, Joseph 
Netzer, Phil Hobbs, A. L. Smith, S. T. Harrison, 
W. M. Glenn, W. H. Richardson, Jr., and Glen Walk- 
er. The directors met later and elected Mr. Schow 
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president, Mr. Hobbs vice-president and Mr. Walk- 
er secretary. Messrs, Schow, Smith and Kennerly 


were named as an executive committee to direct the 


affairs of the company for the year. 

Among the resolutions adopted was one urging 
the repeal of the State pistol law, to indorse the 
National Federation of Implement and Vehicle 
Dealers and the National Retail Hardware Asso- 
ciation, to praise the work being done in Texas by 
the Texas Industrial Congress, to commend the 
wholesalers and manufacturers for their exhibits 
during the convention, to indorse the Texas Hard- 
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ware & Implement Mutual Fire Insurance Company, 
and to condemn the trading stamp evil. 

The officers elected for the ensuing year are: 
Joseph Netzer, president; W. A. Helm, first vice- 
president; W. A. Clampitt, second vice-president; 
Oscar J. Rea, third vice-president; H. W. Nagle, W. 
A. Withers and T. H. Jones, directors for one year; 
William Lester, Samuel Jackson and J. H. Johnson, 
directors for two years; J. L. Swartwood, J. C. 
Burrows and Bland Smith, directors for three 
years. B.D. Tingle of Dallas was re-elected as sec- 
retary. 


Philadelphia Hardware Merchants and 


Manufacturers Banquet 


THE thirty-first annual banquet of the Hardware 
Merchants and Manufacturers Association of 
Philadelphia was held at the Bellevue-Stratford in 
Philadelphia on the evening of Feb. 1. The attend- 
ance exceeded that of any previous banquet in the 
history of the association, over 250 being present. 
In accordance with the usual custom, the tables 
were decorated with hardware of all varieties, such 
as spades, hoes, coffee mills, meat choppers, measur- 
ing cups, saws, trowels, screw drivers, auger bits, 
padlocks, sand paper, hatchets, hammers, axes, 
window ventilators and manicure files. 

Fayette R. Plumb, president of the association, 
who is also president of the American Hardware 
Manufacturers Association, presided as toastmas- 
ter and introduced the speakers, who were as fol- 
lows: 

Ernest T. Trigg, President of the Philadelphia 
Chamber of Commerce, who spoke on the work of 
his organization, which is the largest chamber of 
commerce in the world, and of the great possibili- 
ties of the future. The Rev. Andrew Mutch, pas- 
tor of the Bryn Mawr Presbyterian Church, an- 
swered to the toast, “My Partner,” and laid stress 
on the relation between business and religion, illus- 
trating his remarks with many quaint Scotch 


Chandler & Farquhar Com- 
pany Makes Changes 


ON Feb. 1, by mutual agreement of the stock- 

holders of the Chandler & Farquhar Company 
of Boston, Mass., it was decided to separate the 
machinists’ tool and supply department, located at 
32-38 Federal Street, and the machine tool depart- 
ment, located at 419-435 Atlantic Avenue. 

This was made desirable on account of the large 
growth of the two branches during the last: few 
years and the desire of Charles S. Farquhar to 
gradually retire from the full activities of business. 

The machinists’ tool and supply department will 
continue under the original name and same gen- 
eral management, Mr. Farquhar retaining his po- 
sition as treasurer. F. Alexander Chandler and 
Walter A. Dow will be the managing directors. 

The machine tool department will continue, but 
as the Lynd-Farquhar Company, Mr. Farquhar as- 
suming the positions of treasurer and financial 
manager; Robert J. Lynd, president and general 
manager, and Harlod F. Furber, secretary. 

This announcement is of particular interest to 


stories. The Rev. John R. Davies, D. D., spoke on 
the “Call of the New Year,” and his talk was very 
well received by those present as he spoke of the 
many problems which are now confronting the 
world and particularly suggested that the President 
of the United States needed the support of every 
American in the present crisis. 


. The concluding address was made by Professor 
Francis H. Green, who spoke on the topic, “The 
Most Important Arithmetic Lesson.” His address 
was clever and interesting. Souvenirs of the occa- 
sion were presented the diners by the following 
concerns: 


Supplee-Biddle Hardware Company, E. K. Tryon 
Company, Pennsylvania Lawn Mower Works, Sim- 
mons Hardware Company, R. E. Dietz Company, 
Enterprise Mfg. Company, American Fork & Hoe 
Company, National Enameling & Stamping Com- 
pany, Thomas Devlin Mfg. Company, Henry Diss- 
ton & Sons, Inc.; North Brothers Mfg. Company, 
Job T. Pugh, Miller Lock Company, Baeder, Adam- 
son & Co., Fayette R. Plumb, Inc.; Corbin Cabinet 
Lock Company, Joseph Dixon Crucible Company, 
Philadelphia Screen Mfg. Company, McCaffrey 
File Company, Germantown Tool Works. 


the trade at large, as the Chandler & Farquhar 
Company has long enjoyed a peculiarly pleasant 
and happy relationship in its own immediate busi- 
ness family and with the large list of customers 
which it has served. Under the reorganized con- 
ditions each branch of the business will be con- 
tinued with practically the same organization as 
heretofore, and as all of the officials and most of 
the staff are long-time co-workers together the suc- 
cess expected of each in the new and concentrated 
conditions is bespoken and assured. 


WILLIAM C. GAYE and Mrs. Ruth Livingstone, 
both well-known residents of Harvard, IIl., were 
married at Woodstock recently. The bride is a 
daughter of Mrs. Charles Colby. Mr. Gaye, who is 
one of Harvard’s most prominent citizens, is a trav- 
eling salesman for the Richards-Wilcox Manufac- 
turing Company of Aurora, his territory being Wis- 
consin and northern Illinois. 


THE MANY FRIENDS OF Frank Gould of George H. 
Bishop & Co., saw manufacturers, Lawrenceburg, 
Ind., will be pleased to learn that he has recovered 
sufficiently from injuries received in a railroad 
wreck Dec. 9 to again attend to business. 
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The Diary of Dawson Black 


By HAROLD WHITEHEAD 


Instructor in Business Method at Boston University 
Twenty-eighth Section 


UESDAY Feb. 1, 1916. Had a long letter from 
Betty—the first real letter she has written to 

. me since she’s been at Birmingham. She is 
feeling much better, but it will probably be three 
months more before she returns home. 

The Mater got back yesterday, so I feel more 
like a human being again. What a wonderful thing 
a mother is! A fellow doesn’t realize how much 
his mother means to him until he wants her badly. 
I remember hearing John McCormack singing 
“Mother of Mine” some few years ago. I don’t 
know who wrote the words of that song, but I guess 
he got it doped out about right. Now I must 
remember, Friend Diary, that I want to confine my 
talks to you to business, so I will tell you what is 
to me the most important thing of the day. 

You remember the mortgage on my farm on 
which Barrington the lawyer loaned me some 
money when I got into trouble with Jim Simpson, 
the fellow from whom I bought the store? Well, 
you also remember that about two months ago Bar- 
rington told me that he couldn’t carry it any longer 
and that I must pay it up. He told me that at a time 
I was dead broke—when I couldn’t even pay all 
my current bills last December, and when the bank 
wouldn’t help me out. He came to me the first of 
the year, but I couldn’t do anything then. Finally 
he said he would carry it to the first of this month. 

I went to the bank and saw Mr. Blickens, the 
president, to find out if I could get the bank to 
loan me the necessary $1,250 to pay Barrington. 
Blickens said the bank couldn’t possibly do it, but 
that he knew a private individual who could per- 
haps be induced to loan some money on it. I asked 
him to look into it and let me know. 

A couple of days afterward he telephoned me to 
call and see him, and then he told me that he could 
raise the $1,250, to be covered by the first mortgage 
on that farm of mine, but that on account of the 
unsalability of the property at a forced sale his 
friend would have to have 10 per cent interest. 

I whistled at this. “Well, take it or leave it, 
my young friend,” he said. “If you can do better, 
why do it; but remember that Barrington will fore- 
close unless you raise that money for him by the 
first of February.” 

So there I was, little Diary, between the devil 
and the deep sea. 

Blickens had a note all made out and I noticed 
his name appeared on it. “I—I thought it was— 
someone you know who was going to—” 

“A mere formality; I am just doing it for a 
friend.” 

I guess that Blickens was his own friend in this 
case, and I realized that I certainly was between 
mid-ocean and the aforementioned gentleman with 
the horns. He is certainly not the deep sea, so I 
guess he must be the other fellow. I noticed also 
that I had to reduce the loan at the rate of $50 a 
month. 

“That may seem a high rate of interest to you,” 
said Blickens, in that benign way he adopts when 
he is soaking anybody, “but really I am doing it 
for your good.” That was what Dad said when he 
spanked me, but I never could see it his way. 


There was nothing else to do, so I closed the 
deal with him and the mortgage was transferred 
yesterday from Barrington to Blickens, who I guess 
borrowed the money himself from the bank at three 
or four per cent and pocketed the difference for his 
trouble. It seems to me that there are more ways 
than one of making money in a bank. 

I met old Barleywater at the Elite Restaurant 
yesterday, and to my surprise he asked me to go 
around to his house to dinner last night. I told 
him that I couldn’t do that very well, because the 
Mater was coming home. “Bring her with you,” 
he said; so last night the Mater and I went to Bar- 
low’s house, where for the first time I met Mrs. 
Barlow. Mrs. Barlow has been an invalid for a 
number of years and consequently has not been a 
factor in such social life as Farmdale may boast 
of. I was surprised to see how different Mr. Bar- 
low was while with his wife—as sweet and kindly 
and gentle as a woman. I couldn’t help comparing 
the difference between him at his home and at his 
business. There, while always courteous, he is con- 
sidered cold and hard and exacting. When I come 
to think of it, I ought not to be surprised at finding 
him so kindly, considerate and full of love for his 
wife, because I remember the many kindnesses and 
quiet help that he has given to me. 

After dinner Mrs. Barlow and the Mater went 
up to the little sitting room, while he and I stayed 
behind to smoke a cigar. We smoked in silence 
for a little while. Then Barlow said abruptly, “By 
the way, young man, do you know how many au- 
tomobiles went through Farmdale last summer?” 

“No,” I said, “I haven’t the least idea—nor 
frankly any interest either. I don’t own a car.” 

“Neither do I,” he said (he doesn’t, but he owns 
the finest pair of trotters in the county), “but we 
have some interest in everything that affects Farm- 
dale.” 

“Surely,” I returned, “and I quite agree that if 
a lot of automobiles come through Farmdale and 
stop at the Farmdale Road House, it helps their 
business and indirectly helps us.” 

“Hundred and seventeen a day,” said Barlow. 

“Hundred and seventeen what a day?” 

“Hundred and seventeen automobiles a day. 
Every day from April to October a hundred and 
seventeen automobiles pass through Farmdale.” 

I didn’t know what he meant. “Frankly, Mr. 
Barlow, I know you have a good idea in mind, 
but really I don’t see what you’re driving at.” 

“About twenty-four thousand automobiles alto- 
gether come in and out of Farmdale during the 
summer season. If only 10 per cent of those people 
stopped here for gasoline and bought on an average 
only ten gallons of gasoline each, there would have 
been sold 23,570 gal. of gasoline. Suppose there 
was only 3 cents a gallon profit on that, it would 
have meant a net income of $707.10. Now I think 
that figure could probably be multiplied by three. 
Of course, I don’t know how many stopped here, 
and how much gas they bought. We have only two 
garages in this town. One is a fairly good one, 
Martin’s, and the other, Joe Sneider’s—well, I’d 
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sooner trust my car, if I had one, to Stigler than 
to Joe Sneider.” It is a fact that Sneider has a 
very bad reputation in town. In fact they call him 
the legalized robber. “So we may say,” continued 
Barlow, “that there is one real garage in town. 
There are fifty-four automobiles registered in this 
town. We are near enough to Harton for many 
of our people to go there for all repairs. You see, 
the makers have agencies there, and that is one 
reason why they go there for all car adjustments 
and new parts. The other reason is that Martin 
has more work than he can possibly take care of.” 

“Say,” I broke in impetuously, “are you thinking 
of opening a garage?” 

“Not so you’d notice it,” laughed Barlow, “but 
you’re situated at one end of the town and I at the 
other. People coming in or out of the town have 
to pass both our stores. I have had a very good 
contract offered me for Starling gasoline, but I 
don’t think I could sell all they want me to take. 
Now, how would you like to sell gasoline and join 
me in this contract?” 

“But, Mr. Barlow, I’m a hardware man—I’m 
not—” and then I stopped, remembering how old 
Larson feels at that attitude and how he jeers at 
the tendency of all too many hardware men to let 
drug stores and department stores steal legitimate 
hardware lines and do nothing .to retaliate, and fin- 
ished, “but I’m not averse to adding to my line if I 
can see a profit in it.” 

Barlow noticed the change in thought and smiled. 
“You think that over until to-morrow; and if you 
would like to join me in it, why I don’t see why we 
shouldn’t both make some money out of it.” 

Then I remembered the state of my bank ac- 
count. It reminded me of the story of the man 
who complained that someone had broken into his 
house and stolen his over-draft. “I’m very sorry, 
Sir, but I haven’t the money to do it.” 

“If you had the money, you think you would like 
to do it?” 

“Why, yes, it looks good to me on those figures 
you state.” 

“Well, suppose I were to buy all the stock and 
pay for it and then charge it up to you at %4-cent 
a gallon profit, and then let you pay me each week 
for what you have sold. You would perhaps be in- 
terested in buying it?” 

“Yes, indeed. But frankly, Mr. Barlow, I can’t 
see why you would want to do that.” 

“The reason, young man, is,” said Barlow grimly, 
“that if I contract for 25,000 gallons, I can get a 
much better price than if I contract for, let us say, 
half that amount. Also I don’t think I could sell 
it all from my store, because the garage is near 
there, but a little nearer the center of the town; 
so that unless someone is selling gas the other side 
of the garage man his will be the first station they 
would strike. Consequently, he would get the trade. 
Now he runs a competing gas station, so I couldn’t 
possibly work with him. Hence I am willing to 
back you on this, because it won’t cost me any- 
thing. And even if I make 14-cent on all you use, 
it doesn’t cost you anything, because you buy at 
even less than you would buy a smaller quantity 
direct from the Starling people.” 

Pretty shrewd reasoning, isn’t it, Brother Diary. 
When I got home, I talked it over with the Mater. 
She said, “But Dawson, my boy, if people were to 
stop at your store and buy some gasoline” (the 
Mater is very old-fashioned and doesn’t believe in 
clipping words and thinks it vulgar to call it gas), 
“would not some of the owners of the automobiles 
want supplies of different kinds, and if they want 
supplies, aren’t they likely to go to the garage for 
them and then buy their gasoline there? Now, Mr. 
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Martin is a very nice gentleman, and you don’t want 
to do anything that will hurt him—” 

“Unless I can materially help myself.” 

The Mater shook her head. “These new-fangled 
business ideas are strange to me.” 

But what the Mater said made me think; so this 
morning I went to Barlow and told him I would 
really like to go into the gasoline business, but if 
I did I would have to go into the automobile acces- 
sory business too. , 

“When anyone is buying gas,” I said, “they are 
good prospects for oil and accessories generally. If 
a man has a break-down, why that’s a job for a 
garage; but if he wants supplies, I don’t see why 
he couldn’t get them from a hardware store just 
as well as anywhere else. Now, Mr. Barlow, I’ll 
gladly pay you that 14-cent on the gas and I’ll push 
it for you all I can, but I feel that I would have 
to sell automobile accessories too. So if you will 
buy accessories also and let me have a small stock 
on sale or return for just three months, I will pay 
you a small percentage of profit for the help, and 
guarantee at the end of the three months to carry 
my own automobile department without any help 
from you.” 

He tapped the counter slowly with his pencil for 
a few moments. “I don’t want to go into the auto- 
mobile accessory business. I have no room for it 
at all; but I do want to’sell gasoline because it is 
easily handled and earns a good profit. However, 
I will help you to get a supply of accessories. You 
go to Boston and find out just what it will cost 
you. Go and see Alex Cantling of Cantling & 
Farmer. They’re big machinery people and Alex 
Cantling is a good friend of mine and is as shrewd 
aman as there is in the trade. Ask him how much 
you want to buy and then come back and tell me. 
If it is a nominal amount to start with, I wouldn’t 
mind guaranteeing the account for you for three 
months. Now you will have to excuse me, for I am 
very busy. Come and see me as soon as you have 
got the thing worked out.” 

“When are you going to start the gasoline?” I 
said. 

“Not before April. By the way,” said he, putting 
his hand on my shoulder, “I must ask you not to 
say a word of this to anyone.” 

“But, I have already mentioned it to the Mater.” 

“H’m. Well, would you ask her please not to 
mention it to anyone. If, by any chance, she has, 
I must reserve the right to call off all offers. 

“By the way, I expect my boy Fred home in about 
a month’s time.” Fred is old Barlow’s one and only 
child. He has been in Detroit, working in a big 
machine shop for some time, and I understand he 
is now coming back on a visit to Farmdale. The 
old man and Fred never got along very well to- 
gether, and Fred left because the old man wanted 
him to work in the store and he positively refused 
to do so. 

Friend Diary, I don’t know what it all means, 
but I’ve got a hunch that Barlow is not offering to 
set me in the automobile business just out of love 
for me. He’s got some other reason for it and 
I’m going to think twice before I definitely accept. 
I know he’ll give me a square deal, because he’s 
such a white man, but it looks almost too good to 
be true that he would carry a gas account for me 
and then guarantee an automobile accessory account 
for three months. He never even asked for a note 
or anything for his own protection. The more I 
see of Barlow, the more respect I have for him as 
a business man. 

Now I must creep quietly up stairs to bed, for 
the Mater is fast asleep. Good night, Friend Diary. 

(To be continued) 
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Chamber of Commerce of the United 
States Meets in Washington 


HE fifth annual meeting of the Chamber of Com- 

merce of the U. S. A. assembled in the large 
banquet room on the tenth floor of the New Willard 
Hotel, Washington, D. C., Wednesday, Jan. 31, at 
11 a. m. 

The first business of the morning session was the 
appointment of convention committees, followed by 
the report of the national council, after which came 
the report of the board of directors, the treasurer’s 
report by John Jay Edson of Washington, D. C., 
and the address of President Rhett. 

The gathering was made up of many of the keen- 
est business men in the country, who filled the large 
hall, coming from all or most of the States in the 
Union. 

Mr. Rhett in his address emphasized the impor- 
tance of the chamber’s periodical, The Nation’s 
Business. He said that soon after his election he 
talked with R. H. Waldo of the New York Tribune, 
chairman of the committee on publication, on the 
subject of the paper; Mr. Waldo’s advice being, 
“stop it altogether, or make it a real business maga- 
zine.” 

Asked as to what was necessary, the chairman 
said “at least $10,000 a year additional money, and 
an editor who can see romance in business and ex- 
press it.” 

After securing the right man for editor, Mr. 
Waldo did not believe that it would be possible to 
secure outside circulation or advertisements for a 
year or more, but so well has the enterprise de- 
veloped that the committee on publications has al- 
ready recommended a campaign for circulation and 
advertising, which has been started. 

A special feature is to be added which, it is ex- 
pected, will prove of great service to business men. 
Archer W. Douglas, vice-president of the Simmons 
Hardware Company, St. Louis, Mo., and chairman 
of the committee on statistics and standards, is go- 
ing to prepare for each issue a map of the country, 
so colored as to show at a glance the business con- 
ditions prevailing in all parts of it. The bulletins 
which have been issued by this committee during the 
year were written by Mr, Douglas, and have at- 
tracted great attention. Incidentally, Mr. Rhett said 
that Mr. Douglas was one of the best-equipped men 
in the country to prepare this matter, and whose 
business judgment was highly respected. 

Other features emphasized by the president were 
the Organization Service Bureau. This has been in 
operation about 18 months, the sole purpose of 
which is to make itself helpful to the members by 
gathering information from every direction that is 
proving of the greatest value through the compila- 
tion of splendid practical material for merchants and 
manufacturers. 

Considerable progress has been made through the 
medium of the referendum, the questions passed on 
by the board of directors being of national impor- 
tance and broad in scope. 

These questions are rated on by the separate 
chambers of commerce and the results of these rates 
have come to be valued and highly appreciated by 
Committees of Congress, where they are helping to 
guide legislation in the interest of all. It requires a 
two-thirds vote to commit the chamber to any par- 
ticular policy. 

Growth of Activities 
During the year more than 200 organization mem- 
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bers and 2750 individual members have been added 
to the rolls, which necessitates sending out 50 per 
cent more bulletins, circulars, referenda, copies of 
The Nation’s Business, and general communications 
than during the previous year. 

The subjects sent to referendum during the year 
were The Seaman’s Act, Maintenance of Retail 
Prices, Vocational Education, National Defense, 
Prevention of Railroad Strikes, Combination as Re- 
lated to Natural Resources, The Veto of Separate 
Items in Appropriation Bills, and a second referen- 
dum on the Prevention of Railroad Strikes and 
Lockouts. 

Mr. Rhett also dwelt on the spirit of service, say- 
ing that each member of the staff and of the office 
force in any capacity had caught the spirit of serv- 
ice for which the chamber stands. 

The success of an enterprise is generally gaged 
by the ability of the men who conduct it, and there 
has been no thought of self when the work of 
the chamber is to be done. 

Reverting to the vision of the first president of 
the U. S. Chamber of Commerce, Harry A. Wheeler 
of Chicago, he saw it “reaching back into the com- 
munity, educating the business sentiment of the 
largest and smallest cities, raising commercial spirit 
and commercial patriotism, inspiring men to public 
service and teaching them to give their time in order 
that their communities might be bettered.” He saw 
it “raising a new citizenship, with a new idea, as 
a result of the education going on under its auspices, 
that would reach down into every hamlet and every 
town and make a consolidated citizenship of pa- 
triotic men.” 

He saw it to be “the greatest organization that 
has ever existed in this country, greatest in its de- 
mocracy, greatest in its beneficence, greatest in-its 
influence upon American life, and greatest because 
men will absolutely make, as they serve the cham- 
ber, self-interest second, commercial patriotism first, 
nation above personality.” 


Second Session 


At the second session in the afternoon Chairman 
A. W. Shaw of the Committee on Commerce, de- 
livered his report. 

Chairman Howell Cheney made the address on 
Vocational Education; Chairman A. W. Douglas 
discussed Statistics and Standards and Chairman S. 
Cristy Mead of the Advisory Committee rendered 
the report on the Organization Service Bureau. 

Chairman Harry A. Wheeler was to have reported 
on the Federal Trade Commission, but this was de- 
ferred because Mr. Wheeler was unable to be pres- 
ent at the time. 

At the third session in the evening of Wednesday, 
Walker D. Hines, Chairman of the Board of Direc- 
tors of the Atchison, Topeka & Santa Fé Railroad, 
addressed the convention on “The Railroad Situa- 
tion.” 

The first president of the Chamber of Commerce 
of the U. S. A., Harry A. Wheeler, a leading Chi- 
cago banker who was present as a delegate, when 
asked for an expression of opinion as to the pur- 
poses and accomplishments of this broad, national 
business organization said in part: “Before the 
founding of the present national chamber, organiza- 
tions of this character were largely local, but the 
national business cannot be conducted by a local 
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group; that heretofore so-called national organiza- 
tions for the supervision of national business had 
been practically confined to the East. The present 
chamber,” he said, “undertook to bring the entire 
country together on a plane of equal opportunity 
and equal responsibility for the direction of the 
force created; that the late convention was the end 
of the career of that past.” He also called atten- 
tion to the remarkable growth of the attendance 
which showed a registration this year of delegates 
from the more than 800 organized business bodies, 
representing every State in the Union, of approxi- 
mately 50 per cent over a year ago which then was 
the largest previous annual meeting. In 1916 the 
registration was 960; this year the delegates totaled 
1282 of prominent industrial leaders, including 
manufacturers, merchants, bankers, ship owners, 
railroad officials and men of business and profes- 
sional importance in various fields, coming from 
both coasts and between. 

It is also significant that when the U. S. A. Cham- 
ber of Commerce was founded, Mr. Wheeler of 
Chicago was its first president, followed by John 
H. Fahey of Boston and in turn by R. Goodwyn 
Rhett of Charleston, S. C., whose term has just 
expired. This in itself apparently indicates the 
disposition to choose executives and leaders from 
different parts of the country, thereby wiping out 
sectional lines. 

Three Sessions Daily 

All of the sessions, of which there were three 
daily (morning, afternoon and evening), were in- 
structive and interesting. At the evening session 
Wednesday, January 31, Walker D. Hines, chairman 
of the Board of Directors of the Atchison, Topeka 
& Santa Fe Railway, talked on the railroad situa- 
tion, followed by Charles S. Weed, chairman of the 
Committee on Railroads, who read the report of 
the committee. 

Thursday morning the Hon. Newton D. Baker, 
Secretary of War, and Gen. Leonard Wood, 
commanding the Department of the East, were to 
have talked on “National Defense,” but the critical 
international situation prevented their attendance. 
Howard E. Coffin, of the Naval Consulting Board, 
made an admirable and instructive address and 
Bascom Little, chairman of the Committee on Na- 
tional Defense, gave the committee’s report. 

At 1 o’clock Thursday there were three group 
luncheons at the Ebbitt Hotel, immediately after 
the adjournment of the morning session at the New 
Willard, each of which lasted about two hours. 
One of these groups considered the subject of im- 
migration, at which Frank Trumbull presided. In 
another large room with over 100 present was 
another group on foreign relations, presided over 
by the Hon. Charles H. Sherrill, former Minister 
to Argentina and Grand Marshal of the Citizens’ 
Preparedness Parade, New York, May 13. Mr. 
Sherrill made a very pungent, short address and 
then called on leading members of the committee 
and others for short five-minute talks which were 
full of interest and information. There was still 
another dining room in which the gathering, pre- 
sided over by Homer L. Ferguson, exchanged views 
on the subject of State Chambers of Commerce. 

The afternoon session Thursday listened to re- 
ports from six committees by their several chair- 
men, viz.: “International Commercial Arbitration,” 
by Owen D. Young; “Uniform Bills of Lading,” 
Charles S. Haight; “Daylight Saving,” Robert Gar- 
land; “Immigration,” George A. Cullen; “Foreign 
Relations,” Charles H. Sherrill, and “Merchant 
Marine,” by William H. Douglas, who represented 
the New York Produce Exchange. 

At the evening session Harry A. Wheeler made 
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the sole address of the evening on “Industrial Re- 
lations,” which was fully recognized as a very 
delicate subject but most ably handled. At 9.30 
there was a smoker and entertainment for the dele- 
gates, alternates and individual members, together 
with their ladies, very many of whom were present. 

The morning session Friday was confined entirely 
to the election of directors, amendments to the by- 
laws, and the report of the committee on resolu- 
tions. 

Directors Elected 

The following directors, constituting a part of the 
full board, were elected: 

Group 1, Frank H. Johnston, New Britain, Conn. ; 
Group 2, Lewis E. Pierson, New York City, N. Y.; 
Group 8, R. T. Cunningham, Fairmont, W. Va.; 
R. G. Rhett, Charleston, S. C.; Group 4, Harry A. 
Black, Galveston, Tex.; Group 5, Clarence H. How- 
ard, St. Louis, Mo.; Group 6, L. C. Boyd, Indian- 
apolis, Ind.; James Couzens, Detroit, Mich.; Group 
7, E. T. Meredith, Des Moines, Iowa; Group 8, 
Thomas B. Stearns, Denver, Col.; Group 9, J. E. 
Chilberg, Seattle, Wash.; A. I. Esberg, San Fran- 
cisco, Cal. 


Session in the Pan-American Union Building 


The afternoon session Friday was held in the 
beautiful marble building of the Pan-American 
Union. The general theme was “Preparation for 
Conditions after the War.” The first scheduled 
speaker was the Hon. William C. Redfield, Secretary 
of Commerce, who made a very able address on 
“Business Conditions,’ which was highly appre- 
ciated. 

Other speakers at this session were Dr. Leo S. 
Rowe, Secretary-General, who spoke on the “Work 
of the International High Commission.” Dr. 
Rowe will be remembered as the secretary of the 
Pan-American Financial Conference, held in Wash- 
ington in May, 1915. Then followed Wallace D. 
Simmons, president of the Simmons Hardware 
Company, St. Louis, on “Education for Foreign 
Trade.” This address was so greatly valued that 
a motion was made to have it printed and later 
circulated among the delegates and those interested. 

The last address was by Richard H. Waldo of the 
New York Tribune, who gave a very practical and 
rapid-fire talk concerning “Business in Print.” 


Banquet 


The banquet Friday night was attended by ap- 
proximately 1000 people, many of them ladies. 
Hundreds of delegates and friends who wished to 
attend were unable to obtain tickets because of the 
limited capacity of the room, which was the largest 
available. There were forty-eight seats at the 
head table where R. Goodwyn Rhett presided as 
toastmaster. Directly in front of the center of 
the head table was an oval table with seats for 
thirty-two persons, guests of Mrs. Woodrow Wilson. 
Among the invited guests were various members of 
the Cabinet, army officials, senators, representatives 
and other people of prominence. 

President Wilson was to have attended and make 
an address, but public duties prevented. The one 
speech of the evening was made by ex-President 
William H. Taft, whose address related to the en- 
forcement of peace after this war, which plan he 
has long advocated. 

The various addresses and the entire proceedings 
reproduced on a liberal scale will appear in the 
current number of the Nation’s Business, which is 
the publication of the Chamber of Commerce of the 
U. S. A., the main office of which is in the Riggs 
Building, Washington, D. C., with a branch office 
in the Woolworth Building, 233 Broadway, New 
York. 
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February 10, 1917 


Coming Conventions 


KENTUCKY RETAIL HARDWARE AND STOVE DEAL- 
ERS’ ASSOCIATION CONVENTION, Louisville, Feb. 13, 
14, 15, 1917. Headquarters, Tyler Hotel. J. M. 
Stone, secretary, Sturgis, Ky. 

IoWA RETAIL HARDWARE ASSOCIATION CONVEN- 
TION AND EXHIBITION, Des Moines, Feb. 13, 14, 15, 
16, 1917. Exhibit in Des Moines Coliseum. A. R. 
Sale, secretary, Mason City, Iowa. 

MICHIGAN RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Detroit, Feb. 13, 14, 15, 16, 1917. Official 
headquarters, Hotel Statler. Exhibits will be held 
in the Armory, in charge of O. J. Darling, 214 
Moss Avenue, Highland Park, Mich. Arthur J. 
Scott, secretary, Marine City, Mich. 

NORTH DAKOTA RETAIL HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Fargo, Feb. 14, 15, 
16, 1917. C. N. Barnes, secretary, Grand Forks, 
N. D. 

MINNESOTA RETAIL HARDWARE ASSOCIATION CON- 
VENTION, St. Paul Auditorium, St. Paul, Minn., Feb. 
20, 21, 22, 23, 1917. H. O. Roberts, secretary, 1032 
Metropolitan Life Building, Minneapolis, Minn. 


THE OHIO HARDWARE ASSOCIATION CONVENTION 
AND EXHIBITION, Dayton, Feb. 20, 21, 22, 23, 1917. 


Exhibition will be held in Memorial Hall. James B. 
Carson, secretary, Dayton, Ohio. 
CONNECTICUT HARDWARE ASSOCIATION CONVEN- 


TION, Bridgeport, Feb. 27, 28, 1917. Headquarters, 
Hotel Stratfield. Henry S. Hitchcock, secretary, 
Woodbury, Conn. 

SouTH DAKOTA RETAIL HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Sioux Falls, Feb. 27, 
28, March 1, 2, 1917. H. C. Parker, secretary, 
Murdo, S. D. i 

AMERICAN IRON, STEEL AND HEAVY HARDWARE 
ASSOCIATION CONVENTION, New Orleans, La., March 
27, 28, 29, 1917. Headquarters, Hotel Grunewald. 
Arthur H. Chamberlain, secretary, 
Building, New York City. 

AMERICAN HARDWARE MANUFACTURERS’ ASSOCIA- 
TION, in conjunction with the SOUTHERN HARDWARE 
JOBBERS’ ASSOCIATION, Houston, Tex., April 17, 18, 
19, 20, 1917. Headquarters, the Rice Hotel. F. D. 
Mitchell, secretary-treasurer, Woolworth Building, 
New York. 

SOUTHERN HARDWARE JOBBERS’ ASSOCIATION CON- 
VENTION, in conjunction with the AMERICAN HARD- 
WARE MANUFACTURERS’ ASSOCIATION, Houston, Tex., 
April 17, 18, 19, 20, 1917. Headquarters, the Rice 
Hotel. John Donnan, secretary-treasurer, Rich- 
mond, Va. 

ARKANSAS RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Hot Springs, May 3, 4, 5, 1917. Grover 
T. Owens, secretary, Little Rock, Ark. 

THE SOUTHEASTERN RETAIL HARDWARE ASSOCIA- 
TION, comprising the Florida, Alabama and Georgia 
retail hardware associations, will hold conventions 
as follows: 

FLORIDA RETAIL HARDWARE ASSOCIATION CONVEN- 
TION AND EXHIBITION, Tampa, May 8, 9, 10, 1917. 
Walter Harlan, secretary, 44 Boulevard Circle, At- 
lanta, Ga. 

ALABAMA RETAIL HARDWARE ASSOCIATION CON- 
VENTION AND EXHIBITION, Montgomery, May 22, 
23, 24, 1917. Walter Harlan, secretary 44 Boule- 
vard Circle, Atlanta, Ga. 

GEORGIA RETAIL HARDWARE ASSOCIATION CON- 
VENTION AND EXHIBITION, Macon, June 5, 6, 7, 1917. 
Walter Harlan, secretary, 44 Boulevard Circle, At- 
lanta, Ga. 


Marbridge . 
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NATIONAL RETAIL HARDWARE ASSOCIATION CON- 
VENTION, St. Louis, Mo., June 12, 13, 14, 1917. M. 
L. Corey, secretary, Argos, Ind. 


Hardware Thief Caughi 


A SNEAK thief who preyed upon a number of 

hardware merchants in Westchester County, 
New York, about two years ago, and whose photo- 
graph was published in HARDWARE AGE April 8, 

















Thief who has robbed several New York State hard- 
ware stores 


1915, was caught the other day in the act of steal- 
ing in the store of Charles M. Baxter, Mamaroneck, 
N. Y. 

He purchased a 15-cent roll of picture wire and 
said he would like to wait in the store for a friend 
who would call in a few minutes. The clerks noticed 
that the customer seemed unnecessarily watchful 
of their movements. 

About two years ago a customer had adopted 
the same tactics and had taken several articles 
away with him for which he left no cash equivalent. 
Since that time a photograph of a thief who had 
systematically robbed hardware stores had been 
kept in the office. One of the salesmen remembered 
this picture, compared it with the man in the store 
and found the likeness to be exact. He showed it 
to the suspected thief and asked him if he recog- 
nized it. The man made a bolt for-the door, but 
he was headed off by two of the clerks while an- 
other covered the thief with a revolver. While 
an officer was being called the prisoner tried to 
throw a razor strop behind the counter. When 
taken to the police station he gave his name as 
William Anderson, Cincinnati, Ohio. Upon in- 
vestigation his name was found to be William Mur- 
ray, alias Attiker, Aitken and Anthers. He was 
sentenced to six months’ hard labor. 


THE COLUMBIAN Rope CoMPANY, Auburn, N. Y., 
manufacturing largely Manila, sisal, jute and flax 
products, has purchased the five-story building at 
31, 33 and 35 Burling Slip, New York City, which will 
be altered and adapted for use as its local offices and 
warehouse. This will greatly increase the present 
capacity at 62 South Street. The new buildings cover 
a site 60 ft. front by 65 ft. deep, which is about three 
times the former available space. 


J. C. McCarty & Co., 29 Murray Street, New York 
City, have recently been appointed direct factory rep- 
resentatives for the Wood Shovel & Tool Company, 
Piqua, Ohio, for the Eastern States and export trade. 
This company manufactures a complete line of shovels, 
spades, scoops and draining tools in the various styles 
and sizes. 











Publicity for the Retailer 


Missouri Hardware Merchant Gets a New Slant on News- 
paper Advertising—Opening Announcement Which 
Brought Results—Good Ad for Icy-Sidewalk Days 


By BURT J. PARIS 


Making Horse, Auto and Human Anti-Skid 


No. 1—(8 cols. x 64 in.). This ad was sent us 
by J. Goldstein of Charles A. Templeton, Inc., Wa- 
terbury, Conn. Mr. Goldstein asks us to pass judg- 
ment on the effort. Our judgment is favorable, 
indeed, for this is an ad which gets its message 
across to the reader in double-quick time. The pic- 
ture, the word, “balky,” and the display, ‘Never- 
slip Calks” tell the story at a sweep of the eye. The 
text ought to appeal to every horse owner who gives 
a thought to the well-being of his faithful servant. 
The last paragraph is valuable, for it states that the 
stock contains all sizes. A distinctive touch is given 
the copy by the reference to the automobile chains 
and ice creepers. Chains and creepers just fit in 
with the general appeal of the ad and lend an added 


it’s Profitable Fun 


To make bread with a Model Bread 
Maker. so simple anyone can 
understand it; makes bread l 98 
that makes you ask for more 


Air In The Rooms 


Not only takes away that tired feeling 
but is the greatest preventative of dis- 
ease. You can have fresh air without 


ness by using our adjustable 


danger of draughts or damp- 25¢ 
ventilating screens 





R. J, ATKINSON 


HARDWARE 
1183 BROADWAY 


Opposite Lafayette Avenue 
‘Phone, 301 Bushwick, 





No. 1—Forceful and timely 





Balky. | 


Don’t blame a horse for being balky 
when he sees an icy street before him and he 
has no protection to keep him from slipping. 
You would yourself, Equip him with’ 


Neverslip Calks 


| And you have the sure-footed, faith ful horse of old, going up any hill or 
| anywhere that is covered with ice, 


1 .Come in 1 let us supply you with your requirements as we have 
| a» large stock of all sizes. 








DON’T FORGET 
WEED CHAINS for your auto, CREEPERS for your feet 


ae MPLE TON'S | 


13-15-17 East Main St. 
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No. 2—Makes a strong drive on two items 


interest which makes the ad sure to be remem- 
bered. In looking over several other ads sent us 
from Templeton’s, we note that always an original 
cut is used illustrating some thought in the copy 
and sometimes the articles themselves in conjunc- 
tion. This plan gives added interest to Templeton 
announcements, and we think the idea first-rate. 


Small, But Full of “Pep” 


No. 2—(1 col. x 2% in.). R. J. Atkinson of 
Brooklyn, N. Y., sent us this ad and it illustrates 
most forcibly that the size of an ad does not govern 
its selling strength. Two items only are featured 
here and the text is written in a chatty, inviting 
style that makes you read on, once your eye has 
caught the interesting headlines. While the copy is 
chatty in style, nevertheless strong reasons are 


given for purchasing both the bread-maker and the 


ventilator device. Particularly the ventilator, for 
most people have an idea that window ventilators 
must either be built to order or that they are high- 
priced. The manner in which the device is here pre- 
sented together with the popular price of 25c. should 


70 














UMI 











February 10, 1917 


71 


THE DAILY OKLAHOMAN 





119-121 West First Street 


OKLAHOMA CITY 


OUR 
NEW HOME 
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= BAER BROS 
2UIITTE Aluminum Paint 
= For Radiators, 


Si 


Stoves, Etc. 








= ‘We shaw have fow of. Go’ slandendiied Ties of which we 
= tC are distributors—see our display at Fair in apres Buildin 
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NOW OPEN 


a 
Te 
— ~ 


Ep 











: Jas. B. Day & Co’s 
Shellac 














Wright & Ditson 


Tennis 
and 


COMM nL eT 









Foot Ball 
Goods 


Varnishes 


For 4? years the U. S. 


TTT TTT) / : 
government has speci- 


; RS = 


. fied on its requisition 
Allith-Prouty’s blanks under the head 
of varnishes—“Must be 
ual to Crockett’s.”: 
Garage Lip ne tae 
D There must be some 
oor reason. 
Hardware 
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THE DAVID 8. CROCKETT COMPANY 


Tisnieitenetinienianal VAULT 


Lykes-Freeman Hardware Co., Sie 


Southwestern Distributors 
CHAS. H. BROWN’S PAINTS and WOODLIFE SHINGLE STAIN 
“Others Claim Quality, We Guarantee It” 


SUIMIUIAVUUUUUUUUUUUCUUUUUOUURLAUOUUEOEOUOLAEUL LGU 


Guaranteed to 


Wear Five Years 


See TTT TINO TMM UII M ULIMIT LAMM MILAM TAMA LT LT 
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to your comfort Siiy tex a 







BRIDGEPORT, CONN.U S.A, 


LINING: | = 
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No. 4—Announcement ad with poster effect 


make this ad a business-getter. The display is very 
good, indeed; a great deal of reading material is 
used, and yet in such a way as to make the ad open 
and readable. 


Created Comment and Brought Results 


No. 4—(Page ad.). R. E. Freeman, vice-presi- 
dent of the lLykes-Freeman Hardware Com- 
pany, Oklahoma City, Okla., sent us this ad, which 
he states was prepared very hurriedly but never- 
theless seemed to create a good deal of comment 
as well as bringing in business. Outside of a can 
of shellac being upside down, there is no indica- 
tion that the ad was hurriedly assembled. In fact, 
we get the impression that the layout was the re- 


sult of long and careful thought, which only serves 
to prove that sometimes a surpassing job is done 
in jig-time, while the result of painstaking labor 
is often disappointing. This ad is really a poster 
giving a view of the store and a glimpse of the 
stock carried. Although a page ad, it is absorbed 
as quickly as any three-column ad with a fair 
amount of copy. We think the effect of the ad 
was to impress the readers of the Daily Oklahoman 
with the size and scope of their new hardware store, 
which is just what an opening announcement is 
supposed to do. The border combinations are ex- 
ceedingly attractive and the panels are correctly 
balanced. Note the trademark cut in each corner 
of the ad. 
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Aid’s Column 


The prize this week will goto DRY CREBK TOWNSHIP and the 
firgt_correction we receive.by mail will get the prize. The mis-spetlad 
word will be in either the Gazette, Journal or Search-Light. 





LOST—Deeer ber 31st, on West Plains and Thomasville road, be- 


tween John Taylor home and Valley Union church, onc taies’ black’ 


coat. Finder please leave at Aid Hardware Co., Store 


FOR SALE UNTIL FEBUARY 1 


Rose Comb, Rhode Island Roosters MRS. A. A. SHEPARD 
Rout No. 4 West Plains, Missour. 


WANTED—A White Holland Gobbier, young one preferred 
MRS. A H SHEPARD, Route No. 4, West plains, Missoun 


A BUGGY BARGAIN 
The Frvyitville Farms has « two-horse, one-seated, MOON buggy 
for sale at $40.00 cash. ‘Cost more than ‘twice that much-and is not 
very much worn, that should be a real bargain 


We owe an tpslony to to Mrs. J, A. Taggart, as she requested us two 
weeks ago to mention in = a a a to all IT that helped in 
ber anges class, Koay ade She also some 

to say reseed as ai Hardee, are Co., which we ate 
afraid cone falke would not believe. 


The Mail Order House Probiem 


We are going to ask the indulgence of the readers of our column 
to discuss the great mail order queation. Most everybody well knows 
their side of the story, as almost every mail brings many of their cat- 

» both large and small, telling of their great bargains, to do 
away with - retail man, as he js ng you; ete. These “yo 
are filled with large, magnificient picturés and descriptions 
by the est and highest priced advertising men that money can get 
Turn to their corset and ready-to-wear section. Can you olame a gir! 
or woman for wanting these, if it would — their shape or make 


them. look one-tenth as pretty as these picture: 
This is a fe and death proposition to the retill merchant, against 
Maple ede i and i ksdin' mabe goed & it, there will not 


be any countey merchant in a few years to come eipropose to fight 
them hard, but we will fight them fair, asking no odds or favors 
Now, we are not goin A ae op brad ean ed = wend 
hi thin for more than thirty years 
(and some of those years why mi ay thin too) nor beeatise we have 
invested every dollar we made in West fooy poving to help se ht 
the county, nor because we pay taxes and he! moe aad churches, 
und donate a little kelp to the peor, and he! ake good roads, or 
sell.you a few goods on time when you are a pm hard up, but because 
ave beligve our prices are right and our service is right. 


We ‘don’t think: the comparison fair when they take some a 
article as icecnanl rr “bent” Oe “order. starter,” oy as a Se fly 
swatter ‘tor 2c or egg whip for 2c or a Sc A. B. C. plate for 2c 
7 zig mode ved fine of goods and you will tied us right on the 


‘The following comparisons are taken from Montgomery- Ward's 
new catalogue, No. 86, just out. Turn to page 711, cast iron stove 
hatte, No. Taeiass, their price is $1.12, our ag! 76¢; No. 86D1433 cast 
iron skillet 2 No. 8 size, 52c, our price 35e; 8 cast iron griddle 82c, 
wok, 712, No. 8 ecannled oval) po boiler, their price is 
$2. radi price is $1.75. 
Compare our Blue Grass ved Chopper with the Enterprize they 
show on page 716, size for size. 


Their price, $1.39, $1.84, $2.55 $2.75 
Our price, $1.00, $1.25, $1.50, $2.50 
There is no better food chopper made than the Blue Grass 


Page 718, Standard platform scales—their price is 7.35, our price, 
$5.00; same sone. common knock-down stove pipe, 6 in sine. 17e joint, 
our price 1 

See page 719, No. 186D1457 seamless sheet steel, double roaster 
We have exactly the same roaster for 65c—their price is 69c; page 
732, \-gal. milk ered, their price 12, our price 1 16e; pa ge 737, sash 
weights 2 1-2 per t., our price 2c per |b.; page 698, acid’ b brass wash 

, their price 62c, our price a same page, galvanized iron wash 

a ‘their r price 830, O8¢ and $2.12, our price 75¢, 85¢ and $1.00; page 

iron frame clothes wringer, three year guarantee, their price $4.10 

our price $3.75; page we s — enameled combinet, their price $1.36 

our price $1.25; grey enameled chamber pai!, their price $1.10, our price 

$1.00; page 711, nickel "pisted: tea kettle, No. &, their price $3.42, our 

price $1.40; page 688; fiber board chair seats. their price 10c to 16c: our 
price, all sizes, 10¢. 

i cee yes ide Boo have.aivanced their 14-0z. canvas gloves to 16c 
pér pair. We are stili recy Daphne 10c per pair; on page 219, they price 
drass pins for 7, 8 and 9c — rent sizes, our price is only 
n 


Your Own Part,” their price is (0c, our price 46c; take their 

Books, 506, their price is 31c, pod price 25c; page 539, their ee 

on Clb ti ew pt shells is 64c, our price is 60¢ per box; 16-ga. ew 
lis, their price 66 box; page 540, 


cover, their price , ear price G0e 60c; don’t forget to look up 732 

oy a see what thelr price is on stone churns, 4-gal. with lid mae 

$1.16, our price 65c (with a shipping gt of 23 Bey yy glass 
or Ag a 


Now, do not. caihetiiabit in $b ee that we are lower on a at 
that they have in their catalogue, but we ee that oe ee wil re 


-FREIGHT charge added and give us the same acon of time 
= that we can save you moftiey on almost any article they have in 


Now, ‘ahi that cast iron etove kettle, an article used almost every 
day in every home in the country, their price for same is One Dollar 
and twelve cents. Now, we know just about what this article cost 
them, and we are sure that they ios more than one hundred per cent 
it on that kettle. Is it any wonder that they maRe millions of dol- 

jars every year on such profits as these” 


In making this comparison of prices, we have made no mention of 
the expense of postage, express, or Bsc ce ene that have to be 
added to all mail order purchases e goods of a heavy nature the 
em charges will o often « exceed A. = cent of the purchase price— 

that expense must be paid by the consumer. 

There is another fi factor, not often thought of, which we think is 

much in ced © favor, that is almost our os stock is composed of the 
on mons Hd: - Teg Woo a 

Kutter” Tine, ha, igh Hdwe. Co.'s  Diamena Edge” line, 

Hdwe. Co.’s“Blue Grass” eg Henry Disston & ss tots E. cr atin ‘Atiine 

& Co.’s line of saws, etc., and many others. fr goods are not 

made by anyone. 

They have hundreds of articles in their catalogue on which there 
is no =" to make comparisons. are either brands of their own 

make or prc pce ie sheen 


We doly ang wal order house to give a BETTER GUARANTEE 
or that we will do more or work harder to satisfy a customer than the 
Aid Hardware Company. 


Aid Hardware Company 


“Tie Most Interesting Store im West Plains.’ 











No. 3—Newspaper publicity with a new twist 


Hardware Age 


Something Unique in Newspaper Publicity 


No. 3—(1 col. ad. by page length). C. T. Aid, 
president of the Aid Hardware Company, West 
Plains, Mo., sent us this ad with the following com- 
ment: “We believe that if one merchant in every 
town in the United States would take our article 


on ‘The Mail Order House Problem’ and exploit it 


as it should be exploited that it would show a re- 
markable result. The time to strike is now, as their 
prices were never so high as at the present time. 
We expect to get it out in circular form and put it 
in every house in this section.” We heartily en- 
dorse Mr. Aid’s suggestion. Here’s the ad. Let’s 
all get busy with it and put a few crimps in the 
fellows who are doing their best to oust the small- 
town merchant. Not until you read the article 
featured in this ad from headline to lastline will 
you appreciate the strength of its appeal. The 
price comparisons are made without mention of 
postage, express or freight charges, and that the 
local merchant wins even without adding the extra 
load of transportation charges is tribute indeed to 
his ability to provide value. The article is a dandy 
all the way through; only one important point was 
left out and that is the immense advantage of seeing 
goods before they are purchased. In many respects, 
the advertising of the Aid Company is unique and 
original. Their newspaper publicity consists of a 
whole double-column space on an ad inside reading 
page, next to strictly pure reading matter used in 
each issue of the three local papers. The copy is 
the unique feature of the ad: it is more like a 
column of personal news items than a regulation 
ad. “Lost and found” ads are printed free for cus- 
tomers, store items are run in individual para- 
graphs, and there is a weekly misspelled word con- 
test. The purposely misspelled word is in only 
one of the three weekly ads. In commenting upon 
this clever scheme, “Team Work,” a house organ 
published in the interests of the St. Louis Globe- 
Democrat has this to say: “The reader must read 
every word of three ads if he or she wants the cash 
prize—see? Can you beat it? Various other prizes 
are offered from time to time. For instance, $3 
and $2 cash, first and second prizes respectively, 
were recently offered for the five best ears of white 
and of yellow corn, in specified school districts, 
near West Plains ($10 in all).” The prize offer, 
which is limited to Dry Creek Township, will be 
noted in this ad. The Aid Company also pays 
especial attention to connecting its local advertising 
with the national advertising of the trademarked 
goods it carries. We suggest that you try the mis- 
spelled word prize offer. We might remark that 
this same scheme has proved very effective in stimu- 
lating interest in car advertising in New York and 
other cities. , 


NORVAL RICHARDSON, vice-president of Lee Rich- 
ardson & Co., Vicksburg, Miss., an old and well- 
known hardware house, has been appointed secre- 
tary of the American Embassy at Rome, Italy. Mr. 
Richardson, under the nom de plume of Lawrence 
Byrne, has written what, according to Harper’s 
Bazar, is the most powerful American novel that 
has appeared since John Hay’s “Breadwinners” was 
published, entitled “The American Ambassador.” 
This story is now appearing serially in Harper’s 
Bazar, and begins with the appointment of an am- 
bassador from the United States, without previous 
experience, to one of the European Courts. He nar- 
rates the countless duties devolving upon him and 
the errors made while learning the intricacies of the 
social order abroad. 
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Trade Conditions and Iron, Steel and Hardware Prices 





Office of HARDWARE AGE, 
New York, Feb. 7, 1917. 

HARDWARE merchants in this market say conditions 

appear very favorable and that business is going 
along smoothly, collections being very good for this 
time of the year. Retailers are buying varied assort- 
ments conservatively, but regularly. Stocks are being 
continually depleted by purchases caused by the lower 
temperatures and occasional snows. 

Jobbers are still shipping spring goods much ahead 
of the custom of former years, and the better-posted 
merchants are accepting deliveries to make sure of 
getting needed merchandise on time. Recently two 
establishments refused to receive consignments of bulky 
poultry netting, wanted March 1 and April 1, but 
after explanations were soon convinced that early de- 
livery was in their interest, when they readily accepted 
the space filling bales, saying that while not ready 
they would make room somehow. This also applies to 
other ahead-of-time seasonal staples, including steel 
goods and various kinds of spring merchandise. Well- 
informed dealers realize that there is likely to be a 
‘scarcity in various lines and are wisely adjusting them- 
‘selves to changed conditions. 

Buyers are purchasing with caution for requirements 
and doubtless will continue to as long as prices are as 
high as they now are. Factory shipments seem to be 
coming along from manufacturers a little freer than 
formerly. 

This week the joint annual convention of the hard- 
ware retailers at the Hotel Astor and Madison Square 
‘Garden, New York, during the four days, Feb. 6 to 9 
inclusive, has interrupted somewhat the usual current 
of hardware business, because so many merchants and 
their salesmen are attending the various sessions. One 
jobber who has a very creditable display in Madison 
Square Garden confidently expects to take many orders 
from visiting hardware men here from the Middle and 
New England States, and has all his road salesmen on 
hand to meet the association members. 

Inquiry among responsible manufacturers, long in 
‘intimate touch with domestic and foreign trade, shows 
that they are not expecting lower prices for some time, 
_and the consequent advance in metals and semi-finished 
materials seems to confirm these opinions. Various 
members of the Metropolitan Club, New York City, 
largely bankers, are looking forward to higher prices 
‘generally for almost everything. Should the United 
States get into the European war it means the forced 
production of many metal and other products which 
will be greatly speeded up; often to the extent of three 
‘shifts per 24 hr. With the disbursement of huge sums 
of money now being voted by Congress, there will be 
a still greater period of inflation added to what already 
‘prevails, all of which will doubtless lift prices. 

Wire Naits.—The mid-winter movement of nails is 
rather slow, but there would be a considerable output 
even now if the goods could be obtained. Cold weather 
has also interfered with local trade, as is generally true 
under such conditions, the smaller merchants being 
extremely cautious about buying except for actual 
wants. What is expected is a stiffer market and higher 
prices with the advent of spring. 

Wire nails, in store, are $3.60, and carted by the jobber, 
°$3.65 base per keg. 

Cut Naits.—There is now, has been, and is likely 
to be, difficulty in getting material for making cut nails, 
present conditions in this line being described as em- 
‘barrassing. Not only is it difficult to place new orders 
for raw material, but there is always trouble in getting 
what has been contracted for. One maker will not sell 
any nails other than what he may have on hand, unless 
he has the material available and is able to determine 
exactly what the product is going to cost. 


Cut nails, in store and carted by the jobber, range from $4 
tto $4.25 per keg base, according to seller and stocks available. 
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NEW YORK 


Rore.—Most, if not all, rope manufacturers have 
more business than they can attend to. One maker 
has twelve carloads of raw Manila hemp en route from 
Seattle, Wash., which has been some months on the way 
already from the Philippines and should have been here 
weeks ago. So far as this company is concerned, it 
expects to be in better condition as soon as this fiber 
arrives, which is expected soon. Manufacturers are 
not catching up to much extent on orders in hand, and 
some of them say they are shipping more than their 
current production; otherwise, depleting such light 
stocks in reserve as they have. Extremes in prices for 
the raw Manila hemp will run from approximately 15 
to 30c. per lb., covering the range from poorest to best, 
although there is little or none of the best available. 
In Mexican sisal the last allotment for February de- 
livery, we are advised, was not all taken at 16%c. per lb. 

Manila rope, first grade for average orders, is 24c., second 
grade, 23c., and third grade, 21c. base per lb. Sisal rope, 
first grade, is 20c., and second grade, 19c. base per lb 

WINDOW GLASS.—Trade in this commodity is less 
active, and many glass factories have been compelled 
to go out of blast because of a pronounced shortage in 
natural gas and other fuel. Manufacturers are opti- 
mistic on prices, and at a recent meeting in the East 
jobbers were given to understand that they need not be 
surprised to see higher prices very soon. Manufac- 
turers and merchants are quoting quite commonly now 
for periods of only ten to fifteen days, during which 
prices will hold good. In the best grade of picture glass 
dealers want anywhere from 78 to 80 and 10 per cent 
discount, depending on quality. For instance, in pre- 
war times imported picture glass, AA quality, was 
graded as “Best,” “Selected” and “Superfine.” While 
there was not much difference primarily in the glass 
itself, the gradations in price were governed by the 
time and care required in sorting out the three classes 
of AA glass, of which Superfine is the highest grade. 

Window glass prices are as follows: A, single thick, first 
three brackets, 86 per cent; B, single thick, first three brack- 
ets, 88 per cent; A and B, single thick, larger than the first 
three brackets, 85 per cent; A, double thick, all sizes, 86 per 
cent; B, double thick, all sizes, 87 and 5 per cent. 

LINSEED O1L.—There was a break in flaxseed prices 
recently, attributable to war news, but later there was 
more stability. The demand from some classes of con- 
suming manufacturers has diminished. Makers of lino- 
leum, for instance, in which linseed oil is a principal) 
factor, have long had a large business because of the 
lessened competition of European manufacturers. The 
trouble now is whether or not they will be able to get 
adequate supplies of burlap from the makers in Dundee, 
Scotland, because of threatened indiscriminate sub- 
marine destruction of ocean vessels. The burlap base 
comes almost entirely from Dundee, where manufac- 
turers specialize in furnishing all the widths, wide to 
narrow, required, and any interference with the trans- 
portation of this basic fabric necessarily diminishes 
possible output. 

Linseed oil, is 98c. in 5 or more bbl., and 99c. per gal. in 
less than 5 b 

State and Western oil in carload lots ranges from 92 to 95c. 
per gal., according to seller. 

NAVAL STORES.—Naval stores business in this ter- 
ritory is exceedingly quiet with some shading of prices. 
The submarine menace and consequent poorer prospects 
for foreign shipment, together with the imminence of a 
break in amicable relations with Germany, has led to 
a weaker tone in the primary southern markets, not- 
withstanding the light receipts in Savannah and Jack- 
sonville. 


Turpentine, in yard, is 53%4c. per gal. 
Rosins are lower with some concessions in several of the 


rades. 
. Common to good strained, in yard, on the basis of 280 Ib. 
per bbl. is $6.50, and D grade, $6.55 per bbl. 

SoLpER.—Owing to higher prices for tin and lead, 
advances are being quoted for solder, as follows: Half 
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and half, 36%c.; No. 1, 33% and refined 29c. per lb. 
in average lots. 


CopPER AND Brass.—The situation in copper and 
brass materials is unchanged. The mills are running 
strong on old orders but there is little new demand, as 
large buyers are awaiting developments. In any event, 
the demand for copper and materials based on copper is 
expected to be good for a long time whatever happens 
in the war zones, although not necessarily at the pre- 
vailing extremely high prices. Ordinarily old copper 
is reworked at good prices but much of it used by 
belligerents can never be recovered, so that it is prac- 
tically out of existence. 

Copper sheets are 42c. bas. at mill and 44c. base per. lb. 
out of stock. 

Bare copper wire, for electrical purposes, carloads, mill 
shipments, ranges from 36% to 37c. base. 

HinGEs.—The Chicago Spring Butt Company, 334 
Union Park Court, Chicago, IIll., has made the following 
advanced prices on some of its lines of hinges, viz.: 
Triplex spring hinges, 40 per cent; Chicago mortise 
floor hinges (5000), 40 per cent; Chicago Relax floor 
hinges (6000), 45 and 7% per cent; Chicago Premier 
(4000), 25 per cent; Chicago Ajax (3000), 25 per cent; 
Chicago Fire Station, net list; lavatory door hinges, 
20 and 10 and 7% per cent; Chicago screen door 
(2000), 50 per cent, and Chicago screen door hinges 
No. 3000, 25 and 5 per cent. 
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CHURNS.—The Sturges & Burn Mfg. Company, 508 
South Green Street, Chicago, IIll., is quoting the fol- 
lowing net prices to dealers on the Sturges steel churns: 
No. 1, $3.46; No. 2, $4.40 and No. 3, $4.85 net each. 


Cary Mrc. CoMPANy.—The Cary Mfg. Company, 
Manhattan Bridge Plaza, Brooklyn, N. Y., is making 
the following quotations: Box straps, 30 per cent; cor- 
rugated fasteners, saw edge, 65 per cent, plain edge, 
75 per cent, and Cary’s Everlasting flexible steel mats, 
3831/3 per cent discount. 

H. B. Ives ComMPpANy.—The H. B. Ives Company, New 
Haven, Conn., has made new lists on its several lines 
which are shown in No. 4 Price Book, dated Feb. 1, 
1917, on which a uniform discount of 331/3 per cent 
is given. This applies to blind adjusters, blind fasten- 
ers, door and shutter bolts and sash locks. 


SHoTt.—The United Lead Company, 111 Broadway, 
New York City, effective from Jan. 29, quotes shot in 
25-lb. bags as follows: Drop shot, sizes smaller than B, 
$2.40; drop shot, B and larger sizes, $2.65; chilled shot, 
$2.90, and dust shot, $2.90 per bag of 25 lb. Shot in 
5-Ib. bags costs 20c. a bag more on the various sizes. 


LANTERNS.—The R. E. Dietz Company, 60 Laight 
Street, New York City, has recently put cn the market 
a new lantern known as No. 2, large fount, Wizard, on 
which is quoted $8.75 per doz. 


CHICAGO 


Office of HARDWARE AGE, 
Chicago, Feb. 6, 1917. 

T HE retail trade reports that it is reaping the benefit 

of the additional wage increase which went into 
effect Jan. 1. Prices in the metal market remain 
firm, and there is no marked decline noted. Money in 
circulation in the United States on Jan. 1 reached 
a new high mark, being $43 per capita. 

The outlook for building operations is very encourag- 
ing and architects report that as soon as the weather 
conditions will permit, there will be a large amount of 
new work started, and despite the menace to interna- 
tional dealings which the new situation has developed, 
general business conditions remain good. According 
to Bradstreet, failures in the Chicago district number 
only nineteen, against twenty-four last week and forty- 
six in 1916 and forty-three in 1915. 

The labor, car and fuel situation is adjusting itself, 
and there-seems to be a slight relief. Local jobbers 
state, with few notable exceptions, that they are re- 
ceiving satisfactory deliveries from the different fac- 
tories and that they have large stocks on hand, ready to 
meet the demand for spring consumption. 

The copper market has been very active, Pine Lake 
copper being quoted at 33%c., while casting copper is 
quoted at 29c. The steel market during the past week 
has been strong, and demands for steel bars and steel 
sheets has been heavy. There has been no change in 
the pig iron market since last week. 

LINSEED O1IL.—The price on linseed oil has dropped 
off 1c. per gal., and the demand at this time of the year 
is exceeding light. 

We quote to retailers f.o.b. Chicago, strictly pure, old 
rocess linseed oil, carloads, raw, 93c. per gal.; carloads, 
oiled, 94c. per gal. Smaller lots 5c. per gal. higher. 

SoLpER.—Solder has advanced 4c. per lb. during the 
past week. 

We are now quoting: XXX guaranteed % and \%, 29%%c.; 
commercial % and %, 27%c., and No. 1 plumbers’, 25%4c. 

BUILDERS’ HARDWARE.—The demand for steel inside 
sets, butts, rim locks and pottery knobs is taxing the 
manufacturers to the limit. 

Local jobbers are quoting the heavy bevelled steel inside 
locksets at $6.50 per doz. Upright common rim locks $1.80 
per doz. Common mineral knobs, $1.30. Jet knobs, $1.35. 
Steel old copper butts, 34% x 3%, 18c. per pair, and 4 x 4 steel 
old copper butts, 25c. per pair. 

O1Lts.—Wholesale prices for single barrel lots to re- 
tailers f.o.b. Chicago are quoted as follows: 


Gasoline 19c., naphtha 18%c., turpentine 60c., denatured 
alcohol 70c., wood alcohol $1.25 per gal. 


TIN PLaTe.—The market on tin plate is quiet, as 
there is a scarcity in material available. Warehouses 
in Chicago which have small stocks on hand have ad- 
vanced their prices and are asking $10.45 for I. C. 
14 x 20 to $28.40 for IXXXX 20 x 28. 

SHEETS.—The jobbers report that they are unable to 
obtain deliveries from the mills and that the demands 
exceed the production. 

We quote from local jobbers’ stocks, 28 gage black sheets 


$5.15 per 100 lb., 10 gage blue annealed sheets $4.65 per 100 
lb., 28 gage galvanized sheets at $7.60 per 100 Ib. 


Lac ScREw SHIELDS AND ScREw ANCHORS.—The 
Diamond Expansion Bolt Company announces that on 
Feb. 7, all outstanding quotations on Diamond ex- 
pansion shields and anchors will be withdrawn and new 
prices will be put into effect as follows: 

“Diamond N” lag screw shields without screws, 60-10-10 
per cent. 

“Diamond N” screw anchors, without screws, 70-10 per 
cent. 

Discounts on shields and anchors complete with lag or 
wood screws are withdrawn, and when so ordered will be 
charged as shields separately and the screws at the market 
price for same. We also quote “Diamond” reversible toggle 
bolts at 60 per cent off. “Diamond N,” 4 point drills, 66% 
per cent, and “Diamond X,” 4 point drills, 70 and 25 per cent. 

STEEL Bars.—There has been no change in the price 
of steel bars since our last quotation, but an advance is 
expected. 


BARB WIRE AND STAPLES.—Jobbers report that their 
salesmen are sending in large orders and their stocks 
are running low, and deliveries from the factories are 
not satisfactory, and while there has been no change 
in price since last week, an advance is expected. 

We quote painted barb wire to retailers f.o.b. Chicago, in 
less than car lots, $3.60 per 100 lb.; galvanized, $4.30 per 
100 lb.; polished fence staples, $3.60 per keg; No. 9 plain 
wire $3.40 and galvanized $4.30 per 100 lb. Regular ad- 
vances for the smaller sizes. 

Nuts AND BoLts.—The jobbers report that they have 
received some very satisfactory shipments from the 
factories in the last week, but anticipate a very heavy 
demand, with prices remaining firm. 

We quote to retailers, from jobbers’ stocks, f.o.b. Chicago, 
as follows: Machine bolts up to % x 4 in., 50-5 per cent dis- 
count. Larger sizes, 40 per cent discount. Carriage bolts- up 
to % x 6 in., 50 per cent discount; larger sizes, 35 per cent 


discount. Lag screws, 50-5 per cent discount. Hot pressed 
nuts, square and hexagon, $3 per 100 Ib. 


WirE NAILs.—Local jobbers state that they have 
been receiving some very satisfactory shipments from 
the mills and that their stocks are very nearly up to 
standard. The severe weather which we have been 
having the last month has reduced the demand and 
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given the mills an opportunity to catch up with de- 
liveries. 

We quote to retailers from jobbers’ stocks, f.o.b. Chicago, 
$3.45 per keg base in small lots; larger quantities quotec on 
specifications only. Wire coated nails, $3.45 per keg base; 
steel cut nails, $3.55 per keg base; iron cut nails, $3.65 per 
keg base. 

BUILDING PAPER.—There is a shortage of building 
paper and the jobbers are unable to supply the demands, 

We quote from local jobbers’ stock 78c. per roll on the “C” 
red rosin. 

SasH Corp.—Manufacturers have good stocks on 
hand of all sizes and are anticipating heavy sales. 

We quote from local jobbers’ stocks, f.o.b. Chicago, as fol- 
lows: Common sash cord, No. 7.15 per doz. hanks; No. 


8 common sash cord, $8. 50 per doz. hanks. Spot cord, No. , 
$11.65 per doz. hanks; No. 8 spot cord, $14 per doz. hanks. 


HAMMERS AND HATCHETS.—There has been an ad- 


vance of 7% per cent during the last week on the entire 
line. 


WIRE CLOTH.—There has been no change in price 
and the market remains firm. Manufacturers are 
handicapped by the embargo of cars and shortage of 
fuel and state that unless some immediate relief is 
offered there will be a serious shortage. 


Prices are as follows: 


Black Galvanized 
OP OE Cn deccekbnce dsxenes see $2.50 per 100 sq. ft. 
i fer cere rere 2.50 2.90 per 100 sq. ft. 
PEE Skee tnrnar caewsnnese 2.95 3.35 per 100 sq. ft. 
ee ME 6 cwawcéeescaeeeeatcees 3.75 4.25 = 100 sq. = 


et to dealers, galvanoid, are: 


$2.90; 16 mesh, $3.40; 18 mesh, $4.25 ~ per 100 sq. ft. 


BasBitT METAL.—AII prices have been withdrawn 
and new prices will be put into effect shortly. 


PITT 


Office of HARDWARE AGE. 
Pittsburgh, Feb. 7, 1917. 

[* is yet entirely too early to state definitely what 

probable effect war with Germany would have on the 
iron and steel and kindred trades. However, one opinion 
stands out very strongly and that is, that the United 
States Government would have first call for its needs 
in munitions on the steel mills and other manufactur- 
ing plants to the entire exclusion of both domestic and 
foreign trade if necessary. Already the heads of most 
of the large steel companies have publicly stated that 
the Government will have first call on their mills and 
organizations, and the mill owners stand ready to de- 
liver materials as promptly as possible to the Govern- 
ment at any prices it may see fit. Henry Ford, the 
great automobile builder at. Detroit, has announced 
that if the Government wants it, he will turn over his 
entire plant, manage and operate it himself and with- 
out any profit. 

Already the United States Government is in the 
market with large orders for ammunition of various 
kinds, and has placed some heavy contracts. In a very 
short while heavy demands will be made on the plate 
mills and ordnance makers for material for warships, 
and this will likely have the effect of prolonging further 
deliveries of plates and shapes to domestic customers. 
Already the Government has negotiations under way for 
large additions to artillery equipment of the United 
States, and all signs point to the mills being filled up 
for longer periods ahead than they are now. 

No special change is noted in the pig iron or steel 
trades, but prices are very strong. Foreign inquiry 
for pig iron is heavy, France wanting 10,000 tons of 
Bessemer, Chile, 10,000 tons, and Holland, 3000 tons. 
Last week there were placed fully 100,000 tons of shell 
steel billets with several western steel mills for de- 
livery in last half of this year. New buying of steel 
rails is also heavy, last week about 60,000 tons having 
been placed for delivery in 1918. England is in the 
market for 150,000 tons of heavy sections of steel rails, 
and France is in the market for 20,000 tons of 60 and 
70-lb. rails; England wants 75,000 tons of light rails. 
There were no special advances in prices in pig 
iron, semi-finished steel or finished iron or steel during 
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PouLtry NETTING.—Jobbers report that dealers are 
buying heavy and stocks are in fair shape. 

We quote poultry netting galvanized before weaving, 70-20- 
10; poultry netting, galvanized, after weaving, 70-10-2%. 

ScrEws.—Owing to the unusual large orders being 
placed for the various sizes, the jobbers are unable to 
keep their stock properly assorted, and deliveries from 
the manufacturers are reported slow. 

We quote from local jobbers’ stock as follows: Flat head 
bright screws, 75-10-10; round head blued, 72%4-10-10; flat 
head brass, 4714-10-5; round head brass, 45-10-5. 

MIXED PAINTS.—An advance in mixed paints is ex- 
pected shortly, as the manufacturers are unable to pro- 
cure some of the ingredients, except at abnormal prices. 

We quote from jobber’s stock, f.o.b. Chicago, as follows: 
No. 1 house paint, $2.25 per gal.; second grade, $1.70 per 
gal.; third grade, $1.40 per gal. 

SHOVELS, HoES AND RAKES.—Jobbers report that they 
are receiving very satisfactory orders from the dealers, 
and with spring nearly at hand, they find their stocks 
in fairly good condition. 

We quote No. 2 Greenleaf’s shovels at $8.25 per doz.; No. 
2 Greenleaf’s spades, $8.25 per doz.; malleable iron garden 
hoes, all sizes, $5.50 per doz.; 12- -in. malleable rakes, $2.40 
per doz.; 14-in. malleable rakes. $2.60 per doz.; 16-in. mal- 
leable rakes, $2.80 per doz.. Electric welded, 12-in., $3.30; 
electric welded, 14-in., $3.50; electric welded, 16-in., $3.80. 

Rope.—No advance in rope has been announced this 
week. Prices remain firm, owing to the shortage of 
hemp and Manila fiber. 


We quote to retailers, f.o.b. Chicago, as follows: No. 1 
Manila rope, 24%4c. per lb. base; No. 2 Manila rope, 23%c. 
per lb. base; No. 3 Manila rope, 21%c. per Ib. base. No. 1 
— Rin subject to stock on hand. — 1 sisal rope, 20%c. 
per lb.; No. 2 sisal rope, 19%c. per Ib. 


URGH 


the past week with the exception that the Wheeling 
Steel & Iron Company, Wheeling, W. Va., advanced 
prices on steel pipe $4 a ton. 

In the jobbing and retail hardware trades reports 
are fairly encouraging. Several local hardware dealers 
report that the volume of business at present is not 
as heavy as prior to the holidays, this being due largely 
to the fact that the country roads are almost impassable 
and the severe cold weather of the past two weeks has 
interfered greatly with new buying. Traveling men 
that cover the country trade report that many of their 
customers are practically snowed up and are not buying 
goods as freely as they did some time ago. There is 
still a strong desire on the part of the retail hardware 
trade to stock up as much as possible on nearly all 
lines of goods, but they find deliveries by the manu- 
facturers are very slow and are likely to get worse, 
especially if war should break out between this country 
and Germany. It is stated that on the average nearly 
all lines of hardware goods are fully 50 per cent higher 
than they were a year or more ago and some lines are 
about 100 per cent higher. The shortage in cars and 
particularly in motive power is holding back shipments 
of goods to a very great extent and the situation is not 
likely to be any better for some time. 

Wire NAILs.—Mills continue to report a heavy de- 
mand for wire nails and say that specifications are 
coming in more freely than before the holidays. Three 
of the largest wire nail makers say they have their 
entire output of wire nails sold up for the next three 
months and are not actively seeking more orders. Stocks 
of wire nails held by jobbers and also by retailers are 
light, especially on sizes more commonly used. Nothing 
is heard of the advance in prices on wire nails that has 
been expected for some time. Official prices in effect 
at this writing, but on which premiums of 15c. to 25c. 
per keg and more are readily paid to get fairly prompt 
deliveries of wire nails, are as follows: 

Wire nails in large lots to jobbers at $3 base; in carload 
lots to retailers, $3.05 to $3.10 base; less than carload lots, 
$3.25 to $3.35; galvanized nails, 1 in. and larger, $2 extra, 
shorter than 1 in., $1.50 extra. 

Winpow GLass.—Makers report that the new demand 
for window glass has fallen off very materially during 
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the last month or more, due to the very cold weather 
which has stopped a large amount of outside work, and 
also to the fact that new building operations in the 
Pittsburgh district are quieter now than at any time in 
the past two or three years. Prices on building ma- 
terials are abnormally high and a great many building 
projects that otherwise would have been carried out, 
have been put off until materials are lower, and the 
very high rates ruling for labor have come down to 
considerable extent. The Carnegie Steel Company is 
going to build a new model town at McDonald, near 
Youngstown, Ohio, much on the same line as built at 
Gary, Ind.; many modern conveniences, that have come 
into almost general use since Gary was built, will be 
incorporated in the new town of McDonald. The pro- 
gram calls for the building of 350 houses at the start, 
all to have steam heat, modern baths and other con- 
veniences. While prices for window glass are firm, they 
are without change and are as follows: 

AA, picture glass, single thick, is 75 per cent, and AA, 
double thick, 78 per cent discount. 

A, single thick, first three brackets, is 86 per cent, and B, 
single thick, first three brackets, 88 per cent discount. 

All above the first three brackets, A and B quality, single 
thick, is 85 per cent; all above first three brackets A grade, 
double thick, is 86 per cent, and all larger than first three 
brackets, B quality, double thick, is 87% per cent discount 
from jobbers’ lists. 

Cut Natts.—The new demand for cut nails is ab- 
normally heavy, and all the makers are sold up for 
some months ahead, and are not particularly anxious 
to take on new orders. Shipments are held up on ac- 
count of the shortage in cars and motive power, and 
export shipments of cut nails from this district at least 
have been almost entirely cut off on account of em- 
bargoes on the railroads. 

We quote cut nails to jobbers in carloads and larger lots at 
$3.70, Pittsburgh, and $3.80 for less than carloads. 

Cut nails from store are held at $4 up to $4.10 base per 
keg, depending on size of the order. 

AMMUNITION.—Jobbers and retail hardware dealers 
report the great shortage in supply of Nos. 16 and 20 
gage shells, and their stocks are pretty well cleaned 
out. On the other sizes, stocks are fairly heavy and 
the hardware trade is able to fill orders promptly. If 
-war should break out with Germany, a good part of the 





Twin Cities, Feb. 3, 1917. 


T HE unsettled condition of the European affairs and 

the very apparent involving of the United States 
in the difficulty makes everyone wait the outcome of 
the Government’s next move. Even as this is being 
written, President Wilson’s decision to break with 
Germany is announced. As usual, on the first rumor 
of a changed condition the stock market slumped, but 
prices in the hardware line do not show the influence 
so much. 

Weather conditions of the past three days have had 
a large influence on the local retail trade. Extreme 
cold keeps many people from their work of construction, 
and anyone who can stays closely at home, where it is 
warm. This statement excepts, of course, the crowds 
who daily are adding to the fun of the carnival in St. 
Paul. Snow and blizzard, cold and more snow seem 
only to add to the joy of outdoor sports and outdoor 
life. The parades and pageants, the ski tournaments, 
skating races and toboggans are only more popular 
and more enthusiastically attended apparently because 
the thermometer is hovering around 25 below zero. 
Imagine a float in a parade, with these conditions pre- 
vailing, depicting a summer scene with palm trees, 
grass and flowers, and people seated in cane chairs and 
hammocks, fanning themselves! 

The automobile parade of Minneapolis dealers took 
place yesterday, the parade going from Minneapolis 
to St. Paul in time to join the St. Paul parade on its 
line of march. All from Minneapolis were dressed 
as members of the Ku Klux Klan, and the showing 
was certainly unique. Their slogan was “Make it a 
colder one.” The St. Paul Carnival slogan is “Make 
it a hotter one.” 
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ammunition made by all the factories in the United 
States would likely be taken by the Government. Prices 
are very strong and liable to be advanced in the very 
near future. 


HINGES.—Owing to the higher prices for steel, and 
the delays in getting deliveries from the mills, manu- 
facturers have practically withdrawn all prices on butt, 
strap and T hinges. A new and higher price list is 
expected to be issued in a few days. 


BaRB WIRE AND STAPLES.—The new demand for barb 
wire continues very heavy with prices ruling firm. 
Most mills have their output sold up over the next three 
or four months, and a good part of the foreign trade 
has been shut off, owing to the scarcity in cars and 
motive power. 


Bright basic wire is $3.05 per 100 lb.; annealed fence wire, 
Nos. 6 to 9, $2.95; galvanized wire, $3.65; galvanized barb 
wire and fence staples, $3.85; painted barb wire, $3.15; pol- 
ished fence staples, $3.15; cement-coated nails, $2.90, base, 
these prices being subject to the usual advances for the 
smaller trade, all f.o.b., Pittsburgh, freight added to the point 
of delivery, terms 60 days net, less 2 per cent off for cash in 
10 days. Discounts on woven wire fencing are 53 per cent 
off list for carload lots, 52 per cent for 1000-rod lots, and 51 
per cent for small lots, f.o.b., Pittsburgh. 


NuTs AND BoLts.—An advance in prices on nuts and 
bolts is looked for at any time. Makers report the de- 
mand heavy and deliveries of steel by the mills are so 
bad that output of nuts and bolts is being cut down 
very materially. Discounts in effect at this writing 
are as follows, delivered in lots of 300 lb. or more, 
when the actual freight rate does not exceed 20c. per 
100 lb., terms 30 days net, or 1 per cent for cash in 
10 days: 


Carriage bolts, small, rolled thread, 40 and 10 per cent; 
— cut thread, 40 and 2% per cent; large, 30 and 5 per 
cent. 

Machine bolts, h. p. nuts, small, rolled thread, 50 per 
cent; small, cut thread, 40 and 10 per cent; large, 35 and 5 
per cent. 

Machine bolts, c. p. c. and t. nuts, small, 40 per cent: 
large, 30 per cent. Bolt ends, h. p. nuts, 35 and 5 per cent; 
with c. p. nuts, 30 per cent. Lag screws (cone or gimlet 
point), 50 per cent. 

Nuts, h. p. sq. and hex., blank, $2.50 off list, and tapped, 
$2.30 off; nuts, c. p. c. and t. sq., blank, $2.10 off, and tapped 
$1.90 off; hex., blank, $2.50 off, and tapped, $2.30 off. Semi- 
finished hex. nuts, 50, 10 and 5 per cent. Finished and case- 
hardened nuts, 50, 10 and 5 per cent. 

Rivets 7/16 in. in diameter and smaller, 40 and 10 per cent. 


TWIN CITIES 


A second heavy snowstorm this week has added 
materially to the difficulties of transportation com- 
panies, and up to Friday night there has been no out- 
going freights and but very few passenger trains for 
two days. On some of the roads leading West there 
has been no attempt to run any outgoing trains what- 
ever. Mail is twelve hours or more late. 

If the first storm made big inroads on the supply of 
snow shovels, the second one took things in hand and 
practically cleaned out the town. Not a jobber had 
any to sell, and the retailers sought the whole town 
over for a supply to meet the demand. Orders were 
hurried to other cities without immediate prospect of 
being promptly executed, as conditions are as bad or 
worse anywhere all over this section of the Northwest. 

Some towns are reporting a fuel shortage, and the 
larger cities, which depend on the surrounding territory 
for their food supply, are beginning to feel the effect. 

Despite all these adverse influences the Automobile 
Show opens to-day in Minneapolis. This is the biggest 
show in the country, as it covers 40,000 sq. ft. more 
space than the New York show and cars exhibited are 
valued at $3,000,000. Accessories take no small part 
in the display, and dealers who have a stock or con- 
template adding this item to their line should not fail 
to attend this greatest of all shows. There they can 
make a selection that will be most suitable to their 
location and the amount they wish to invest. 

Prices on many items in the general hardware line 
have been affected by upward revisions in the past 
week. Black sheets are up 25c. Galvanized, corrugated 
roofings, metal lath, grindstones, snow shovels, glue, 
and a number of items in the heavy hardware line 
have showed revisions upward. Items using wire as 
a base have showed no change, although many have 
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been anticipating such a change for a long time. Wire 
cloth prices hold firm at the advance quoted last week, 
with good prospect of an early advance. Undoubtedly 
the outcome of our move in international affairs is 
going to affect everyone, and results may be looked for 
in prices immediately and continually until a more 
settled condition is reached. 


WIRE NaiLts.—No change has taken place in price, 
although mills claim not to be making a margin at 
present quotations and are far behind on orders. 

We quote from local jobbers’ stocks standard wire nails at 
$3.60 per keg base and coated wire nails at $3.50 per keg base. 

WIRE AND STAPLES.—The market is steady and de- 
mand still light. The beginning of larger demand will 
probably see an advance. 

We quote from local jobbers’ stocks as follows: 

Galvanized Glidden cattle wire, $3.54 per 80-rod spool; 
galvanized Glidden hog wire, $3.68 per 80-rod spool. Painted 
Glidden cattle wire, $3.11 per 80-rod spool; painted Glidden 
hog wire, $2.99 per 80-rod spool. Black annealed No. 9 
smooth wire, $3.55 per cwt.; galvanized annealed No. 9 
smooth wire, $4.25 per cwt. Polished fence staples, $3.75 
per cwt.; galvanized fence staples, $4.45 per cwt. 

WirE CLoTH.—Shipments from mills have not im- 
proved, but local jobbers are trying to anticipate what 
their customers’ needs will be. No change in price has 
been announced since the recent advance. 


We quote from local jobbers’ stocks 12 mesh black painted 
wire cloth, $2 per 100 sq. ft.; 12 mesh galvanized wire cloth, 


Office of HARDWARE AGE, 
Boston, Feb. 6, 1917. 

T HERE has been but little change in conditions dur- 

ing the past week. The records of January busi- 
ness have exceeded all anticipations, and February is 
starting off at the same pace. The large volume of 
business on staples shows that if there ever has been 
a period of overstocking on the part of retailers, that 
such period has long since ceased to exist. The charac- 
ter of the orders now being placed with manufacturers 
and jobbers shows that most dealers are buying con- 
servatively and to a large extent only to meet current 
needs. There has been considerable placing of orders 
in anticipation of a good sale of the seasonable goods 
of spring and summer, but there is little indication that 
there is any general speculative buying in hopes of 
profiting by sharp advances when the season opens. In 
fact, the opinion is frequently expressed that prices 
are top-heavy and that further advances will come 
only in response to strong pressure upon manufacturers 
caused by further increases in basic materials. The 
present international crisis is being accepted in a 
matter-of-fact way, and every one is so absorbed in 
personal troubles to secure goods and to keep prices 
marked up to rising market levels that our national 


Chicago Holds Motor Show 


ROM Jan. 27 until Feb. 3 Chicago was the Mecca 

of automobile manufacturers, dealers, users and 
the great army of motor enthusiasts whose ambi- 
tions tend toward the future ownership of horseless 
carriages. It was the week of the big motor show 
and the Coliseum housed all that was newest and 
best in the world of motordom, not only in the mat- 
ter of cars, but of the accessories that go to make 
the American automobile the acme of comfort and 
luxury. From the time the doors of the big show 


room were opened until the last visitor had departed . 


the Coliseum was crowded to capacity. Dealers and 
car users from all over the Middle West, to the num- 
ber of over 300,000, were in attendance and the ex- 
hibits soon outgrew the Coliseum proper and spread 
into the Coliseum Annex, the Geer Building and the 
First Regiment Armory. 
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$2.50 per 100 sq. ft., and 14 mesh bronze wire cloth, $10 per 
100 sq. ft. 

MANILA Rope.—Strong steady price, with prospects 
of further advances, features this item, and no quan- 
tity of raw material in sight. 

We quote from local jobbers’ stocks, best grade Manila 
rope at 244%c. per lb.; best grade sisal at 20%c. per lb., and 
standard cotton rope at 25c. per Ib. 

Rivets.—Copper rivets show an advance, and further 
advances would not be surprising. Tinners’ rivets have 
not changed. 

We quote from local jobbers’ stocks copper rivets and burrs 
at 10 per cent above list, and tinners’ rivets at 40 per cent 
discount from list. 

SHEET IRON AND T1N.—A stiffening of price the last 
week is in line with the advances in eastern markets. 
Purchases are for present requirements in nearly all 
cases. 

We quote from local jobbers’ stocks: No. 14 black sheet 
iron at $5.10 per cwt.; No. 14 galvanized sheet iron at $6.60 
per cwt. 8 lb. I. C. 20 x 28 tin roof plate, $15.50 per box 

Botts.—No change has occurred and call for bolts 
is light. 


We quote from local jobbers’ stocks: Machine bolts, rolled 
thread, % x 4 and smaller, 50 per cent; machine bolts, rolled 
thread, larger and longer, 30-10 per cent; carriage bolts, 
rolled thead, % x 6 and smaller and shorter, 45-5 per cent: 
carriage bolts, rolled thread, larger and longer, 35 per cent: 
lag screws, 40-10 per cent; stove bolts, 60-10 per cent. 


affairs have had little perceptible influence on the 
market. 

Stillson wrenches have been advanced varying 
amounts, the average advance being about 9 per cent. 
A new list has been issued, in which adjustments have 
been made to a new uniform discount. Sheet lead and 
lead pipe have been advanced % cent on list. A new 
list is out on Ives sash fasteners and a new list and 
discount for next year, showing a considerable advance, 
has been issued on Paris sleds. Shot has been ad- 
vanced 15 cents a bag and solder 2 cents a lb. Part 
of the line of Dover irons has been advanced about 
5 percent. 

Several items have been advanced 10 per cent, among 
them being: Garden barrows, trenail augers, Coburn 
trolley hangers, lanterns, and common wood pails. 
Sheathing paper continues to be very scarce and now 
commands $80. 

GLASs.—Quotations on glass in the Boston market 
are: 

First three brackets, single, second quality, 86 per cent 
discount; third quality, 88 per cent discount. Above first 
three brackets, single, second and third quality, 85 per cent 


discount. All double, second quality, 86 per cent discount: 
third quality, 87 and 5 per cent discount. 


The arrangements of accessory exhibits was 
probably better than that of any previous show. 
Many of the manufacturers housed their attrac- 
tions in cabinets, and many of them displayed large 
working models in operation. The magnitude of the 
accessory game can be readily understood from the 
fact that 168 manufacturers of this line were listed 
among the exhibitors. 

One noticeable feature of the show was the great 
increase in the use of wire wheels by car manufac- 
turers, fifty-nine of the ninety-two car makers 
showing this type of wheel on one or more of their 
show models. 

From practically all standpoints the show was a 
complete success. Hundreds of cars were sold and 
thousands of orders were taken for accessories of 
the various types. It was also noticeable that many 
of the accessory orders came from hardware mer- 
chants who stock this profitable line and who had 
taken occasion to visit the motor displays. 








Toy Manufacturers Hold Successful 
Convention in New York 


Membership Increased—List of Members 


HE first general meeting of the association of 
The Toy Manufacturers of the U.S. A. since it 
was organized last June was held in the Fifth 

Avenue Building, New York City, Jan. 15 and 16. 
Sixty-two manufacturers were present, representing 
fifty-three firms. The purpose of the meeting was 
to get acquainted and establish a basis of under- 
standing that will be a foundation on which to build 
the future plans of the association. The members 
will come together again on March 5 for the annual 
meeting. It was agreed unanimously that this 
meeting was the best gathering of toy men ever 
held, and that more was accomplished than at any 
similar meeting. 

The big idea and the thought prevailing through- 
out the meeting was how to secure greater co- 
operation with the dealer, and the necessity for 
making better toys that will place quality in Amer- 
ican-made toys and stamp them as in a class by 
themselves. How to change the sentiment that the 
word “toys” means “Made in Germany” was the 
foremost topic of discussion. 

It was unanimously agreed that every effort 
should be made to get up as attractive packages as 
possible and that great care should be used in pack- 
ing the merchandise. 

The sentiment was echoed many times that the 
greatest amount of care should be used in manu- 
facturing so that American toys in all lines can be 
regarded as supreme. 

The association recently joined the Chamber of 
Commerce of the U. S. A. as it was felt that an or- 
ganization such as the toy manufacturers should 
be affiliated with the important work of the na- 
tional body. 

All the members agreed that it is much to their 
advantage to keep the prices down and not to take 
advantage of the trade in any way whatsoever so 
that when times are normal again manufacturers 
can expect to get their usual co-operation. Of 
course, everyone realized the great difficulty in do- 
ing this, but the sentiment was expressed that no 
advantage should be taken of the present situation. 

There is no doubt that many lines of toys will be 
higher in prices than in the past. There is no let-up 
in the present market conditions in sight. In fact, 
prices on raw material are steadily climbing. The 
manufacturers recognize that the American market 
is open to them and they are making every effort to 
supply it with desirable goods at the best prices 
they possibly can give. 

The Toy Fair in New York and Chicago has been 
a point in which many manufacturers have been 
keenly interested. They have frequently wished to 
know whether the association could render them 
assistance in getting space in one of the hotels if 
they should join. All the members agreed that as 
manufacturers they should take more interest in 
the way that the toy fairs were conducted. It was 
brought up that buyers have not been treated in a 
way that they should like to,have them when they 
come to those fairs. One thing that was unani- 
mously agreed upon was that the Chicago fair 
should be discontinued, as it is an expense to the 
manufacturer and in the long run proves an ex- 
pense to everyone and simply puts an additional 


burden on the merchants. Therefore, this year a 
great many will withdraw from exhibiting in Chi- 
cago. Those who have made arrangements to ex- 
hibit will do so, as they feel in duty bound to carry 
out their plans. After this year none of the asso- 
ciation members will exhibit at Chicago, which in- 
dicates that the Chicago Toy Fair will be a thing of 
the past. Special attention will be given to the 
New York Toy Fair to make it better and bigger 
than ever before. 

The association wishes to emphasize that under 
its constitution and by-laws, it is not organized for 
the purpose of fixing prices. The failure of many 
associations formed by manufacturers in the past 
could be directly attributed to the attempt to fix 
prices. Modern associations have a broader founda- 
tion and their value rests on the development of 
friendly relations which promote sound conditions 
in the industry. A number of members empha- 
sized the fact that the successful toy firms are those 
that have one price and whose business is done ab- 
solutely in the open. The Toy Association believes 
that there is a big future for the toy industry and 
it is looking at the industry not only from the view- 
point of its members, but of all dealers, whether 
jobbers or retailers, and the general public. 


Members of The Toy Manufacturers of the U. S. A. 


Louis Amberg & Son, 36 Union Square, New York, N. Y.; 
American Flyer Manufacturing Company, 2219-2239 South 
Halsted Street, Chicago, Ill.; American Manufacturing Con- 
cern, Falconer, N. Y.; The American Mechanical Toy Com- 
pany, Dayton, Ohio; Baumgarten & Company, 213 E. Fayette 
Street, Baltimore, Ma. ; K. Braitling, ete: ta Conn. ; 
The Buffalo Sled Company, North ‘Tonawanda, N. The 

D. Cass Company, Athol, Mass.; Colonial Toy Me 
turing Company, 352 West Thirteenth Street, New York, N. 
Y.; Morton E. Converse & Son, Winchendon, Mass. ; Daisy 
Manufacturing Company, Plymouth, Mich.; Dayton Friction 
Toy Works, Dayton, Ohio; J. A. Deknatel & Son, Inc., Wythe 
Avenue and Heyward Street, Brooklyn, ’; The Dent 
Hardware Company, Fullerton, Pa.; Dessart Brothers, 503 
Metropolitan Avenue, Brooklyn, N. ¥.; The Embossing Com- 
pany, Albany, N. Y.; Emerson Phonograph Company, Inc., 
3 West Thirty-fifth Street, New York, N. Y.; Fleischaker & 
Baum, 45 ote Seventeenth Street, New York, : i? Se 4 
Fleischer & Company, 307 Canal Street, New York, : ie aA 
The Fox Novelty Company, 134 Pine Street, Berea, Ohio; 
The Geo. Franke yy Company, 112 South Eutaw Street, 
Baltimore, Md.; The A, C? Gilbert Company, New Haven, 
Conn. ; The Gong Bell Mfg. Company, East Hampton, Conn. ; 
Charles E. Graham & Company, 28 West Twenty-third Street; 
New York, N. Y.; Grey Iron Casting Company, Mt. Joy, Pa.:; 
Hafner Manufacturing Company, 648 North Rodney Street, 
Chicago, Ill.; The N. N. Hill Brass Company, East Hampton, 
Conn. ; The Hubley Manufacturing Company, Lancaster, Pa. ; 
Ideal ‘Aeroplane & Supply Company, 84 West Broadway, New 
York, N. Y.; The Ives Manufacturing Corp., Bridgeport, 
Conn.; The H. K. Toy & Novelty Company, 2226 Alvord 
Street, Indianapolis, Ind.; The Kenton Hardware Company, 
Kenton, Ohio; The Lionel Manufacturing Company, 48 East 
Twenty-first Street, New York, N. Y.; Marks & Knoring 
Company, 40 Winchester Street, Boston, Mass.; The Mason 
Manufacturing Company, South Paris, Me. ; National School 
Slate Company, Slatington, Pa.; Noble & Cooley Company, 
Granville, Mass. ; 
Chair Company, Readsboro, Vt.; Schieble Toy & Novelty 
Company, ngs Ohio; Leo Schlesinger Company, 66 Woos- 
ter Street, New. York, N. Y.; The A. Schoenut Company, 2215 
Adams Street, Philadelphia, Pa.; S. A. Smith Manufacturing 
Company, Brattleboro, 4. The J. & E. Stevens Company, 
Cromwell, Conn.; Structo Manufacturing Company, Free- 
port, lll.; Thordarson Electric Manufacturing Company, 501- 
15 South Jefferson Street, Chicago, Ill.; The Toy Tinkers, 
Evanston, IIL. ; 7 Toy Company, Inc., 144 Broadway, 
Brooklyn, N. Y.: 7 he John C. Turner Novelty Company, 236 
Wayne Avenue, Dayton, Ohio; Waibert Manufacturing Com- 
pany, 331 West Ohio Street, Chicago, Ill.; The Watrous 
Manufacturing Company, East Ham ton, Conn. ; Weeden 
Manufacturing Company, New Bedford, Mass.; H. C. White- 
Company, North Bennington, Vt.; The Wilkins Toy Company, 
Keene, H.; The Wilkinson Manufacturing Company, Bing- 
hamton, N. Y.; The A. C. Williams Company, Ravenna, Ohio ; 
Wolverine Supply & Manufacturing Company, 917 Irwin Ave- 
nue, N. S., Pittsburgh, Pa.; hitney Brothers Company, 
Marlboro, N. H.; The Alexander-Kramer,Company, Fourth 
Street U. B. Building, Dayton, Ohio ; monwealth Toy 
Corporation, Merrimac, Mass.; Paper Novelty Manufacturing : 
Company, 225 East Thirty-sixth Street, New York, 
Whitney Reed Corporation, Leominster, "Mass. 
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Parker Brothers, Salem, Mass.; Readsboro: ° 
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at convenience in hanging screen doors 








in the spring and taking them down in 

















the fall, you cannot sell your customers 














anything more satisfactory or better look- 








ing than Stanley Screen Door Hinges No. 














1751. 























Once applied to the surface of the door and 














door frame, the screws need never be re- 














moved. 
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By simply slipping the pins in or out of the 
hinges the door is put up or taken down. 


The sets include a par of No. 1751 3 x 3 
hinges; one pull, 5 inches long; a No. 3 


spring, and one hook and eye. They are 
— in Japan, Antique Copper, Dull 
vass or the rust-proof Sherardized finishes. 








Complete Screen Door Sets 
Each in a Neat Box 


Packed complete with all the necessary screws, 
Stanley Screen Door Sets come to you in strong, neat 
cardboard boxes, ready to hand to your customer. 


Set No. 1750 is the best set of screen door hardware 
on the market, and it is the most convenient screen 
door set for your clerks and your customers to handle. 


You will sell a large number of Stanley Screen Door Sets this spring, 
and as the “anti-fly’’ campaign begins earlier each year, you had 


better order now to insure timely delivery. Be sure to specify 
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Chicago 
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New York 
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NEW GOODS AND NOVELTIES 


Products Being Placed on the Market 
by Hardware Manufacturers 


Garden Hose Display Rack 


The Cyclone Fence Company, Wau- 
kegan, Ill., has recently originated 
two display racks for use with garden 














an 





The Cyclone combination garden hose and 
automobile tire rack, No. 20. Tires can be 
substituted for the coils of hose 
hose and automobile tires. The prin- 
ciple of these racks is clearly illus- 

trated in the accompanying cut. 

The upright end pieces of the frame 
are made of one piece of heavy high- 
grade steel tubing, 1% in. in diameter, 
securely bolted to both the top and 
bottom racks and furnished with 
smooth ball foot pieces. The top and 
bottom racks are each made of one 
continuous piece of tubing 1% in. in 
diameter, bolted and clamped to the 
upright frame. The bottom racks are 
securely braced. 

This combination display rack is 
made in two sizes. The No. 1, which 
will hold two reels of garden hose, 
weighs 75 lb. and lists at $16.50. The 
No. 2, which holds but one reel of gar- 
den hose, weighs 65 lb. ready for ship- 
ping and lists at $15. 

The top racks on both models may 
be used to display either wrapped hose 
in short lengths or automobile tires 
or a mixed display of both. The No. 
1 top rack will hold about fifteen auto- 
mobile tires and the No. 2 about ten 
tires of mixed sizes. The No. 1 rack 
will hold approximately ten 50-ft. 
lengths of hose and the No. 2 about 
six 50-ft. lengths. These display 
racks can be obtained through jobbers 
or direct from the Cyclone Mfg. Com- 
pany. 


Catalog of Farwell, 
Ozmun, Kirk & Co. 


Farwell, Ozmun, Kirk & Co., St. 
Paul, Minn., have recently issued their 
1917 catalog of hardware, sporting 
goods, cutlery, stoves, furniture, har- 
ness and paints. This catalog is bound 
in stiff covers and contains 6520 pages. 
One of the unique features of this cat- 
alog is a handy compilation from the 
Western classification of articles in 


the hardware line in less than car lots. 
This gives the manner in which the va- 
rious articles are packed and the 
freight class. The catalog is divided 
into sections covering the various clas- 
sifications of goods, and contains an 
extensive index. 


Myers Calendar 


F. E. Myers & Bro., Ashland, Ohio, 
has recently sent out a 1917 calendar 
poster which follows the general 
scheme used by this concern for the 
past thirty years. The difference 
from year to year is in the heading 
and in the illustrations of new goods. 
The body of the calendar with its 
many illustrations serves in many in- 
stances as a catalog for the Myers 
line. The dealer can lead a prospect 
up to the poster and show him the il- 


“lustration of any of the new Myers ar- 


ticles. The calendar is lithographed 
in several colors and is of large size. 


Chatillon Scales 


John Chatillon & Sons, 85-93 Cliff 
Street, New York City, have recently 
announced a new line of circular bal- 
ances. 

These scales have large, plain, easily 
read dials. The No. 401 has a folding 
white-enamel pan, which is 13 in. in 
diameter and which is equipped with 

















A new Chatillon circular balance 


nickel-plated bows. No. 402 has a 
heavy galvanized scoop and chains. 
The scoop measures 14 x 14% x 8% 
in. No. 403 has a removable blue-and- 
white-enamel fish pan 15 in. in diam- 
eter with drain holes in the bottom. 
It also has nickel-plated bows. 

All the scales have 8%-in. single 
dial and a 10-in. nickel-plated sash and 
glass The capacity is 30 lb. by 1 oz. 
The dial indicates weights up to 20 lb. 
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Tobey Polish 


The Tobey Polish Company, 58 East 
Washington Street, Chicago, IIl., is 
now distributing in a national way 
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Tobey polish is sold in jugs and in bottles 
in attractive cartons 
the Tobey polish, which up to very re- 
cently was sold only through the fur- 
niture shops of the Tobey Furniture 
Company, Chicago, and New York. 
This polish can be used equally well, 
the company states, on fine furniture 
and automobiles. It is said to clean 
thoroughly and quickly, to remove 
dirt, grease and cloudiness, to oblit- 
erate small scratches, checks and 
stains, and to remove road tar. It 
contains no turpentine, linseed or 
paraffin oil and no substance that can 
in any way injure the finest finish. 
Instead of abstracting the oils, upon 
which the life of the varnish and 
enamel depends, it is claimed that this 
polish supplies oil to the varnish pores 
with each application and thus renews 
and preserves the finish. It gives a 
hard, dry finish that will not become 
sticky or gummy and catch dust. 
Tobey polish is put up in trial 4-oz. 
bottles, selling at 25c., 12-0z. bottles 
which sell for 50c., 1-qt. jugs, the re- 
tail price of which is $1, and 1-gal. 
jugs that sell for $3 each. This com- 
pany also makes Tobey wax polish, 
Tobey glass polish and Tobey furni- 
ture cloth. Special circulars are pro- 
vided entitled “How to Correctly Clean 
and Polish the Varnished and En- 
ameled Body Surfaces of Your Auto- 
mobile” and “How to Clean and Pre- 
serve the Fine Varnish, Shellac and 
Enameled Surfaces of Furniture, 
Woodwork, Automobiles, etc.” 


Home Moving Picture 
Machine 


The Movette Camera Corporation, 
Rochester, N. Y., has placed on the 
market a small moving picture cam- 
era and projector, for use in the home, 
which is known as the Movette. 

The camera is 7 in. long, 5 in. high, 
21% in. wide—about the size and shape 
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The Hanger 


From a mechanical standpoint the 
perfect design for a door hanger is 
the center hung type—used only in 
No. 31 and No. 35 types trolley track. 


The four hanger wheels roll in the two 


The Trolley Track 


Long use and years’ experience have 
proven the box-shaped trolley track, 
No. 31 and No. 35 types, the most 
satisfactory. 


This track provides two runways smooth runways in the track; from the 
on which the carrier wheels roll, thus exact center of the two axles which con- 
distributt . 4a nect the four wheels, a pendant suspends, to 

istributing the load; protects the which the aprons which hold the door are 
hangers from the weather, is bird- attached. Thus the load is suspended from 
£ 3 : the exact center of the hanger—any varia- 
proof, jump-proof and trouble-proof. ~ tion of the door off center of gravity does 

Sold in 4, 6, 8 and 10-foot lengths not affect the easy movement of the hang- 

‘ ers in the track. 
All R-W Garage Door t Outfits include R-W 
Door Hangers and Trolley Track 

















? No. 635 R-W Recepinc Garace 
“ats wen sami Door OutFit 
For No. 435 St rpinc-Foipine 
Doors 1n GARAGES 








For No. 235 Ricut Ancte Doors — crane See neem 


1n GARAGES 





R-W Stewart Exectric Door 


OPENER AND CLOSER 
Branches: a 
New York—Chicago a a co 


Boston—Philadelphia . 
St. Louis—Minneapolis “A hanger for any MANUFACTURING Co. ie 
Los Angeles—San Francisco door that slides.’’ S| AURORA_ILL.U.SA. 2 
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of a book. The weight is about 2 lb. 
The only exposed parts are the lens 
opening, the crank handle and the 
view finder. 

The home projector is 20 in. long, 
9% in. high and 8 in. deep. Accord- 
ing to the manufacturer, it will show 
in clearly defined lines moving pic- 
tures up to 9 ft. in width. A picture 
of unusual brilliancy is said to be 
projected 4 ft. wide at a distance of 
12 or 15 ft., which is about the aver- 
age projecting distance available in 
the home. The regular electric house 


current is used in a 700 cp. nitrogen-., 


filled Mazda lamp with a special con- 
centrated filament that gives a power- 
ful light. 

The film, which is sold on spools, is 
50 ft. long, and when projected will 
last about 2 min. It can be loaded 
and unloaded in daylight. The film 
can be developed in the regular way, 
and is non-inflammable. 

The price of the. Movette camera is 
$29.75. 


Bicycle Week 


The United Cycle Trade Director- 
ate this year has selected the week of 
April 28 to May 5 as Bicycle Week, 
elaborating the arrangement that was 
carried out last year when the extra 
day in the leap year, February 29, 
was observed at Bicycle Day. This 
Bicycle Week will be a big national 
booster week for the bicycle, and 
plans are now under way to hold bi- 
cycle racing meets throughout the en- 
tire country. Suitable prizes will be 
awarded the winners in these races 
by the directorate, which is composed 
of representatives of the bicycle and 
associated industries. 


“Mason” Turbine 
Blasting Machine 


The Atlas Powder Company, Wil- 
mington, Del., has placed on the mar- 
ket the “Mason” turbine blasting ma- 
chine, which can be operated by steam 
or compressed air. 

To operate the machine the air or 
steam pipe is attached to the connect- 
ing point which leads to the turbine. 
The pressure of the air or steam must 
be 75 lb. or over. The lead wires 
are then attached and held by the 
thumb screws, the air or steam is 
turned on, and the turbine starts. 
This turbine is connected on a direct 
shaft to an electrical generator capa- 





Hardware 

















The Movette motion picture camera and projector 


ble of producing 300 volts of electri- 
city. 

On the top of the machine is placed 
a push button. When this button is 
pressed and the indicator on the volt- 
meter goes to the opposite black line 
marked “Firing Point,” sufficient volt- 

















The Mason turbine blasting machine 


age has been generated to fire the 
blast. This is done by retaining the 
pressure on the push button and turn- 
ing the switch. 

The case of the machine is said to 
be substantially made of hard wood 
and the turbine and generator are 
made of high-grade material. Ex- 
plicit directions and a drawing of the 
inside workings are placed in the 
cover of each machine. The net 
weight is 45 lb. The gross weight is 
80 lb. The dimensions are 14%4 x 13 x 
10% in. The capacity is 150 fuses. 




















The new McKinney door latch. The right portion of the cut illustrates the appearance 
of the handle on the inside of the door 


McKinney Door Latch 


The McKinney Mfg. Company, 
Pittsburgh, Pa., has recently added to 
its line of products the McKinney door 
latch. When a door equipped with 
this latch is closed and fastened by 
means of a dependable padlock, it is 
said to offer adequate protection inas- 
much as all screws in the latch are 
completely concealed. 

In closing the door the latch locks 
automatically. Owing to the peculiar 
shape of the latch bar and keepers, 
the latch can be used on either slid- 
ing or swinging doors, and is rever- 
sible, for use on either right or left- 
hand doors. 

This new latch is designed for use 
on barn, garage and other outside 
doors and is made_ exceptionally 
strong and durable of high-grade cold- 
rolled steel. It is adjustable to doors 
varying from 134 to 3 in. in thickness. 
The latch consists of only four parts 
—an outside and an inside handle 
plate and two catch plates or keepers 
that are equipped with padlock eyes. 
The handles are of good size and 
afford a comfortable grip. They are 
placed far enough from the edge of 
the door to prevent the possibility of 
the fingers being caught when closing 
the door. The latch bar is 6% in. 
long. 

This latch is furnished regularly in 
Japan finish with screws of the proper 
quantity, size and finish, packed in a 
strong paper box. 


THE AMERICAN FIBRE CHAIR SEAT 
CORPORATION, 540 Van Alstyn Avenue, 
Long Island City, N. Y., successors to 
the National Seat & Novelty Com- 
pany, Hop River, Conn., is now located 
in its new plant, which is devoted to 
the manufacture of fiber chair seats 
exclusively. It has a capacity of 36,- 
000 chair seats per day. A complete 
fiber mill is part of the company’s 
equipment. The company states that 
low selling prices for its products are 
possible because of the large output 
and it controls the product from the 
raw material to the finished article. 


THE BECKWITH COMPANY jis the 
new name for the stove concern for- 
merly operated under the name of 
Estate of P. D. Beckwith, Inc. The 
management of the organization is 
unchanged, and the capitalization re- 
mains the same. 
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Famous “Ten-Ten’ 
Watershed Track 
and Hangers 





No. **Ten-Ten"™ No. **Ten-Twelve’’ Ad- 
Adjustable In justable, in and Out 
and Out —Up and Down 


ANOTHER INSTANCE OF A-P SUPREMACY 


The “Ten-Ten” door track is bird, ice, snow, dirt, rust 





rain and weight proof. It is simple in design and strong, The Gigantic Press used for making 
being made from one steel blank without rivets or welds. eapeus S060 since 
Because of the cylindrical wheel tread and watershed Since our first monthly shipment of 55,000 feet of 
= c . lel bs en — : = No. “Ten-Ten” track, each month has pt ence an 
extension, the tandem type hangers ope rate with least ncrease until we have been obliged to increase our 
possible friction. No service too hard. No door too large ypacity to an annual output of over four million 
Tr ° 4s } feet. We now operate one of the largest power 
or too heavy. The only perfect watershed providing the iresses in the world, This wonderful press, especially 
a . =e. er ee oo -_ onstructed under the supervision of our engineers, is 
swingout feature by the frictionless tilting of the hanger mailt of the highest grade steel and cam produce 1560 
wheels on the rounded tread of the track. Allows 41% feet per hour. It is one of the huge presses behind 
feet swingout E fone ae the “Ten-Ten” track. This track weighs 214 lb. per 
swingout on a Q toot opening. foot. Compare it with others. 


Ghe Original hi Ee ane sais 


BRANCHES AND WAREHOUSES 


SRN EIING: 3 (CHICA 
STORE LAD id E/ a mee = BO os Si ae 


FIRE DOOR z 


GARAGE DOOR CON : 
MAIN QFFICe AND 
DANVILLE sILLINGIS, U.S.A. 
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‘“‘Red-E”’ Lathe Tool 


The Ready Tool Company, Bridge- 
port, Conn., manufactures the “Red- 
E” style X lathe tool. There are five 
features of this tool to which the com- 
pany calls special attention. The first, 
indicated by 1 in the accompanying 
illustration, is the holder, which is 
made of drop forged chrome-nickel. 
The second feature is an inserted half- 
round section of tool steel electrically 
welded in place which prevents wear 
at that point and which prevents 
breaking of the cutters. 
is a set screw which is made from a 
special metal and which is guaranteed 
not to break. The fourth feature is 
a special treatment which hardens the 
outside of the holder and leaves the 
inside tough and strong. The fifth 














The “Red-E” lathe tool 


feature is the high-speed steel] cutter 
which is treated by a special process 
that makes it uniform in hardness 
and which is said to give the cutters 
long-wearing qualities. 


Center and Pin Punches 


The West Haven Mfg. Company, 
New Haven, Conn., is marketing a set 
of “O.K.” brand center punches known 
as No. 3 C.P. Each set consists of 
three punches of the following meas- 
urements: 2% x 3/16, 2% x % and 
4 x 9/32. The three punches are 
mounted on a card; six sets are packed 
in a box. The price of a set is 25c. 

This company also manufactures 
the “O.K.” brand light-drive pin 
punches. These punches have bodies 
3/16 in. in diameter, are 24%, 2% and 
2% in. in length, and 1/16, 5/64 and 
3/32 in. approximate diameter at the 
point respectively. A set of three is 
mounted on a card and sells for 25c. 
Six sets are packed in a box. 


“* Quick ” Clamp 


The Cincinnati Tool Company, Cin- 
cinnati, Ohio, has recently placed on 
the market a new article known as 
the “Quick” clamp. It can be ad- 
justed and applied to the work al- 
most as quickly as the user can pick 
up the clamp. The traveling arm is 














The ‘Quick” clamp 


moved down the bar until the proper 
opening is secured, when fhe final 
adjustment can be made with the 
screw. 

It is said that the clamp will not 
slip, and that the screw will stay in 


The third - 
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Center punches and pin punches mounted in sets on display cards 


the position in which it is placed. 
The clamp can be readily detached. 
It is rigid at any opening. When the 
clamp has become badly worn in any 
part, it can be easily repaired at a 
small expense. 

This clamp is made in two weights 
and in any length desired. 


Set of Cake Molds 


The Chapman.Company, Geneva, N. 
Y., is marketing a set of “Van Deu- 
sen” cake molds. 

The Chapman method of baking 
cake is to make a more delicate bat- 
ter than for the old method; bake all 
the cakes in ungreased molds and 
allow them to stick. The cakes can 
then be turned upside down in the 
molds, which rest on their side sup- 
ports shown in the accompanying 
illustration. The cake tin thus sup- 
ports the cake and is said to prevent 
the cake from becoming soggy while 














A set of Van Deusen cake moulds 


cooling. When the cake is to be re- 
moved the side supports can be taken 
out and the cake loosened by means of 
a knife inserted in openings provided 
for that purpose in the bottom of the 
mold. 

The set contains three cake molds, 
as shown in the accompanying illus- 
tration, one measuring cup and one 
Chapman egg whip. The list price is 
$9 per dozen. 


“Peerless” Lawn 
Sprinkler 


The Thompson Mfg. Company, 
Eighth Street and Santa Fe Avenue, 
Los Angeles, Cal., has recently placed 
on the market the No. 20 “Peerless” 
lawn sprinkler. It is said that this 
sprinkler will not upset when being 
moved about at the end of the hose. 
The 8-in. base is made of No. 6 gal- 
vanized wire and is molded into the 
sprinkler body. It insures the sprin- 


kler always remaining in the correct 
position. 
The sprinkler is a die casting made 














The “Peerless” lawn sprinkler 


of pure zinc with a brass lining and 
machine cut threads. The connection 
is threaded for %-in. standard hose 
couplings. 


Durst Mfg. Company 
Catalog 


The Durst Mfg. Company, 105-107 
Chambers Street, New York City, has 
recently issued a new catalog of 
mechanical rubber goods, plumbers’ 
sundries and automobile accessories. 
In this catalog, which contains 124 
pages, are described such items as 
fruit-jar rings, garden hose, air 
treads, bath mats, door mats, tubing, 
tires, force cups, elbows, sink stop- 
pers, fuller balls, washers, bath 
sprays, an extensive line of plumbers’ 
sundries, and a comprehensive assort- 
ment of automobile accessories. This 
concern is featuring an assortment of 
automobile accessories to cost the 
dealer $150. 


Ironing Board Clip 


The Ironing Board Clip Company, 
Inc., Cleveland, Ohio, has recently 
placed on the market a new ironing- 
board clip known as the “Simplex.” 
It is made of coppered steel wire, and 
is fastened to the board by means of 
screws instead of with staples, as 1s 
the “Quick-Catch” clip, made by this 








“Simpler” ironing board clips in use 


company. Whereas the “Quick- 
Catch” clip formerly sold for % 
cents, the “Simplex” will retail at 10 
cents. It is said that the “Simplex 
clip can be easily attached to the 
board, and will hold the ironing-board 
cover firm and smooth. 
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The Home of Hibbard, Spencer 
Bartlett & Co., and the Pexto 
isplay 


You Can See Them Here 


Hibbard, Spencer, Bartlett & Company’s Permanent 
Display of Pexto Sheet Metal Workers’ 
Machines and Tools 


What the well-known house of Hibbard, making rapid strides and the recent devel- 
Spencer, Bartlett & Co., of Chicago, thinks opment of machines for use in it has been 
of Pexto Sheet Metal Workers’ Machines marked. Up-to-date machines mean _in- 
and Tools is shown by the fact that it creased output, improved quality, and lower 
maintains as a permanent feature the Pexto cost of production. 


Display pictured above. Pexto Machines produced in the last year 
If you live in or near Chicago or are or two embody important improvements. 
going there, you'll find a visit to the Hib- Send for the Pexto Pocket Manual. It 


bard, Spencer, Bartlett & Company’s Dis- tells about the new ideas in sheet-metal 
play interesting and profitable. Similar ex- working machines and contains other valu 
hibits are to be found in a number of other able information. Free. 

large hardware and machinery houses in 


various parts of the country. We will be : 
glad to direct you to the nearest one, perhaps The Peck, Stow & Wilcox Co. 


: . m eity MFRS. Mechanics’ Hand Tools, Tinsmiths’ 

right yam one city. and Sheet Metal Workers’ Tools and Ma 

Have You Kept Pace With chines, Builders’ and General Hardware 
Developments? Southington, Conn. Cleveland, Ohio 


1p . 1dd d. t Y 
[he sheet-metal working industry is ww Tne. * 


PEXTO 


METAL WORKERS MACHINES & TOOLS 















Growth of Tenk Hardware 


Company’s Accessory 
Department 


The automobile accessory depart- 
ment of the Tenk Hardware Com- 
pany, Quincy, Ill., has been established 





Tenk’s catalog of accessories is 8% 
wide and 11% in. high 


less than three years, but it has al- 
ready become one of the most pro- 
gressive departments of this enter- 
prising hardware concern and has 
shown a rapid and steady growth. It 
is the ambition of the manager of the 
department to make it the leading 
one of the house. The rapidly in- 
creasing use of the automobile and 
the number of small trucks and trac- 
tors that have been sold to the far- 
mer, he is fully confident, will make 
the realization of this ambition pos- 
sible. 

A. Nesta, manager of the automo 
bile supply department, began his 
hardware career in April, 1909, as a 
stock clerk for his present employer. 
He worked at this for a short time 
when an opening occurred in the cut- 
lery and sporting goods department, 
and he was given an opportunity to 
show his worth with these lines. 


In 1914 the Tenk Hardware Com- 
pany decided to add automobile acces- 
sories, and, owing to the manner in 
which young Nesta had handled the 
cutlery and sporting goods depart- 
ment, it was decided to place the re- 
sponsibility of the new department on 
his shoulders. 

Neither the home force nor the 
salesmen had had much experience 
with motor car supplies, and it was, 
of course, no easy task at first to get 
the line in proper shape. There were 
a good many sleepless nights the first 
season, caused by the multitude of op- 
portunities to purchase items that 
would make beautiful monuments 
later on. In those days the quantity 
purchased governed the ‘price and the 
buyer was sometimes at a loss to 
know whether he could handle a mini- 
mum quantity to advantage. Now, 
of course, the minimum quantity is 
not much of a factor in the accessory 
business of the Tenk Hardware Com- 
pany. 

Though the business is settling 
down toward more staple merchan- 
dise, there are still a good many spe- 
cialties on the market that would 
prove unsalable in the stocks of many 
dealers. To encourage the sale of au- 


A. Nesta 
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tomobile: accessories and to assist the 
dealer in keeping “stickers” out of 
his stock, the company made up two 
assortments for dealers. These as- 
sortments cost $50 and $100 each. 
The $50 assortment consists of a 
fairly comprehensive line of accesso- 
ries and a 4-ft. showcase; the $100 
outfit includes a 6-ft. showcase and a 
larger and more varied assortment 
of motor car supplies. Great care 
was taken in choosing the items for 
these assortments and only _ such 
goods were used as would, under most 
conditions, meet with ready sale and 
give satisfaction to the consumer. 
This case deal has proved exception- 
ally popular and a large number of 
them have been sold. 


Master Carbureter Dealer 
Convention 


The Master Carbureter Corpora- 
tion, 1523-1531 West Fort Street, De- 
troit, Mich., has just completed the 
first Master carbureter dealers’ con- 
vention. It was held in New York 
City at the Park Avenue Hotel. There 
was a large attendance of dealers 
from all parts of the country who 
handle Master carbureters exclusively 
in their territory. This convention 
started a co-operative campaign that 
has been outlined for 1917 between 
the dealer and the factory. There 
were technical discussions by R. M. 
Anderson, chief engineer of the com- 
pany; T. A. B. Richardson, chief 
draftsman; a dealer from Sydney, Aus- 
tralia, told of the success the Master 
carbureter was meeting in that coun- 
try. The experiences of dealers, users 
and advertising men were taken up. 
The convention adjourned to meet at 
Chicago next year during the automo- 
bile show. 


Franklin “Two-Way ’ 


Converter 


The Franklin “Two-Way” Con- 
verter Company, Herald Building, 
Chicago, Ill., has announced to the 
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You who do not sell Fisk 
Tires still have ample time 
to reap your share of the 
profits to be made from 
this year’s monster adver- 
tising plans. 


Write at once to Dept. H 
for dealer plan. 


THE FISK RUBBER CO. 


of N. Y. 
Chicopee Falls, Mass. 
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Did You See 
This Ad? 


T appeared during the past month 
in The Saturday ‘Evening Post, 
Motor Life, American Motorist, and 
so on. It is the opening gun in the 
big campaign that is to continue 


throughout the year for the benefit of 
65,000 dealers who sell 
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trade the Franklin “Two-Way” con- 
verter for converting the Ford car 
into a 1-ton truck and for converting 
it back again into a pleasure car. 
This can be done without damage to 
the Ford chassis. 

The Ford rear axle becomes a jack- 
shaft and is folded under the new 
channel frame by means of a special 
casting. Under ordinary conditions 
the Ford axle, it is stated, would re- 
quire shortening to maintain the 
standard tread of 56 in., but the 
Franklin “Two - Way” converter 
eliminates that costly detail by em- 
ploying a special bell sprocket that 
telescopes the Ford brake drum. 

To set up the converter, the rear 
wheels, rear spring and radius rods 
of the Ford are removed and the 
Franklin “Two-Way” converter bolted 
on. The converter can be removed 
when the Ford is to be used as a pleas- 
ure vehicle. 

The cost of the Franklin 
Way” converter is $345. 


“T wo- 


Combination Tire and 
Luggage; Carrier 


The Hastings Mfg. Company, Hast- 
ings, Mich., has recently added to its 
line of automobile products “Greene’s” 
combination tire and luggage car- 
rier, which provides space for two 
tires, on or off the rim and locked 
against thieves, in addition to a trunk 
rack 21 x 40 in., with a capacity of 














“Greene’s” combination tire and luggage 
ca 

500 lb. and a loading space of nearly 
6 sq. ft. It can be placed in an in- 
clined position for carrying suit cases 
and small luggag ewithout strapping. 
For tires only the rack folds closely to 
the back of the car. 

This carrier is said to be especially 
valuable to farmers owning Ford cars, 
for carrying cans of cream, sacks of 

grain, fruit or vegetables to market. 


Hardware 














The Franklin “Two-Way” converter by means of which the Ford car can be used as a 
l-ton truck 


“Greene’s” combination tire and 
luggage carrier is made of structural 
steel, solidly welded on all corners. 
The cross-pieces are made of bar 
steel. The brace arms, which are 
telescopic, extend up to the goose 
neck rod, on which the top rests when 
down. A simple easily operated au- 
tomatic device locks the rack in any 
position desired. 

The tire carrier clamp is adjustable 
to all sizes. It holds the tires firmly 
and prevents them from shaking 
loose or rattling. The tires can be 
locked securely. An exhaust deflector 
is provided to prevent the exhaust 
gases from burning the tires. The 
lamp and license bracket is removed 
from the accustomed position and a 
new bracket is furnished to clamp on 
the top of the left fender. 

The weight of this carrier is 35 lb. 
The price is $8.50. 


Burrill Tire Tool 


The Burrill Tire Tool Company, 
Inc., 35 Commonwealth Avenue, Con- 
cord Junction, Mass., has recently 
placed on the market the Burrill tire 
tool for removing and replacing split 
rims. , 

To remove rims the two circular 
clamps are securely fastened to op- 
posite sides of the rim, one of them 
a short distance from the joint. The 
turn buckle is then used to draw the 
clamps together. 

To expand the rim the tool is used 
as shown in the accompanying illus- 
tration and the operation reversed. 














The Burrill tire tool. 


At the left, removing the rim; at the right, replacing the rim 


‘“‘Wellsworth” Goggle 
Display Case 


The American Optical Company, 
Southbridge, Mass., has recently an- 
nounced to the trade a new goggle 
display cabinet which shows a dozen 
of the more popular, moderate-price 
automobile goggles. 

This showcase is built of well-sea- 
soned oak finished in mission style. 
The goggles are displayed in a par- 
titioned tray, as shown in the illustra- 
tion. The name and price of each 














The “Wellsworth” goggle display case 


style is lettered attractively on the 
card which forms the bottom of the 
tray. The glass front protects the 
goggles from dust and from being 
soiled through handling. Underneath 
the tray is a roomy section in which 
additional goggles and cases can be 
kept. 

The assortment of goggles displayed 
in the “Wellsworth” cabinet range in 
price from 50c. to $2.50. The display 
cabinet is given free with any one of 
three assortments referred to as As- 
sortment No. 1A, 2A and 3A, which 
contain 43, 64 and 83 pairs of goggles, 
respectively. Advertising material, 
order blanks and a lens-cleaning cloth 
are packed with each cabinet. 


“Vitristone” Spark Plugs 


The Emil Grossman Mfg. Corpora- 
tion, Model Factory No. 20, Bush Ter- 
minal, Brooklyn, N. Y., to meet the 
conditions caused by a modern, high 
speed, high compression gasoline mo- 
tor, has developed a new insulator 
for “Red Head” spark plugs known 
as “Vitristone.” 

“Vitristone” is described as a new 
type of vitrified stone. According to 
the manufacturers this may be ex- 
posed to intense heat without crack- 
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Genolite 7 °29.= 


An improved electric lighting system for lighting all five lamps, 
heads, sides and tail — gives brilliant light from storage battery 
in both side and tail lamps (which we furnish) irrespective of whether 
motor is running or idle. Provides also two nitrogen head-light 
bulbs lighted through patented regulating device which governs 
flow of current taken from magneto, giving more constant light at 
low ine speeds and can be dimmed at will at high speeds. In- 
stalled in two hours. 


Genolite «2°31 


Includes the following-—a storage battery—-a generator with 
“cut out” which automatically charges the battery —- two beautiful 
side lamps with bulbs — one high grade tail lamp with bulb —- one 
high grade windshield spotlight with bulb — one coil box for automati- 

ly regulating spotlight —- which also automatically dims headlight. 
Together mecessary wires, brackets absolutely complete, 
ready for installation. No extras needed. Installed in two hours. 








Dynolite *6.> 


A powerful windshield spotlight designed exclusively for Ford 
cars. Cannot be excelled for the quality of material throughout,its 
many exclusive features and the exceptional power and brilliancy 
of its light. Operates off magneto through patented regulator which 
automatically delivers current at the proper voltage, keeping light 
constant in power irrespective of motor speed. Only two terminal 
connections to make installation. 


Constolite *4= 


Gives a full driving light at practically all speeds —light in both 
head lamps at all times. Wired in multiple to prevent burning 
out——- dimmer switch conveniently located on steering post —an 
exclusive feature found in no other device control. All wires, two 
extra bulbs, and dimmer switch provided. Installed in few minutes. 


DEALERS ! This is the greatest sales producing accessory of the year. Write for particulars. Dept. LI 


Perfect Electric Lighting for Ford Cars 
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ing. All “Red Head” spark plugs are 
now furnished with this artificial 
stone insulator. 


Benjamin Accessory 
Catalog 


The Benjamin Electric Mfg. Com- 
pany, 120-128 South Sangamon Street, 
Chicago, IIl., has recently issued an at- 
tractive little catalog of Benjamin au- 
tomobile accessories. It contains 20 
pages and illustrates a line of auto- 
mobile horns, push buttons, battery 
cases, the “Regulite,” which is a little 
device that regulates ignition, the Ben- 
jamin recharger for Ford magnetos 
and a number of electrical specialties 
and tools. 


Reverse Pad T Hinge 


The Stanley Works, New Britain, 
Conn., have placed on the market a 
heavy T hinge with a reverse pad. 

Very little time and labor is needed 
to apply this hinge, as the jamb of the 














The Stanley reverse pad T hinge 


door only is mortised, the door put in 
place and the surface leaf applied to 
the face of the door. One pair of 
these hinges is packed in a box with 
screws. The hinge is known as the 
SC963 JI, and can also be had in com- 
plete sets of hardware for the garage 
door, consisting of hinges, bolts, 
latches, hasps, door holders and 
handles. 

This reverse pad T hinge can be 
furnished in 10, 12, 14 and 16-in. sizes, 
finished in dead black japan. 


New “Ever Good” 
Bumpers 


The Emil Grossman Mfg. Corpora- 
tion, Bush Terminal, Model Factory 
No. 20, Brooklyn, N. Y., has added to 
its line of automobile bumpers the 
“Ever Good” double spring bumper. 

It is constructed of two bars made 
from high carbon spring steel. Be- 
cause of the resiliency of the springs 
at all parts of contact, the company 
states, the force of a collision will 
cause less damage to the object acci- 
dentally struck than would be the case 
if a stiff bar bumper were used, and 
the collision will result in no damage 
to the double spring bumper itself. 
The main curved spring is % in. 
thick and the supplementary spring 
% in. thick. It is made to fit practi- 
cally all makes of cavs. 

Another new bumper of this com- 
cern is the “Ever Good” splash-pan 
bumper, which is made for a number 
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The “Ever Good” double spring bumper and the “Ever Good” splash-pan bumpe 


of models, having a splash-pan or 
apron bolted to, or overlapping, the 
front spring hanger of the frame. 
The arms hook around the lower 
flange and clamp against the chassis 
frame. It is therefore not necessary 
to drill or spring the pan or mar the 
appearance of the car to attach the 
fittings. 

The splash-pan bumper arm can be 
raised or lowered to secure the proper 
elevation of the bar. Shock is ab- 
sorbed by heavy coil springs in the 
tubular section of the arm. Fittings 
are high-grade malleable iron cast- 
ings, ground and finished in black 
Japan. 

All “Ever Good” bumpers are now 
treated by the Lohman rust-proof 
process, which, according to the com- 
pany, makes the steel really proof 
against rust. In this way “Ever 
Good” Lohmanized bumpers will re- 
tain their bright finish in any climate 
and all atmospheric conditions. 


«Prismolite’? Automobile 


Lens 


The Standard Glass Specialty Com- 
pany, Morgantown, W. Va., has re- 
cently placed on the market the “Pris- 
molite” automobile headlight lens. 

The company states that the small 
prisms of glass that compose the face 
of the “Prismolite” k up the rays 
of light diffusing them so that instead 
of being in a concentYated beam the 
light comes from the lamp in a flood 
of illumination. This is accomplished 
by passing it through perfectly cut 
prisms that are slightly over % in. 
square. The lens is convex, and the 


The “Prismolite” headlight lens 
light is thus spread immediately in 
front of the car and also at its sides. 
It is said that one may look directly 


into the headlight without being 
blinded by the glare, and that for a 
distance of 50 ft. on each side of the 
car and for a distance of 250 ft. in the 
front the lens will cast sufficient illu- 
mination for the driver to distinguish 
ditches, fences, road signs and turns. 


*¢ Spray ” Primer 


W. T. Walker & Co., Inc., 11 Pem- 
berton Square, Boston, Mass., is 
marketing the “Spray” primer for 
automobiles. 

The “Spray” primer is a small in- 
jector pump, the operating button of 
which is attached to the inside of the 
dash or floor board. The cylinder 
pump container, which is about 3 in. 
long, is under the hood. The suction 
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The “Spray” primer 

part of this pump is connected to the 
gasoline supply line between the tank 
and the carburetor. The exhaust part 
is connected with the intake manifold. 

The object of the “Spray” primer 
is to vaporize the gasoline in the cy]- 
inder so that it can be easily ignited 
by the spark from the plug. By one 
push of the plunger the gasoline vapor 
is forced into the cylinder close to 
the intake valve, completely filling the 
manifold. 

The reaction of the plunger pump 
automatically charges the primer. 
According to the manufacturer the 
primer can be installed in a very short 
time. The retail price is $7.50. 


Evinrude Dealer Booklet 


The Evinrude Motor Company, Mil- 
waukee, Wis., has recently published 
a handsome, large-size booklet en- 
titled, “What the Evinrude Agency 
Means to You,” describing the sales 
policy of the company, its advertis- 
ing activities, special display mate- 
rial, moving picture slides, news- 
paper electros, advertising signs and 
demonstrating models that are fur- 
nished to dealers. 


THE SiLvex COMPANY, manufac- 
turer of Bethlehem spark plugs, is 
preparing to remove its rapidly in- 
creasing sales organization, advertis- 
ing department and general office force 
from the factory and into a separate 
office building at South Bethlehem, 
Pa. 
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Send tor this Book 
It shows you how to become the most prominent 


tire dealer in your community 


The Diamond Tire Advertising campaign will put you 
prominently before local automobile owners. 


It advertises you and your busi- 
ness as well as the tire, and makes it 
easy for you to sell. 


Diamond's Tires 


Factories: Akron, Ohio Distributors Everywhere 


Diamond Tires, Akron, Ohio 


Please send me the Diamond Advertising 
Campaign Book 


Name of Company 


Street 


City 
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INDIAN HEAD, SASKA’ AN.—H. B. May is suc- 
cessor to the Indian Head Hardware Company. 

HARRISON, ARK.—The Boone County Hardware Com- 
pany, Inc., doing both a wholesale.and retail business, re- 
quests catalogs on the following: Automobile accessories, 
belting and pacteae, buggy whips, builders’ hardware, build- 
ing paper, churns, cream separators, cutlery, dairy supplies, 
dynamite, electrical household jialties, fishing tackle, gal- 
vanized and tin sheets, gasoline engines, hammocks and 
tents, harness, heating stoves, heavy farm implements, heavy 
hardware, lubricating oils, prepared roofing, pumps, ranges 
and cook stoves, refrigerators, shelf hardware, silverware, 
sporting goods, wagons, buggies and washing machines. 

RUSSELLVILLE, ARK.—The firm of Patrick & Leonard 
has been dissolved. Each of the partners will continue in the 
hardware and furniture business for himself. The stock of 
goods will be divided. J. F. Leonard will remain in the pres- 
ent location, and carry a complete stock of automobile acces- 
sories, baseball goods, builders’ hardware, electrical house- 
hold specialties, mechanics’ tools, furniture, hardware, etc. 
Catalogs requested on furniture and hardware. 


JOHNSTOWN, COL.—J. H. Parish & Son have dissolved 
oe miter A new company to be known as the Johnstown 

ardware & Implement Company has been formed by C. A. 
Brannaman, Charles W. Beery and J. A. Ferguson, to deal 
in automobile accessories, baseball goods, bathroom fixtures, 
belting and packing, bicycles, buggy whips, builders’ hardware, 
building paper, children’s vehicles, churns, cream separators, 
crockery and re yl ne cutlery, dairy ty dog collars, 
dynamite, electrical household specialties, fishing tackle, gal- 
vanized and tin sheets, gasoline engines, hammocks and 
tents, harness, heating stoves, heavy farm implements, heavy 
hardware, home barbers’ supplies, kitchen cabinets, kitchen 
housefurnishings, lubricating oils, mechanics’ tools, paints, 
oils, varnishes and glass, plumbing department. poultry sup- 
plies, prepared roofing, pumps, ranges and cook stoves, refrig- 
erators, sewing machines, shelf hardware, silverware, sport- 
ing goods, wagons, buggies and washing machines. Catalogs 
requested. 

MURRAY, IDAHO.—The Murray Hardware Company has 
disposed of its stock to Walter A. Johnson and James D. 
Hadley. 

CAMBRIDGE, ILL.—The hardware store of A. J. 
now owned by Mrs. R. S. Attwater and Frank Wilson. 
new firm name will be Attwater & Wilson. 


COOKSVILLE, ILL.—C. J. Baum has moved his stock of 
hardware and machinery into the building which he recently 
purchased. 

MINONK, ILL.—The George P. Hindert Hardware Com- 
pany has been incorporated with a capital of $15,000. The 
incorporators are George P. Hindert, George Cecil Hindert 
and Marie F. Hindert. 

ALLERTON, IOWA.—The F. L. Bassett Implement Com- 
pany has bought C. E. Riddle’s stock of automobile acces- 
sories, bathroom fixtures, belting and packing, bicycles, buggy 
whips, builders’ hardware, building paper, churns, cream sepa- 
rators, dairy supplies, electrical household specialties, gal- 
vanized and tin sheets, gasoline engines, hammocks and 
tents, harness, heavy farm implements, heavy hardware, lime 
and cement, en oils, oil cloth, paints, oils, varnishes 
and glass, plumbing department, prepared roofing, pumps, 
wagons, buggies and washing machines. Catalogs requested. 

DANA, IOWA.—Jay M. Wiggun has bought from Frederick 
Hall his stock of implements, pumps, plumbing material, har- 
ness, paints and oils, on which catalogs are requested. 


MONROE, IOWA.—The Monroe Mercantile Company has 
added a stock of implements, farm machinery, light and 
heavy hardware, etc., to its regular line. The firm’s business 
is both wholesale and retail in the following, on which cata- 
logs are requested: automobile accessories, baseball goods, 
bathroom fixtures, belting and packing, bicycles, buggy whips, 
builders’ hardware, building paper, children’s vehicles, churns, 
cream separators, crockery and glassware, cutlery, dairy 
supplies, dog collars, dynamite, electrical household special- 
ties, fishing tackle, furnaces, furniture department, galvan- 
ized and tin sheets, gasoline engines, hammocks and tents, 
harness, heating stoves, heavy farm implements, heavy hard- 
ware, home barbers’ supplies, iron beds, kitchen cabinets, 
kitchen housefurnishings, lime and cement, linoleum, lubrt- 
eating oils, mechanics’ tools, oil cloth, paints, oils, varnishes 
and glass, plumbing department, poultry supplies, prepared 
roofing, pumps, ranges and cook stoves, refrigerators, sew- 
ing machines, shelf hardware, silverware, sporting goods, tin 
shop, toys, games, wagons, buggies and washing machines. 

PATON, IOWA.—O. B. Stribling has purchased the interest 
of Henry I. Batcheller in the O. B. Stribling Hardware Com- 
pany, and will continue the business under his own name. 


YORKTOWN, IOWA.—The hardware stock of the Chap- 
man Estate has been sold to J. H. Huseman. 


EFFINGHAM, KAN.—The hardware store of U. B. Sharp- 
less and W. R. Smith is now owned by Snyder & Sells, who 
request catalogs on automobile accessories, baseball goods, 
bathroom fixtures, belting and packing, bicycles, buggy whips, 
builders’ hardware, building paper, children’s vehicles, churns, 
cream separators, cutlery, dairy supplies, dog collars, elec- 
trical household specialties, fishing tackle, furnaces, galvan- 
ized and tin sheets, gasoline engines, hammocks and tents, 
harness, heating ‘stoves,, heavy farm implements, heavy hard- 
ware, iron beds, linoleum, lubricating oils, mechanics’ tools, 
oil cloth, a. oils, varnishes and glass, plumbing depart- 
ment, poultry supplies, pumps, ranges and cook stoves, refrig- 
erators, sewing machines, shelf hardware, silverware, sport- 
ing goods, tin shop, toys and games, wagons, buggies and 
washing machines. 

LAWRENCE, KAN.—Green Bros. have recently bought the 
hardware stock of A. E. Osborn & Co., which will be com- 
bined with their own. They have added a line of imple- 
ments and heavy hardware. 

ATHOL, MASS.—Frederick H. Lee and Arthur B. Perkins 
have purchased the hardware business conducted by the late 
Samuel Lee at 1477 Main Street. The Hardware Com- 
pany will be the firm name. Many improvements have been 
made in the store, and the interior has been painted. Cata- 
logs requested covering expansion bolts, alarm clocks, auto- 
mobile accessories, sporting goods, horse goods and blankets. 


Ross is 
The 


Hardware Age 


NOTES OF THE RETAIL HARDWARE TRADE 


HOLYOKE, MASS.—A. J. Osborne has purchased the in- 
terest of Mrs. Gilbert E. Russell in the firm of G. E. Rus- 
sell & Co., 245 High Street. . Osborne has been a member 
of the firm since 1889. The transfer includes the High 
Street property and large aerege buildings in Suffolk Street. 
No change will take place in the firm name. 


LAKE WILSON, MINN.—The firm of Peterson & Rotnem 
has been dissolved. The implement business will be con- 
ducted by P. O. Peterson. 


CHULA, MO.—W. E. Bassett and W. D. Gage have leased 
the Leavell Building for a hardware store. 


MONTGOMERY CITY, MO.—The 8S. Eichenberg stock of 
hardware, formerly owned by E. E. Cantrell, has been sold 
to the Montgomery Hardware & Furniture Company. The 
—— has been moved from Mexico to the company’s store 

ere. 

ST. JAMES, MO.—R. Z. Matlock has bought Walter 
Yowell’s hardware store. The new owner will increase his 
stock in the near future, and requests catalogs on harness, 

uggies, wagons, galvanized roofing, automobile accessories, 
wire poultry netting, etc. 

PALMYRA, N. Y.—The hardware firm of Flynn & Joyce 
has changed its name to the Bird & Flynn Company. Mr. 
Joyce has disposed of his interest to Elmer Bird. 


COZAD, NEB.—The implement business of le & Orcutt 
has been sold to L. J. Riley, who requests catalogs. 


MASON CITY, NEB.—C. E. Bass & Co. are purchasers 
of the implement business of J. K. Watson. A line of plumb- 
ing and pipe-fitting materials, and wind mills have been 
adie Catalogs requested. 


WALCOTT, N. D.—Perry Johnson has disposed of his 
hardware stock to E. O. Burtness & Co. 


ROCKY RIVER, OHIO.—The Rocky River Hardware 
Company has been a oy. by B. G. Guthery, R. E. 
Williams, H. M. Kodst and A. C. Schickler. The capital stock 
is $10,000, and the firm will carry a stock of automobile 
accessories, baseball goods, bathroom fixtures, bicycles, 
buggy whips, builders’ hardware, building per, cutlery, 
electrical household specialties, fishing tac hammocks, 
harness, heating stoves, heavy farm implements, kitchen 
housefurnishings, lubricating oils, mechanics’ tools, paints, 
oils, varnishes and glass, plumbing department, prepared 
roofing, pumps, ranges and cook stoves, refrigerators, shelf 
hardware, sporting goods and washing machines. 


ADA, OKLA.—Evans, Woodward & Co., composed of H. 
C. Evans, L. H. Woodward and T. Wardlow, have commenced 
business on East Main Street, and will deai in the following, 
on which catalogs are requested: Baseball goods, bicycles, 
bugsy whips, builders’ hardware, building per, churns, 
cutlery, dog collars, fishing tackle, hamm and tents, 
harness, heating stoves, lubricating oils, mechanics’ tools, 
poultry supplies, roofing, ranges and cook stoves, 
refrigerators, shelf hardware, silverware, sporting goods and 
washing machines. 

McALESTER, OKLA.—Harry Tanner has sold his interest 
in the McClenahan-Tanner Hardware gm ny ! to his part- 
ner, James McClenahan, and will retire from business. The 
firm will hereafter be known as the McClenahan Hardware 
Company. 

McMINNVILLE, ORE.—The partnership of the Jameson 
Evans Company has been dissolved. A. L. Jameson_ will 
continue the business under the name of the Jameson Hard- 
ware Company. 

WOONSOCKET, R. I1.—The C. H. 
153 Main Street, has been organized to take over the whole- 
sale and retail business of C. H. Darling, with a capital of 
$50,000. The new owner plans to increase the present stock 
of automobile accessories, electrical specialties and mill sup- 
plies, on which catalogs are requested. 

ELK POINT, 8S. D.—The a: stock of Oscar Syl- 
vester, recently purchased by M. E, Authier, has been re- 
arranged and enlarged. 

GREGORY, 8S. D.—The McKee Hardware Company has 
been incorporated. The capital is $9,000, and the incorpor- 
ators are H. E. McKee, president, and I. G. Bain, secretary 
and treasurer. 

FAYETTEVILLE, TENN.—Dale & Rees have recently 
been incorporated under the firm name of the Dale-Hereford- 
Rees Company. Ernest Rees is president; Earl Hereford, 
vice-president, and W. C. Dale, secretary, treasurer and man- 
ager. 

GALVESTON, TEXAS.—The Black Hardware Company, 
formerly the Blum Hardware Company, has been incorpor- 
ated. The concern’s business is principally wholesale. 
TEXAS.—The Victoria Hardware Company 
on Main Street, which it will occupy 
as soon as completed. th a wholesale and retail stock of 
the following will be carried, on which catalo are re- 
quested: Belting and packing, bicycles, buggy whips, build- 
ers’ hardware, children’s vehicles, churns, cream separators, 
crockery and glassware, cutlery, dairy supplies, d collars, 
dynamite, electrical household specialties, fishing tackle, har- 
ness, heating stoves, heavy farm implements, heavy hard- 
ware, lubricating oils, mechanics’ tools, paints, oils, varnishes 
and glass, poultry supplies, pumps, ranges and cook stoves, 
refrigerators, sewing machines, shelf hardware, sporting 
goods, wagons, buggies and washing machines. 

DE FOREST, WIS.—Frank Wurst has withdrawn from 
the firm of Leuenberger & Wurst. Louis Leuenberger wil! 
continue the business under his own name. 

GRAND MARSH, WIS.—The implement and hardware 
stock of L. M. Foster is now owned by O. C. Burgdorff. 

MAUSTON, WIS.—The D. T. Smith Company has been in- 
corporated with a capital stock of $18,000. 

OSCEOLA, WIS.—F. O. Nagler has purchased S. C. Peter- 
son’s stock, consisting of belting and packing, cream separa- 
tors, galvanized and tin sheets, heavy farm implements, 
lubricating oils, wagons and buggies and washing machines 

CASPER, WYO.—The Holmes Hardware Compeny has 
commenced business here, dealing in tools, cutlery, house- 
hold supplies, paints, oils, varnishes, etc. 


Darling Company, 151- 
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will erect a new buildi 
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Clark Indestructible 
Steel Heaters 





For automobiles, 
carriages, wagons, 
sleighs, etc. 








These practical devices can be 
sold to nearly everyone who rides 
or drives in cold weather. 


How Is Your Stock? 


Remember, when a _ customer 
wants a Clark heater he wants it 
quick. Keep prepared. 











All jobbers have the Clark—the- 
quality line. 


Write for our 1916 catalogue. 


Get this business in your com- 
munity. It pays. 








Chicago Flexible Shaft Company 
606 La Salle St., CHICAGO 
New York Branch: 16 and 18 Reade St. 
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Motor Trucks 


Which Is the Best of the Big Ten? 


Answer This By Comparison 


You get out of any motor truck just what is built into it by 
the maker. To get strength—power—speed—durability 
—economy, you must buy a truck in which these features 
are actually built into every specification. Get them in 
the specifications and you get them in actual service. 





Careful buyers of big concerns have narrowed their choice down to 
the product of ten big truck factories. These ten factories adhere 
closely to established practice. Their combined capital is over 
$250,000,000—their guarantees are big and broad. Yet among 
these dominant ten, SERVICE stands out with definite features of 
extra value, strength, economy. 


20% Super-Strength 


Close comparison of SERVICE specifications with the other nine 
of the dominant ten shows a 20% super-strength in frame, drive 
system, motor and all parts doing heavy work. This 20% super- 
strength is the result of highly specialized construction—the 
adapting of every SERVICE feature to the work that must be 
done. 


SERVICE motor trucks are built and designed by truck specialists 
—every feature must receive the O.K. of our specialized corps of 
engineers before we will allow it to go into SERVICE construction. 
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This Wonderful Endorsement 


Never, we believe, has the SERVICE sales record been 
duplicated. 60% of 1915 sales were re-orders. 67% of 
1916 production were resales. 

This tremendous volume of re-order business is the most convince 
ing testimonial that has ever been paid any motor truck. It is evi 


dence of that kind of owner satisfaction which means—once 4 
SERVICE owner, always a SERVICE owner 


Exceptionally Low Price 


Yet duplicating the accepted features of construction found in the most expen 
sive trucks—adding extra features, which combined are not obtained elsewhere- 

SERVICE motor trucks sell for less than any of the remaining nine. Surely you 
will not pay more for less than SERVICE offers 


Buy now while these unusual prices prevail: 


1 ton truck... . _. .$1,375 31% ton truck...... nara $3,000 
11% ton truck. . ... 1,950 31% ton truck (c,27ecis'..).. . 3,250 
2 ton truck... . 2 ae eee .. 4,000 


13 Point Booklet 


Write today for our big illustrated 13 Point Booklet and a special folder showing 
records of SERVICE Motor Trucks in your line of business 


Service Motor Truck Company 


Main Office and Factory: Wabash, Ind. 


Dept: G2 

Chicago, Ul. Brooklyn, N. Y Baltimore, Md New Orleans, La 
New York, N. Y Newark, N. J. Columbus, Ohio Hoboken, N. J 
Norfolk, Va. Indianapolis, Ind Cincinnati, Ohio Philadelphia, Pa 
St. Louis, Mo. Buffalo, N. Y Youngstown, Ohio Rochester, N. Y 
Louisville, Ky Salt Lake City, Utah Canton, Ohio Tulsa, Okla. 
Omaha, Neb. Milwaukee, Wis. Pittsburgh, Pa Detroit, Mich 
Boston, Mass Bridgeport, Conn Washington, D. C Denver. Colo 


Des Moines, Iowa Savannah, Ga 
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The quotations given below are for small lots, as sold from stores in New York City by merchants carrying stocks, 
As there are many consumers whose requirements are not sufficiently heavy to warrant their placing orders with manufacturers for shipment 
in carload lots from mills, these oo are given for their convenience. . 
On a number of articles the base price only is given, it being jmpracticable to name every size. 
IRON AND STEEL— Mo. OY vstsatausvees Per Ib., 5.95 6.20¢ Planished copper, lc per sq. ft. more than 
Bar Iron and Soft Steel Bars— | eee <oserehenenss lad a4 6.25¢'} polished. 
( : " MO. OP. cvc:kadeedn ews *er Ib., 6. — inning, one side, 3%4c. per sq. ft. 
Refined iron: Per Ib. Ce re nae Per lb., 6.50 ae apes 


1 to 1% in., round and square... .3.70@3.75c 














pper W 













































1% to 4 in. x % £6: 5B. ov sticeeud 3.70 @3.75¢ Russia, Planished, &c. B ; : oe 
1% to 4 in. x fA. to 5/16 in...... 3.90@3.95c | Genuine Russia, according to assortment, whe At “malt small “lots 40c, quantity 
Burden’s H. B. & S. Bar Iron, base price, | Per Ib., 20@22%c | " 
4.10@4.15¢ | Patent planished, W. Dewees Wood, METALS— 
Burden’ s best bar iron, base price. .4.30@4.35c eet BD, , 10c; B, 9c net Tin— 

Jorway bars, base price.........+- 7.00¢ } Galvanized Sig OEE de vtineveceneanebi Per Ib., 55@ 60¢ 
Soft steel: i Med, aed Us icéie sess benes Per ti, Gles |. Bat Fee isccccio>c cpes es ée'ce Senses ’60@ 65¢ 

% to 1% in., round and square...4.00@4.05c | Nos. 22 and 24.....ecseeeseeeee Per Ib., 7,05¢ | 

5266 ie. & Oh 00 8 ER, cecvevces 4.00@4.05¢ No eee Per Ib., 7.20c | c Copper— 

1 to 6 in. x % and 5/16 in...... 410@4.18¢ | NO. 27 cccvvesecvsvceccivcssees’ Per Ib.. 7"30¢ OT MEE i ere Per lb., 34.@ 36¢ 
Rode—-% and 11/16 ia. .... cess 4.10@4.15¢ BIO, ZB occcvsdsesessevcscursnsns Per ib., 7.80e | Electrolytic .....ccsceretecees Per lb., 33@ 34e 
Bands—1% to 6 x 3/16 to No. 8..4.25. @4.30c > wo nos 40.5 prt e seers eeees Par te, Oe | COO cock vicoetntespedesede Per Ib., 32@33¢ 

o. 2 ‘ e . | 
Shapes— : No. 28 gauge, 36-in. wide, 10c. higher. | Spelter— 
Beams and channels—3 to 15 in....4.10@4.15e | Corrugated Roofing—Galvanized— } Wetterts 2s: co. oie Per Ib., 13@15 
— ae "1 4.10041 | ;, oo corrugation, 10c per 100 lb. over | : = 
in, x % in. and larger......... 10@4.15c | flat sheets, Zinc— 

3 in. x 3/16 in. and % in. -4.50@4.55c < 

ie in Gk oe Oe tae 4.25 @4.30c _ Corrugated Roofing—Painted— | No. 9 base, casks.....0.0s.se00. Per Ib., 

1%4 to 2% in. x 3/16 in, and thicker. N oi sessaseeonlh 108 P 6.85 No. 9 base, open.....+++++ . -Per Ib., 224e 

4.15@4.20c NO. <4, er 100 sq. ft.......- oc { 

ES he 2: PS ee ere 4.25@4.30c | No. 26. - Per 100 sq. ft. veeed OC | Lea 

OV ES HERP 4.30@4.35c | NO. 2B.eseceeeeees Per 100 sq. ft........ 4.75¢ | — PIE see eee seeeeee per B.. 836 @9 oe 

; MP Lixagvedsuneens Seon ceed erdb., 10@ 10% 

% . % ine Po veccvseccecvesccecss sat ane Genuine tron Sheets— e @ 10% 

1, 4. -50c Galt er— 

Ha te 3/ 32 in Nei tinoed ew eaeecene 706675 | Nos. 22 and 24..... . ‘ penne ones Per Ib., 8.75¢ Y2 X V4, guaranteed............. Per Ib., 34% 

Tees: ee ee eee F : DE Ui deake tube eeeicieaesed sew Per Ib., 9.00¢ fa il ee _ = 31%e 
: : ; ‘ye SNE bb ius epeeacn th cendses er Ib., 27¢ 
him, wh im, E36 Ime. ceccnvess 4.55@4.60c | NO. 28.000 005 fete ee eee eee eee eens Per Ib.,9.50e | “Prices of solider indicated i. eaivete abe 

1% in, x 14 in. x 3 16 in.....- 4.40@4.45c | Tin Plates— | vary according to composition, 

1% to 2% x 4, IMs see eeeeeeeeee Pet Pay | American Charcoal Plates. 

1% to 2} it MP PPrerery eT Ty 0@ 5 | ° = 

3 in, ‘and larger steers cesseeeeses 4.15@ 4.20¢ aah ehovendl: $10.90 Cookeew’e os ockc aun Tee eT ett 

Merchant Steol— gitar ceclatig xk tates. tAyrclaicadal aaah : nk SO Ore cee A eee Non 
Bessemer machinery sev. -4.00@4.05c | A a ri4 Mie senecossosescocsereerares 12.15 Asiatic (Chinese).........+... Per lb., 25@ $e 
BOC CO wwecccccccvccccccsecsies —@4.25¢ | IC 14 x 20 $9.85 | 
- <r ; Ds cecketuestsv ene tdbdebhavd 85 Bismuth— 
ARES, gaat anos Se MERU bh a cnathentesdbncmsbald 10.95 | Per tb 94.50095.88 
Jpen hearth spring steel..........5.75@6.00c American Coke Plates—Bessemer | FOL ID cee ceeeeeceereeeeeettenne .50@$5. 
Crucible spring steel..........+..+. —@8.00c IC 14 x 20, 107 Ib.. nee 8.65 | Aluminum— 
Best cast steel, base price in small lots.10@11c RE dearest gaa a 5 "9.65 No. 1 al um ? 
Special best cast steel........esscccees @18c Fe ee tee ee ae ‘ 3 ‘feet vn i By mag ante snd 7 hers 
es ° , 0 Oo C 
Tank Plates—Steel— ‘ American Terne Plates f.o.b. Deccan ts terrence Bie 65@ 6re 
Per. Ib. IC 20 x 28 with an 8-lb. coating........ $13.80 | In 100 Ib. tes ee 75 
% in. and heavier..... seceeeceees5.15@5.40c | IX 20 x 28 with an 8-lb. coating........ 15.80 ioe 
PTTTTLTT TTT 25@5. 3 . . 
hg in .. ret +4 +9 Brass Tubes, Copper Tubes, Rods and Wires Old Metais— 
As a oF ‘Seeatee | oe Manufacturers have withdrawn all quotations po el gee ne L pees paid p New York, 
Bios dattieled because of unsettled prices of raw materials oe ee rend per i 
¢ Per. Ib, and will only eee ae ‘Alas buyers. Copper, heavy and crucible.............2 26.50 
00. 6s cectebesdbanaseosnonsse 4.90 @5.00c opper Sheets opper, heavy and wire.............++-25.50 
BG, BB. occccccccsecneccd UUTSUTY 4.95@5.05¢ Sheet copper, hot rolled, 16 oz. (net from | Copper, light and bottoms..............22.50 
BD, BGs 600000006000 T6 000 cenecess 5.00@5.10c ——, base pene, per Ib., 42c; net from stock, Brass, amevy Coe ere eer cere eres eeeeceoes 15.75 
Ss New 000 5-64 00:600b one eeetoaae 5.05@5.15¢ 44c base per Ib. OE Pe ee Pree ee eee 12,25 
Box Annealed—Black. Cold rolled, 14 oz. and heavier, 1c per lb. ad- Heavy machine composition.............21.50 
One pass, C. R. Woods | vance over hot rolled. No. 1 yellow rod brass turnings........ 7.00 
- “ - se refined ‘ Polished, 20 in. wide and under, le per sq. ne. | we brass or Caen turnings. 18,50 
os. 18 to 20........Per lb., 5. — t. extra H #ac eavy COO Cer ceeeresoccccecoes 6.75 
Nos. 22 and 24...... Per Ib., 5.85 6.00c Polished, over 20 in. wide, 2c per sq. ft. | Lead, tea ........... ° vawdkaetaseees 6.25 
BO: 26 cccccccecccscd Ol Wx, O80 6.10c extra. BING -cvave eoeeusesdes a ake a's 7.50 
Animal, Fish and Vegetable; Off color sa ere snenanese Grose. este eT or @ Brown, Spanish ....... 16.00 @ 20.00 
ils— on 22.¢ 24. ndian Red .. 
Bs 0 “4 Raw, Carload lots. .06c@ Chats, Engiish...@ ton nominal |Venetian Red @ Carmine, No. 40, bulk.. 4.75@ 5.50 
City, five-bbl. lots and over .95¢@— China relay, Waited ei — Burnt 2: Green, Chrome, ordinary. 9 @13 
rs five-bbl. lots ne am : ton 15.00@32.00 Umber, Raw ‘ Green, Chrome, pure....40 @65 
igh Fe OBR AES LE tate chile Jomestic ceeeeeeese 12.00@15.00|Umber, Burnt 
Boiled, 1¢ @ gal. advance on Kaw. \cobait, Oxide ® ib '125@ 1:30|Chrome Yellow... 22.2: 80 @38 |Mctallic Paint, ton, 
xtra No. Winter..... 1.30@1. ee MR, tao bens oe ~ 100 ™ — bbs Ch dso 000s _$eeegaae 
adi atin haan as 2 Commercial .....+.+0++--.- 95@ walt a a tales Dak alia halide " 
Cotton seed, Crude, to.b. “ia yg hdghad 4 8 23@- White and Red Lead, &c.— Ochre, American, @ ton..20 @30 
mill 80 @82 > Ux. PPB wc eees . . 4a) Gate p » American, Golden, ) tb. 6 @ & 
: SI 2.306 i ‘ore 3 5 
ef gee | Lead, English White in Olid en] pltelgt olden, "WM 3g &. 
Yellow, Winter err Opa @ ead, American White Dry. 8%@— oO 
Tallow, Acidiess ....... 1.04@1.06| Putty, Commercial— In Oil White, 100-™ pack- "Preae eee 16 ais 
oo Brown 7 ore % 100 ® ages, oF over......... 9%@—| German .....2.2.2122: 12 @i3 
Reothorn Crude ..... sictes _ In bladders Seeds nine ee ES byes Litharge, American, powdered. e BE vkéccvctocee 12 @12% 
Southern, f.o.b factory. st 5% @70 to 5 ID tins ++ 3.30@4.00 4@--| Red, Indian 
Light Strained ........ ers Standard @ 100 ™...... 7 @9% 
Yelloy Bleached ...... 79 80 ‘ 

White Bleached Winter..81 @82 irits, T ti | Zinc, Dry— RE, TOMER cicoevccccce 25 @30 
Cocoanut Ceylon spot em. 16 @is Spirits, Turpentine— wm, | Red, Venetian, #100 .. 2 @ 2% 
Cochin Imported, spot..18 @20 Fa) American 9% @9%|Rose Pink 30 @45 

p 4 Pe a ., OCT eee ere er 45 
Cat ——. abeabos es 16% ou In Machine bbis......... 52% @— Red Seal (French proc.). i7K@17T™ Seine Staliek ‘beret bat 
Soe? saneecnks A Green Sl. (French proc. . 18 isa 4 Be 8 
Newfoundland .... .80 @s82 White S 1 powdered .......... 54%4@ 
Corn. Refined ... 12.76@12.8 nite Sl, (French proc. sy a@lsh a “ia @ 6 
Porpoise body ......... @ Gum Shellac— German Red Seal (French Italian, Raw, powdered. 4 @ 6 
Olive, denatured ......... 1.20@1.25 “ SOE 6. ved paee . nominal y rm te yd pera es 24@ 3 
tefoot, Prime ...,... 1.00@1.05 = = Green Seal . nominal merican, urnt§ anc 
' ay a Diamend 1... 0 .ccccccecel 4 @5A% , > ' ‘ 9 
Sogn Bean, serene % Wine Orange ...........148 @48i4| White Seal ... .-. nominal Powdered ........-- 2 @3 
c “a e » 99 
bbIs. wee ee ween ees Ti ll aaanecay ce ecceecorcs +4 bt ttig French Red Seal ........ 16 @18 7. —— -++@ ton 025.008 36 
Manchurian, ‘spoit,” bins 12 Gray [Ratton gio Gg Gags] Green Seat 000+, nominan| Amerioan 2 °°P gon “Jones 
ere eewees eerteenee ow. 
Mineral Olis— Se TONOO 500 ccceceeey 42 42% 
Diack, 30 Eravity, ote. Pa, r. Z Poe Siu Ses Dry Colors— Terra Alba. ae 
cok rare b os Be Decacscecvccseseces 4 55  - Erin { 
29 gravity, 15 cold test.14 15 English ..... P? 100 fm 1 00@l. 10 
SEE ia sbanneincnan 13 14 ey 1" do ye -#@ 100 No. 1 .85 ¢: . 
21 26 ack, Carbon Gas....... 2 merican.#@ 100 T No. 2 70 
18 ig Colors in Oil— Black, Bone ......... ae i ae ’ 
29% @30 Black, Drop .........-. 7 @iz SS  . 
¢ 8 29 @ MD. Black, Lamp ........... 12 @18 mgd Yat ee oe ae s 
805 spc gravity ....l..1ai@io |Black, Lamp ........... 24° @i0 |Biack’ Ivory... 2122222 "16 @ao | Raw and powdered... 2 @3H 
OP gett Pt lalla 18 @19 [Black, Coach, Japan.....24 32 Mineral Blacks, @ ton. . .20 @30 ia te sc... aia 5 
P i y lue, Celestia 20 BE “Bases ll ROR tyes 
Miscellaneous— Blue Chinese ........... 1.50@1.75 |Blue, Chinese @1.05 it 2 @?2 
Barytes Blue, Prussian ......... 1.45@1.70 |Blue, Italian . nominal | Yellow, Chrome, Pure....25 @28 
‘White, Mtge ®@ ton. $88. 00@40.00 |Blue, Ultramarine -40 50 Blue, Prussian, Domestic.85  @1.05 Oxide, Red 2 @ 8% 
Domesti Sock me, be Brown Vandyke -25 80 Blue, Prussian, Foreign. . @— | , SeSaetase. 4 os ie 
or floated, . French Ochre -11 @13 eh, CED on skce enced 1.50@2. 00 | Vermilion, English ...... 1.50@1. 
works, # ton bsaer 25.00@35.00'Green, Chrome .......... 70 @— Blue, Ultramarine ...... 20 @40 SED wba veeeenv2-0 ess 95@1.00 
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{ No matter what size or style Spark Plug 
t your customer demands, you can say, 
Yes, sir, we have it,’ and pocket the 
— every time, if you carry a complete 
ine of L-A Spark Plugs. 
Get This Counter Case Free. 
The L-A Counter Case comes absolutely 
free to dealers ordering an initial ship 
ment of 100 assorted plugs. {t is finished 
in full mahogany and the finely litho- 





HARDWARE AGE 


Stock L-A Spark Plugs 
And Seil Every Possible Prospect at a Profit 


a compartment containing a carefully se- 


lected stock of L-A Spark Plugs in all 
styles and sizes. You are urged to get 
in touch with your nearest bardware or 
auto supply jobber or write us direct im 


mediately as we have only a limited num- 

ber of these Counter Cases for free 

distribution. 

LOCKWOOD - ASH COMPANY 
1453 Horton Ave., Jackson, Mich. 




























graphed display board sets off the 8 best 
sellers to added advan 
~ This Counter Cabinet is 


ULL LLLAL 





tage. 
also provided with 
(11) 
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KING 
“HANDY-CAP” 


POR 
FORD RADIATORS 


ELIMINATES ALL 
CAP TROUBLES 
SLIGHT PRESSURE AT BOTTOM OF CATCH 
RELEASES CAP. 
NO BURNT FINGERS—NEVER LOST. 


INTERESTING PROPOSITION TO 
DEALERS. SAMPLES POSTPAID $1.25 


PALMYRA MANUFACTURING CO., INC. 
PALMYRA PENNSYLVANIA 














Adams Auto Top Holder 


“‘Stops the rattle—saves 
your top”’ 
Neatest — Quickest — Strongest 


Dealers everywhere will find a ready sale 
for this best of all Top Holders. Ans 
ornament to any car. No unsightly pre- 
jJecting arms, nor dangling straps. Can 
be installed in two minutes, and operates 
quicker than any other. 


Two sizes—%” holes for small cars. 
%” for large ones. 





Price, $2.00 per pair 
Write for discounts to dealers. 


ROCK ISLAND MFG. CO., Dept. B, Rock Island, Ill. 











PROTECTION ASSURED 
TO DEALERS 


“[eIPLE-TREAD 72 














‘(FOR BIGGER PROFITS 


With the next cold snap 
automobile owners ia your 
territory will make a grand 
rush for something to pro- 
tect their radiators. In- 
crease your profit by selling 
them 


McKinnon 
Radiator and Hood Covers 


Dependabie that you can offer with confidence 
that they will give perfect satisfaction. We supply 
them for all cars, carrying a stock of the best sellers 
for immediate delivery. 


McKinnon Dash Company 
Buffalo, N. Y. 








The Road to Ruin 
is Paved With Bad 
Substitutions 






SOUND 


SPARTON 





SPARTON Mo7o8 B= 


Dtspets all dangers lurking on curves and hills of 
earthly highways. Their use ensures ——- 
preparedness for all road emergencies calling for 
warning. 

Regular equipment for 42 High-Class Cars. Quality 
the Reason. 





Imperial Auto 
Folding Steel Chair 


No. 211 


The frame is made of the very best 
oval steel and finished in rich black 
japan. 

The seat and back rest are padded 
with felt and upholstered in black 
waterproof art leather. 

Built for strength and safety as well 
as convenience and comfort, and 
when folded occupies less space than 
any other seat. 

Adult size, seat 16” high. 

Child size, seat 12” high 


Manufactured by 


IMPERIAL BIT & SNAP COMPANY 
RACINE, WIS. 





. Price: 
$3.00 to $15.00 Jackson, Mich. 


THE SPARKS-WITHINGTON CO. 
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REVISED, FEBRUARY 6, 1917 


The prices named represent 
Very small 


buyers. 


SPECIAL GOODS—Quotations printed in small type (Roman) 
to goods of particular manutacturers 
publication of the prices named and are responsible for their 
They usually represent the prices to the aver=ge 


who request the 


———— 
Current Hardware Prices 


GENERAL GOODS,—Goods which are made by more than one 
manufacturer are printed in /talice. 
those obtainable by the fair retail Hardware trade. 
orders and broken packages often command higher prices, while 
lower prices are usually given to larger 


retail trade, 
able for large lots. 


STANDARD LISTS AND DIRECTORY OF MANUFACTURERS, 


— Contains the list prices of many 


lished in loose-leaf form and is kept up-to-date 


subscription service. 472 pages, 7 x 


ADDITIONS AND CORRECTIONS. 
to suggest any improvements with a view to renderi 
quotations as correct and as useful as possible to Retai 


ware Merchants, 


On some goods slightly lower prices are obtain- 
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leading goods. It is pub- 
by a monthly 
10 inches. Price, $5.00, 
The trade are requested 
these 
Hard- 
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Aosustens—siing— 
H. Ives Co.: List Feb. 1 
¥ Ws Pate mnt 
Window Stop— 
Ives’ Patent. List Feb. 1, 1917. ? 
33 149 
ives’ 
ers, 


ADZES— 
Carpenters’, per doz.. 
Ship Carpenters’, per 
Railroad, per doz 


ANTI-RATTLERS— 
Fernald Mfg. Co. Burton 
Kattlers, e =. pairs, 
$1.90; 2, 90¢; 3, 75¢; 
0¢. 
— Quick-Shifter, | 


Stop Bead Screws and Wane 
List Feb. 1, 1917 33 | 


-$17.30@ 3 = 
OS... 


$17. 30@ 8. 20 


Asti 
Nos. 3 
4, $1. 35 5 

2 

> 
°$2 v0@ $2. 25 
ANTI-SPLASHER — Dish Pro- 

tector— 
Durst Mfg. 


Co. 
Duma Co., ted Rubber, per doz. 
65¢ 


doz. 
5@ . ~ 00 


ANVILS—American— 
Fisher & Norris: 
Hagle, 
Hunt, Helm, ‘Ferris « 
imported— 
Peter Petgtt & Sons, @ MD. 
349 ID. 13¢; 350 to 600 ID. 
Anvil, Vise and Drill— 
Millers Falls Co., ea 2 


APRONS—Blacksmith’s— 
Livingston-Cooper Corp. : 
Leather, Livingston list: 
Medium and Heavy Split. 
Medium and Heavy, Mule 


AUGERS AND BITS— 
Revised list 
Ordinary Double Spur 
Jennings Pat., Bright 
Black Lip or "Blued 
Boring Mach. Augers.....+.++. 50% 
Car Bits, 12-in. twist...cccccovess 45% 
W. A. Ives Mfg. Co.: 
Mephisto 
Irwin Auger Bit Co,: 
Auger Bits “ont 
Auger Bit 
Cc. E. RB & Co. : 
No. 10, ext. lip, standard list. 
No. 30, standard list WOKT Ue 
Russell Jennings’. Standard asi 
2 %o 


Twist, 
B0&10 % 

Twist, 

40& 109 


- het pet 


5O&10% 
O0&10 % 


26% 
1 


Lebanon Machine Co, : 
No. 108 High Speed Z 
No. 308 Cabinet Z 

Pexto Solid Center 

Progressive Mfg. © 
Forstner 

Puogh'’s Black ... 

Smith & Hemenway Ca., 
Red Devil 

Snell Mfg. Co.: 

Bates 
Extra 
Jennings’ 
Jennings’ 


“Ines | 
30% 


- or 
Pattern TOK 1ORS % 
Pattern, aor 
50@ 50&10 % 


T0% 
‘50k 10@ 0% 
80. 50&10% 


No. 87 


. No. 
: e Pe 
Jenning’s Pattern, No. 
Jenning’s Pattern, Black, 


Blued, 


10. 


Jenning’s Pattern, 
R O% 

20... 50@50&10% 

its— 

old list 
50&10&10 % 


Single Twist, No. 
Car 


Irwin Auger Bit Co. 

Russell Jennings & Co 

Lebanon Machine Co. : 
No. 112 High Speed Z 


No. 812 Cabinet Z Twist 


Twist, 
B80K10 % 


40&10% 
Dowel Bits— 

Irwin Auger Bit Co.. 

Russell Jennings Mfg. 


. 50&10% 
Oeic v0 
8042 14 % 
Expansive Bits— 
©. B Jennings & Co., Steer’s Pat 


Russell Jennings Bete. Co., sane v. 
2% in., $24.06 VK 
Pexto Clark Pattern 


Swan's . 
‘Gimiet Bits— 
(See Gimlets and Gimlet Bits.) 
Hollow Augers— 
Bonney Pat., per doz. 7955 50 @$6.00 





Machine Bits— 
Russell Jennings & Co 50% | 
Lebanon Machine Co, : } 
Combination Point 
Screw Point... 
Plumbers’ Bits— 
Lebanon Maciune Wo. : 
No. 105 High Speed Z Twist 
50&10% 


Ship Augers and Bits— 

: Revised list 
Ship Augers 40&7 Vd 
Irwin Auger Bit Co.: 

Ship Augers (old list) 
C. E. Jennings & Co.: 

LL tlommedieu's 

Watrous’ 
Lebanon Machine Co. : 

No. 118 High Speed Z% Twist, 


B0&10 % 
. 318 Cabinet Z 40& 10% 
unt Mfg. To.: 
a Augers 
Solid 1&5 % 


Center 


. 





Single Bit, base weights, unhandled 


First Quality 

Second Quality 
Double Bit, base weights: 

First Quality 


Second Quality . » $10.75 


B ALANCES—Spring— 


Light Spring Balances.... . 304 | 
Chatillon's : | 
Light Spring Balances........80% 

Straight Balances 

Circular Balances ee a 

Large Dial 20% | 
Jacobs Bros, As 2 | 

Straight Spring Balances. 40@50% | 

Light Spring Balances. ..40@50% | 


BALERS—Waste Paper— 
Davenport Mfg. Company: 
Schick Steel Balers, No. 1, $38; 
j $48: No. 3, $60; No. 
. Sehick, No. 3, Open 
$65. Schick, No. 4, 
Open Top, $95. 
BARS—Crow— 
Steel Crowbars, 10 to 40 Ib 


per 1b., 44e 

BASES—Porch— 
S. Cheney & Son: 

Zimmerman Patent 
BEAMS—Scale— 
Scale Beams 
Chatillon’s No. 
Chatillon’s No, 2. 
PS. & W 
Sargent & Co 
BELLS—Cow— 
Wrought Cow Bells 

Hand— 

Polished Brass 
White Metal 
Nickel Plated 





erpuereete 
Farm Bells 1,5 & sve 
Church and School. ...eeceeeeees 
Trip Gongs 


BELT DRESSING— 
See Dressing Belt. 


BELTING—Leather— 
From No, 1 Oak Tanned Butts. 
Belting, Butts 18 oz, and over... .35¢ 
Belting, Butts 16 oz. and over .40&54 
Belting, Butts 14% os. and over, 
45 &r 54 | 
Belting, Butts 13 oz. and over. .50&5% 
Second Quality, Sides........... 554 
Second Quality, Shoulders... .60&54 
Cut Leather Lacing, ‘Strictiy 
No. 1, new list 404 
Leather Lacing Sides, 
ft. Raw Hide, No. 
17 sq. ft. and over 
Under 17 sq. 


| BOBS—Piumb— 


Stove 


| Star Expansion Bolt Co,: 


BORERS—Bung— 





Riubber— 
Competition (Low Grade) 
ee eS ae 50& 10& 54 
Best Grades 40 10E 54 | 


' 
RLOCKS—Tackle— 
Common Wooden ....ccceceees 454 | 
334 | 
33% % | 
++25% 


First Qualit: 
Athol Machine Co. : 
Drill Blocks 


| Common 


Keuffel & Exser Co....00..--334%% 


BOLTS—Anchor— 
Ankyra Mfg. Company: 
Ankyra Anchor Bolts 
Ankyra ben “ea ‘Tools 
Parker Supply Co 
Anchor Bolts or Screw Anchors. 
BU % 


3 
25% 


Star Expansion Bolt Co.: 
Sebco Serew Anchors. .70&10&10% 
Carriage, Machine, &c.— 
Common Carriage (cut thread): 
% « 6, and smaller 
Comes, Carriage (rolled thread) 
% «x 6, and smatier....... -25&54 
| Ble or longer...... ee eveere 254 
Phila., Eagle, $3.00 list 
Bolt Ends, H. P, Nuts.. 
Maclaine (cut ote 
4% x 4 and smaller... 
Larger or longer 
Door and Shutter— 
Wrought Iron: 
Barrel Japanned— 
ight - SOE 10E 54 
° 604% 
Barrel Bronzed— 
Light 
Heavy ..... 
Spring Jap 
Spring Neck .... 
Square .... 
Brass: 
Spring oe 
SOG NGCR. 66.000 en ercee 33 Ss 
- a —_ 1, 1917 
Mortise Door ] 291, 
Wrought Door §° - + 33% % 
Expansion— 
Ankyra Mfg. Company: 
Ankyra Anchor Bolts......... 35% 
Ankyra Collapsing Tools...... 15% 
Parker Supply Co.: 
Expansion Bolts 
Lag Screw Type 
Machine Bolt Type 
Richards-Wileox Mfg. 
Star Expansion Bolt Co.: 
Sebco & Star Expansion Bolts 


eee eee eee eee 


Ives’ 
Ives’ 


-TOR15 % 


B 


commen Iron 

Eagle 

American Screw Co.; 
Bay State, list Dee. 


Eagle Phil., list Oct. 16, 
Norway Phil., list Oct, ‘84. 
Toggle— 
Ankyra Mfg. Company: 
Ankyra Anchor Bolts 40&10% 
Ankyra Collapsing Tools...... th % 
Parker Supply Co. : 
Toggle Bolts 


28, "99, 
nO. 


Sebco Toggle Bolts.......... Th % 


Sutorpetes Mfg. Odeccccescos ‘S% 


BORING TOOLS—Automatic— 


Millers Falls, No. 3, per doz., $11.59; 
No. 4, $14.64; No. 45, $15.86. 


BOXES—Mitre— 
C. E. Jennings & Co 59 
| Millers Falls, New Langdon, size 1, 
$4.40; Langdon Acme, size 1, 
- 40; New Langdon, Imp. -. 
05 


reen Co.: 
‘Inte rehangeable Locked Corner. 


'18¢; 28,'20¢; 24, 25¢: 


seer 


. oh, 
%e 


BRACES— 
OO OTEe $3.00 @$3.50- 
Cc. B. ew & Oo. ..6% BB yg k7T 1% 


P. 8 

Sweep 10 12 
Samson Per 
Series 8000 $29.50 $30. ee 
Series 5 A 25.00 
Series 

Series 

Series 

Series 





04| Reversible and Broad.. 


BRACKETS— 


Wrought Steel ..... 
Atlas Mfg. Co.: 
Bradley 
Griffin's Pressed Steel 
Griffin's Folding Brackets 
McKinney Pressed Steel. 
Stanley's Pressed Steel. . 
Stanley's Folding Brac kets, 


R. & E. Wrought Shelf 


Seeeeed 50% 124% 


5081: aye 


BROILERS— 


Wire Goods Co. : 
Broilers, Common 
Broiler, Sherwoods 


BUMPERS—Barn Door— 


National Mfg. Co., No. 16 Barn yd 
Bumpers, # d . $1. 


BUTTS—Brass— 
Wrought 


BRIGHT 
Light Narrow 
“soon 
aps 40554 
Table and Chest Hinges......40&5% 


BRONZED 
Light, Narrow, Loose Pin. + 208 
Light, Narrow, Loose Pin, Ball Tip, 
per dos. pair, 
4-in, 


1% 2% 3 3% 
$/. 40 1, 68 1. 88 221 235 2% 


Broad, per 100 pair, 
2 2% 3 3% 4 4% =§ 
$20.00 20. 50 20.75 21. 00 28.00 41. 00 51.00 


Caces—sira— 


O. Lindemann & Co. : 
Japanned Canary 
Brass Canary 
Parrot Cages, 
a eer 


CALIPERS AND DIVIDERS— 


Athol Machine Co.: 
Premier; A. M. Oo.cc.cesseee 25% 


CALKS—Toe— 

Blunt and Medium, 1 prong, per 
100 Ib. $6.00 

Sharp, i prong, per 100 Bis cecee 


Heel— 
ot ae Medium, 1 prong, eal 


Sharp, 1 prong, 100 lb.. 


CANS—Milk— 
Sturges & Burn Mfg. Com 
Sturges Guaranteed 
Milk Cans 


ny: 
apacity 
25% 


CARRIERS—Litter— 
Hunt, Helm & Ferris Co..... 


CARTRIDGES—Metallic— 


éne: Black Powder, 22 Rim, $1.80. 


Blan ‘ 
32 Rim, $3. 30 Blank. 
32 C. F. $6.60 Blank. 
38 C. F. $8.40 Blank 
B. B. Caps, Con. Ball, $2.65. 
B. B. Caps. Round Ball, $2.10. 
R. F., 22 Short and 22 Long, Blas 
and Lesmok 
R. F., .22 Long Smokeless.... 
R. F., 2 Long Rifle, Black 
Lesmok and Smokeless 
Smokeless, .22 Short 
All other sizes 
F. Pistol and Rifle plus 
Military and Sporting plus 


is 
3348 
3348 
338 
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the more you 
will appreciate} ....¥.. 
why this—[sssnr 
TRADE MARK _4™@ Manowar 
has become famous- 














THE WIRE GOODS COMPANY 


WORCESTER, MASSACHUSETTS.USA 











The New 
Boston Rubber Chair Tip 


SprinGriP 


Trade Mark The Tip and Its Parts 


Brass Nali 


Brass Washer 


> 





The Rubber Tip with 
the Brass Washer 
and Nall Moulded in 
Same. 





Spring 
Socket 





Patented 
Send for Catalogue 





Manufacturers of Rubber Specialties 
THE ELASTIC TIP CoO. 


370 ATLANTIC AVENUE 


BOSTON, MASS. 




















ee ae 





Vet) A hae 


ad 











Priest’s 
Clippers 


We have the biggest 
clipper proposition of- 
fered to the trade. It’s 
a proposition that pays 
and pays big—because it 
satisfies. 

Our proposition is 
that you stock Priest’s 
Clippers! Write. 


American Shearer Mfg. 


Company 
350 Main St., Nashua, N. H. 
Wiebusch & Hilger, _N. Y. 
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Three Blades 
for a Dime 


The Boston Razor, itself re- 
tailing at ten cents, with three 
blades for a dime, meets the 
demands of a certain class of 
customer whose wants you 
cannot ignore. 





It gives the man who cannot 
afford a higher priced outfit, 
satisfactory shaving service at 
a very small cost. 


Boston Razor Blades are 
carefully made from a special 
steel; every one tempered and 
hair tested. 


Three blades for a dime is 
the popular price. Be you 
wholesaler or retailer, ask for 
our proposition. 


Factory Sales Co. 


120 Broadway, New York City 
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Peters Cartridge Co CHISELS— COOL ERS—-wWater— SYLINDERS— 
B Caps, Semi- ‘smokeless. Socket Framing and Firmer L. & G. . E. Myers & Bro.: 
8316 % calvaniae “Lined, side handles, oe rs Polished Iron, Bra<s and 
Cc. B. Caps, Semi-smokeiess. Standard List: Ga 3 4 6 8 Brass Lined Working |: rrels, 
33146% 1 Socket Framing ....+- 40 @40& 104 Each” $1.50 1.75 2.25 2.75 3.50 
.22 Short Semi-smokeless..... B3 sy % Socket Firmer ....00¢+ 70@70&54\| White Enameled Lined, Side Brass Body: Brass Lined and au 
22 Long, Semi-smokeless. ....33 4% % i ow Brass Cylinders and Pneumatic 
.22 Long Rifle, Semi-smokeless. .. W. A. Ives Mfg. Co.: Gal. 6 8 Cylinders .......... 20% 
‘ 33 16 % F va eee sae en's reese en ecbeee 30% Each $27 0 ano 8. ‘. 4.75 6.00 
Cc. F. Revolver & Rifle....... 3% % iC. BE. Jennings & Co.: —_ Lined | sas eae a 
C. F. Military & Sporting... .33% % Socket Firmer Nos. 10 and 70, i DisPensers—tiquid Soap— 
25% = $4. “00 4. 50 6. $0 7.50 9.00 
Socket Framing No, 15...... 25% ae “apt 4 wah Soctee 
Pexto Firmer, Cabinet, ocket, COPPERS—Solderinc— lab Ay ae” 1 te 
: tm oacesncen ees eee BR Ne RE pice base 43¢ $27.00; No. 2 ghah, $33 00% a 
CASTERS— Fram + set Ne a a rs 91100 0 300 ND. .ccrccccseccccceee 44¢ No. 5 slab, $30.00; No. 3 f* 
456 Swan's Socket Firmer......-70&10% pS ee eer 46¢ wall, $24.00; No. 4 wail | & 
Bed 96600 cbetentne® es eseseesd Swan's Socket Framing.......40&5% $18.00; No. 5 walk $24.00, 
Pe bench 00ceeeeesevecevednans 45% CORD—Sash— 
Smee yg oH seen eaeeeerenees 50 sis Tanged— Braided, Drab.....seseeeee lb. 55¢ PRESS NSSon— 
Sey Pe Tanged Firmers vsevseveeseees. 29) Orted nay ites Nees, St] Be wibia SA mg 
Fauitiess (Pivot Bearing), ee C. E. Jennings & Co., Nos. 191, By ‘<2, 26; No. 7, 32A¢; No tae Paste, 5 & 10 ID. cans, } Ib. ry 
45@50 % 49, | Patent Russia .....-seseee0s 28¢ 
a ee PREM ABNOR oc bkasescoceedcestuckea 40% |Cable Laid Russia... 2.22.22: ib #2ze| Tiguid in gal. cans, ® gal. $1.75 
Glass (insulator) -40@45% | Swan's .....-. etoscerteonete -40% | India Hemp, Braided........ lb., 35¢| DRILLS AND DRILL 
Leather wheel 1045 India Hemp, Twisted..... ib. 17 @22¢ sSTOCKS— 
Plate ... 45&50 % Patent India, Twisted....lb. 20@24¢| Twist Bit Stocks............... 50% 
Hospital ....c.ccovccesscose 40% |CHURNS— Samson Cordage Works: Twist Taper and Sivcighs Shank .404 
Schatz Mfg. Company: Sturges & Burn Mfg. Company: Braided, Nos. 8 to ia, @ MD, Small Wire, No. 53 and less.....2 208 
Acme Ball-bearing........... 30% Sturges Steel Churn Drab Cotton, 70¢; Italian Larger ilies Mat, BRS a «0 oo « 0: 334 vos 
M. B. Schenck Co. ; 0. 5 gal. each........ $3.46 Gem, ibe: Lines, St =| Wood Drills for Braces... é 
Gem (Roller Bearing)........60% No. 2, 7 gal. each........ 4.40 White otton, “55¢; eer % | Goodell Autowatic Drills, List. Dec. 
Steel Gem (Roller Bearing) .,70% No. 3, 10 gal. each....... 4.85 Cord | erases White. Bh 50¢ * a eee et 10% 
Yale (Double Wheel) low list..35% fs mts teem Drab’ we i> 65¢ Ratchet, Parker's ......... *So% 
CLAMPS— Phoenix, “Whi ite, Nos. 8 to Smith & Hemenway Co., 
Athol Machine Co.: non 66 pi Genre ems C9 B5¢ BOON TED pe esr ces cccccecs 50% 
. Machinists’ and Tool Makers’ "| silver Lake Mfg. Co.: Brick and Stone— 
CATCHERS—Grass— Hammer & Co.: Silver Lake, per Ib. : Star Expansion Bolt Co........ 15% 
Specialty Mfg. Co.: I hi CS We bln wae ai 15% A. Drab, 55¢; A. White, 
- Emptying, Nos. 1, 16. 5 Carriage Makers’ H. P. Screw.35% 50¢; ony Hemp, 75¢; DRIVERS—Screw— 
tenes cess e oO o1P. 8S. & W. Star: Linen, $1.00. W’ E -t. 918 
Easy Emptying, Nos. 5G, 6G, 9, Carriage Makers .........6..- 30 % Silver Lake, Drab, 50¢; White, | Goodell’s Auto, List Oct. 1, te 
ace hee ns taNee 40&5% | Sargent & Co. 45¢) Hyfield Mfg. Company: 
pay ‘Emp tying, Nos. 10G, : Carriage Makers’ C lamps, @ doz. Beavotees, Braided, Nos. 8 to 12 High voltage Electricians... .25% 
eR: 40% No. 12. . $3.06 No. 13. .$3.50 3 7, B5%¢; G.....--- 36%4¢| Ww. A. Ives Mfg. Co.: ‘ 
rm... "Emptying, Nos. 14W, oO No, 14.. 4.50 No. 15.. 5.50 —~ Wire, Picture— CE? .Uliaweetth do 6 odes 30% 
5% No. 16.. 7.00 No. 17.. 8.50 P31 Tinned 25 ft. Cotlg.cccecceces 5&10¢| Millers Falls, @ doz., No 
Detmeehe ....<.ccccc cvsnvest 40&5% No. 18. ‘11.00 No. 19. .13.50 | > Figaed ws ft, Coils hate $15.10; 12, 330.01. 20 i4 ‘an 
Pennsylvania Lawn Mower haga No. 20. .15.00 No. 22..17.00 ( ‘lt > ft. Coils See peeie 70& 10% 21, $15.10; 41, $19.52; 42, $24’ 
Pa, Brawn Grass Catebers....25%| J. 11. Williams & Co. : sor ‘Length ....scs++0.++++25G10$ | Pexto Solbar .......-.. jog Wwalor 
Machiniote’’ Wace <::+:+:-20% | ‘purner & Stanton Co, Wire Pic ture mae & Tmeoway Ce, ine: 
CHAIN—Proof Colil— Hose Clamps, see Hose Attachments. ee ean ree Swan's: 
Small lots, f.o.b. Pittsburgh, per Nos. 7565 to of 388, 50&10% ; 
100 T.: COTTERS—Spring— qeet. an” %; 562, 70%; 
American Coil a Link: CLEANER—Automobile— Spring cotters in packages... .87'/% , we 
3/16, $11.10; V4, $8.55 i 16, Srey Grow, Levick Go. : E 
%, $7.00; 7 16, $6.85; Ya&9/16, 1 nristotkle ig O% 7 
38.70. 11/1655, $6.60. pistelbloas ttteceeecereeees 20% CRAYONS— AVES TROUGH 
American German Pattern Coil: The Wonder-Mist Company : White Round Crayons, Cases, 100) Galvanised Steel ............ 70&54 
13/1684, $6.50; 15/16%, $6.40; Wonder-Mist Automobile Cleaner, gro., $8.00, $8.50, $9.00 and $10.00| Galvanised Charcoal Iron....... ot 
1, $6.30; 11/16, 1%4&1%, $6.40. 4 according to grade. COROT case scar rvecccsseccvesce 15% 
~|Joseph Dixon Crucible Company: See also Conductor Pipe and El- 
1 gal. with sprayer. 0.00 vi Lumber Crayons, in Colors, 89. we. 
% gal. with sprayer. 2 8 COS .n.ncncnbcesbesds Ones 
Haiter— i qt. with s : ; bl 
. prayer. > Lumber Crayons, Graphite, black 
German Pattern: 1 pt, siewken te ~epiene . i DEP GIONS occ cccsccccscens $5.00} ELBOWS AND SHOES— 
ae See Reamer. re + 40&58 Ta Riga ae ae oe ® Galvanised Steel: 
SAE MG Aa vcdecavveeswedvnaens 404 S Plais, Round and Corrugated, 
Neer 33Y4&5% @ | CRUSHER—I!Ice— all sizes to OAM. ....0.005. 70% 
Lawn— Alaska Freezer Co.: .~| Squares, all sizes to 6-in. 554 
Pennsylvania Lawn Mower Works: Toy Town, each....+++++++++$3.25 a POE eae 
Jack— Pa. Lawn C.eaner Rake..... 3314 % Ferdinand Dieckmann Co. 
ot ae 3 Plain Round and Gorrepated, 
Irom Chaim +.....¢ecccece «33 1-38 29 Gauge 
Brass Chain ....seeeeeee sianes 154| CLEAVERS—Butchers— ge ay + gg A 26 Gauge .. 
ie . ‘ e Durs 
Foster Bros, & Chatillon Co..List net| ™S.maco Spec., 4% in. dos. $4.50 quake a ee i 
Pump— Dumaco Spec., 5 in..@doz. 6.00 29 Gauge 
“er : ’ Priming— 26 Gauge 
Galvanized Pump Chain..per ib., 10¢|CLIMBERS—Linemen’s Poie— Morgan Mfg. Co. : Be GEE 0 v chdweccncccess 15% 
Smith & Hemenway Co., Inc. : Priming Cupa ....++++++-+50&20% 
B Safety— a Red Devil ..... mteteeeeeees 50% EMERY Turkish — 
Safety, Brass ....cccccese ook ut of market at present time. 
— cusPIDORS— ’ 
ita CLIPPERS—Horse and Sheep—| Corey & Hayes: ENSINES—Chemient— 
Niagara Falls Metal Stamping Works: 3 ee eS: } All Fibre, per dos., —_ Copper ‘Tank, 40 gal. ce 
Premax Beeet 6 bain right; > 10.75 ye 3 i faveraststeses 33.3 200.00 @ $350.00 
4 e 93 a Beet eee eee eee -t 
Bicctropiate, ,covoer. | Nickey 4,| Lightning Beit Horm, ence 9 | | RO § 0000S #30 | | exringuighens—Fire— 
Stewart’s Enclosed Gear Ball Indu-Namel, per doz., Utica ea. $14.00 25% 
mn. | aga ow a . 87.50 ae 3 v98bs 960 6uane8 912.98 Childs 4 $15.00 Cedeecocee 32 
MGs B svevesconvesoes Y » Ca. HOO wes eecerees 
CHAINS—Miscellaneous— Gee New [Model Sheep | te depts nbc aber 33:50 
Niagara Falls Metal Stamping Works: ; $12.75 | & Wate Tops, per dos. FasTENens—siing— 
Premax Coll Chain... ... - 40 Stewart Enclosed Gear Shear- : aint gga “+ + $18.00 fees 
nsion No. ‘ 
deter: 9 Miltanmecnamecutionas So. Bove veeess 4 .610.00 Pro] Hr ote patent, Lint Feb. 1, 20, 
Stewart Ball Bearing Enclosed se annie S i 
Gear Sheep hearing Brass Tops, per doz., “. Cord and Weight— 
Trace, Wagon, &c.— chine, No. 9 each... .$11. 50 J NO. 1 see eeeeeeeeees reed H. B. Ives Co.: 
Traces, Western Standard: 100 pr. Oe te Ives, List Feb. 1, 1917....3314% 
615-63, Straight, with ring $45.00 NO. Bose sseeeeeeeees . Titan, List Feb. 1, 1917. ..33%% 
? 54.00 Mickel Tops, per dos., Corrugated— 
6%—62, Straight, with ring. 7 CLIPS—Nali— 19.00 Acme Steel Goods Co. : 
64—8-2, Straight, with ring. .$60.00| 1% ‘Cook Co. : Rae. 16.00 Saw Edge , 551045 % 
ey 0-3, Straight, with ring .$68.00 -C. 3 00 io. 900 teen tame as s MY csecee sone.  B5&1085 9 
64—1 Gem, per GOS «++ eeeee +++ -G8.08 Mm Busse e we 12.00) |. Plain Ed ae age,  « TUK10% 
: NOTE.—Add 2¢ per pair for Hooke MOODIA, POF GOB..--cecereee © ary Mfg. : 
: . CU MED chccedececccébocecs 65% 
; we Nl ad Sa fh ha Pe See oe CUTTERS—Glass— . ) OStSeeeedeente 75% 
u price of Biraight Link. CLOTH—Emery— Smith & Hemenway Co., Ine. ; Stanley Works: ; 
e] dora T, Wago See Paper. MOG. DOOVEE cc cccccsscccccccs 40% WT bbe scceceesdss 60&10% 
f Eastern Standard Traces, Wagon Meat and Focd— Plain Edge.......... + +70&10&5% 
+4 Chain, GBC. cocccccccccesecess cocKSs Enterprise : i a in 
ist : 
: Bross Hardware Hist; sabe, S0g;| Hach $2.00 83.00 $2. 75, $5.00 $6.50| FAUCETS— 
, , bi 504; Li 25 @25&7 %%| Cork Lined, Common, 504; Best .408 
: CHALK— Kerosene, 604; Rac ing, t- 703 
: : uor, 40&7%4%: Bottling, W&7%44. 4 Metallic Key, Leather Lined. . 505108 
if Carpenters’ Blue . gro., 95¢) . HO", 2 , Bach $1.25 $1.50 $2.25 ew MN ee eae ein oc oll 3348 
i ~ , 95¢| Compression WANOE 0's snenes 6634 554 25 @ 2547 Hy % | OF COTO weer eee ree cree 
; Carpenters’ Red + -970., 95¢ Iron Petroleum 505 10&5 @ 604 ? ETD. k6bccctehesvecee oe 605108 
i Carpenters’ White ice dacics) Wiel suateanias oe cuttin P. 5. * ¥. Typetins wee. John Sommer Faucet Co. : 
j = BASE ENS SO OIE Hf ‘an| Diamond Lock ..........- 25% 
; Family, No. 4 nes sees cewn 10.00 Seetiene Tin 30 % 
H COMPASSES, DIVIDERS, &c.—| Large Family, No. 37...... - 18,00] Beemer in BR wake sie re 
j Ordinary Goods ....+.++++; 40&714%| Hotel, No. 47.---........- ‘oj i oe Oy heehee 50% 
‘ CHECKS—Door— Keuffel & Esser Co........ 20@25% Duplex Metal Key.. ce eed 60% 
i Superior Spring Hinge Co.: DE nics avdcnsesétsersset 50% Slaw— i Geet taeed.........- 30% 
; Superior Screen Door.......83% % Biafftee Slaw Cutter Co. o- Ieilable Cork Lined....... 08 
b] p aw an egetable Cutter, ° wrk Lined....cccces: 5 
. CONDUCTOR PIPE— Ke. 2. per dos. with, metas tes, Cotcage Cork Lined.........- ee 
d : .00; No. 1, per doz., $3.50; Washington Red Cider.....-- 
CHESTS—Tool— gerrees, Byes or Senet, No. 2, $2.00; No. 3. per gross, Leader Butternut Key...... 40% 
a Galvanized Charcoal Iron ey 50% $9.25. On Nos. 0 1 and 2, Enterprise Mfg. Co. : 
Cc. EB. Jennings & Co.’s Carpenters’, * yeas Soo apps sy atone fuente dl dnd hack 154 extra 8% in gross iots. Enterprise, Self seseutios and 
Machinists’, Empty ......... 25% [LOPPEN «++ ee eereceesserecscers Tobacco— Priming Pump, ® dos., $96.00 
Household ‘and Ga conbeeat 20% See also Eave Troughs. Enterprise ........esee0-- 25@30% 
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Glassware That Sells 


Because it is attractive in de- 
sign, color and price is always 
Lancaster Glassware, on which 
the profits are large and which 
is easy to handle because it is 
neatly packed individually in 
cartons. Write for Prices. 


The Lancaster Glass Company 
Lancaster Ohio 



































Parker's 


NATIONAL 
IRON TOP 


BOX MILL 











ean % 


Sra 


B 


pina a i a 


SE a 


pets 


A Mill that is just right for home use. Very 
handy—sets squarely on table or any flat sur- 
face. Easily adjusted to grind coffee to any i 
degree of fineness. Also very popular for 
spice. 

A good Mill at a moderate price. Made 
strong and serviceable. Parker Coffee Mills 
are made in many styles. Send for Catalog 
and Discounts. 


The Chas. Parker Company 


New York Salesrooms Factories 
32 Warren St. Meriden, Conn. 


Phipent 


























Summer is: Coming 


and ice cream takes on a more dictatorial 
attitude. Hence the Easy Freezer be- 
comes a more 
important item 

in stores 


eS . everywhere 


The Easy am 


Freeser 


oa 













that formerly 
wouldn’t bother to 
make it the old way. 
Why don’t you get the 
“dozen a day habit’’? 
investigate the 
















It sells. Makes a splendid display—price 
pular. Points obvious—salt cannot get 
cream, compact, watertight; no 
dripping, etc. No handle to turn. 


And backed by Na- 


tional Advertising and 
inter-store sales ideas. 


Ask for details. 






























WM. A. SEXTON COMPANY 
3751 Grand Central Terminal, New York 











You Can Sell More 
Waffle Irons | 





















IF YOU SELL THE STOVER 


Notice from the cross section of the plates above 
how uniform in thickness the waffles are made. » 
It results in quick and even baking. t 

Housekeepers like to use the Stover waffle iron 
and every owner is a booster for Stover waffle irons if 
in her neighborhood. a 





Send for circular 1653. It tell all about Stover ? 
waffle irons and new style meat broilers. Pd 
? 
7 . 
Other Goods We Make , .* 
Builders’ hardware, kitchen hard- ) a z 
ware, stove trimmings, wind mills, fF . 
feed mills, ensilage cutters and ° oF 
gasoline engines. a gr 
e & \) 4° 
Stover Mfg. & EngineCo.  s* .,*" o® 
710 East Street ae ” » 
FREEPORT, ILL. oe et 
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FILES—Domestic— 


Best Brands ...... 

Standard Brands 

Lower Grade .... 

American 

Arcade ... 

Black Diamond 

Deita Brand 

Delta Utility ........+ 

Delta Swiss Pattern 

Eagle 

Great Western 

Kearney & Foote 

Liveright Bros., Gold Medal....7 

Liveright Bros., Blue Kibbon Special, 
‘ 


Liveright Bros., Electric 
McCaffrey Amer, Standard 
Nicholson 
Simonds Mfg. Co.. 
J. Barton Smith 
X-F Swiss Pattern 
J. B. 
FIXTURES—Fire Door— 
Richards-Wilcox Mfg. Co.: 
No. 102, Monarch A; 
Mutual 
Fusible Links, No. 
Grindstone— 
Net Prices: 
Serre 17 19 
Per doz.. .$5.85 $6.30 $7.00 
FRAMES—Grindstone— 
Athol Machine Ce.: 
Iron Grindstone Frames...... 


FREEZERS—iIce Cream— 
Alaska Freezer Co.: 

Alaska 4-qt., 

North Star 4-qt., 

North Pole, all metal, 2 ‘ 

per doz coovecces nme Gt 

Peerless Freezer Co 

Peerless, 4-qt., list, $3.80... .30% 

Frezo, 4-qt., list, $3 00 +30% 


FUSE—Safety— 
Eusign-Bickford Co.: 

Hemp 

Single T 

Double 

Beaver Brand 

Anchor Brand . $7.62 

Reliable Gutta Percha, . .$8.40 


GATES—Molasses and Oll— 
Stebbins’ Pattern..... 70& 104 


GAUGES— 

VUarking, Mortise, etc. 

Athol Machine Co, : 
Depth, Screw Pitch 
Center .....- 


GIMLETS AND GIMLET 
BITS— 


Per Gro. 
Gimlet Bits. 
Common Dbi, Cut..... 
German Pattern ...-Nos. 1 
10 70; il to 13, 


Single Cut Gimilets Ass't 
Nail, Metal, No. , 
Spike, Metal, No. $5.50: , $6. 00 
Nail, Wood trendied: N . 1, 


$3.25; 2, $3.50 
Spike, Wood Mepis d, Aa remen e 
‘ “No. 1, $5.50; 2, $6.00 


GLOBES—Gas— 
Safety Wire Gas Globe Company: 
Protect-a-lite Inverted aud Up- 
— per <doz., y ; per 
$24. 


Protect- a-lite Inner Wire 
per doz., .80¢; per gross, $9.00 


GLUE— 


Cabinet ... 
Common Bone 
Fish, liquid, bottles or cans, 
with brus 
Fish, liquid, 50 gal. 
per gallon 
Foot Stock, White 
Féot Stock, Brown 
Medium White 
Marine— 
W. Ferdinand & Co.: 
“Marine, Jefferys, small cans, 


Cents per lb. 
. SO@45¢ 
20@ 25¢ 


% % 

Marine, Jeffery’s, bulk, per MM. 
12¢ to 40¢ 
Waterproof, liquid, per gal. ..$4.00 


QONGS—Steel— 
P. Wall a. Supp 
Foot or Hood, "Dereet “Mattway, 
Spring or Locomotive... .604&10% 
GREASE—Axie— 
Common grade: 
1-ib. tins, per doz.....+.-. +. 83¢ 
15-lb. pail, per doz..........$10.80 
Dixon's Everlasting, 10-™. pails, 
ea. ¢; in boxes, ® doz., m., 
$1.20; i $2. 
Automobile— 
Crew Levick Co.: 
Grease in tubes .. 
A. W. Harris Oil Co. : 
Harris Transmission Compouns, ; 
bbis., 12¢, and % bbis.. per 
T., 12%¢; 50 Th. tin, S750; 
25 ™. tin, $3.95; 10 ™. tin, 
$1.80: 5 M™. tin, 95¢. Uarris 
Tight Transmission Grease, 
bbis., 13¢, and % bblis., ner 
T., 123% ¢: 50 Th. tin, $8.00; 
25 T, tin, $4.20: 10 tm. 
tin, $1.90; 5 tT. tin, $1.00. 





GRINDERS— 

Atbol Machine Co.: 
Bench Grinders - -25% 

8. Cheney & Son: 


Royal 
Luther Grinder Mig. Co.: 
Dimo-Grit: each 
No. 14 (Mechanic Special, 


30% 


) 
“15 (Mechanic Spec ial,” 
) 
16 (Mechanic Special, 


No. 35 Ms 
51 (Best Maide) 
. 63 (Karw Special, 


. 83 (Spartan) 
104 Multigear 
271 (Hummer) 5 
. 309 (Power Bench Grinder). 
$6.75 
io. 310 (Power Bench Grinder). 
$7.50 


Star Spec. ate. +++ -40% 
Hyfield Mfg. C« 
Perfect Eme med “Wheel... ocees e20% 
Wonder Electric ccecceesO% 
Wonder Ft. Power. ...eeee+++20% 
Valve— 
Frank Mossberg Companys 
No. 605 Valve Grinder for Fords, 
22¢ 


GRIPS—Buffalo-— 
Smith & Hemenway Co., 
Red Devil 


GUNS—Shot— 
Iver Johnson: 
Champion Single Barrel, 
$6.50 @88.00 
Hammerless Double Barrel. .$20.00 


peaacvene AND TIES— 


Cou 
Halters 
Niagara Falis Metal Stamping Works: 

Premax Halter Chains 

Premax Special Halter Chains. ton 

Premax Cow Ties 40 % 
E. T. Rugg & Co.: 

Web Halters... 

Jute Rope Halters and Ties. 

Sisal Rope Halters and Ties. .5 

Cotton Halters and Tles.....50% 

Cotton Livery T 

Leather Halters 
—— Handled Ham- 
mails 2 new list: 

Blacksmiths’, Hand 

Bricklayers’ 

Farriers’, Driving | 

Machinists’ Ball 

Nail, Adz Eye 

Rive ting 

Tinners’ . 

Note.—For extreme Western states 
prices are approximately 5% higher. ‘a 
Pexto, Machinists . ‘ 
Nail .... 


Heavy we and Sledges— 
3 to 5 Ib., 3344 
Over 5 lb., 5 t 


A. R. Robertson: 
Horseshoe Magnet tack 
10¢@S2.00 


Billposters $1.15@$2.50 


HANDLES— 

Agricultural Tooi— 

Axe, Pick, &c 4&5 

Hog, Rake, Spade, Fork, Shovel, 
-. New List 4085 


Cross-Cut Saw— 


Mechanics’ Tool— 
Auger, assorted ....gro., $3.50@$4.00 
Brad Awl gro., $1.75@$1.85 
Chisel Handles, Ass'd, pr. gro.: 
Tanged Firmer, Apple. ..$3.00@ ° 
$3.25; Hickory 
Socket Firmer, 
$2.35; Hickory 94a 
Socket Framing, Hickory....+.. 
File, assorted 
Hammer, Hatchet, 
Hand Saw, Venki shed, doz., $1. 30; 
Not Varnished ....s+s00+ $1. 
Plane Handles 
Jack, dos., : 50¢; Fore, doz.....70¢ 
Grover File © 
Grover File “Handles, 
No. 1 for 6 in. files... 
No. 2 
No. 8 for 
No, 4 for oa 
No. 5 for 18-20 in. and 
soldering coppers... .10.50 
Nicholson Spun Ferrule File 
andle BORT 


P gross 


Pott’s Sad iron— 
Aluminized or Japanned, per doz .96¢ 
Tinned per doz., $1.20 


HANGERS— 


Note.—Barn Door Hangers are gen- 
erally quoted per pair. without track 
and Parlor Door Hangers per double 
set with track, de. 
Allith-Prouty Co. : 

House Door 

Accordion Door 

Garage Door 
Griffin Mfg. Co.: 

Solfd Axle, No. 10, $12.00. n% 

Roller Bearing, No. 11, $15.00. 

55% 


40@45% 
AHO 
HAH, 


ne Bearing, Ex. Hy., No. rr 
$18.00 ‘ 


Hunt, Heim, Ferris & Co.: 
Cannon Ball 50 
20th Century, wae, v doz $il. 50 
FURS uss sccdee ..@ doz, 8.40 
McKinney Mfg. Co : 
Roller Bearings, Nos. 1 and 2. 
Anti-Friction } 
Hinged Hangers, King € ‘harm, 
45 


Pittsburgh Trolley 
F. E. Myers & Bro., Stayon; O. K.; 
O K Adjustabie; Sure Grip; Sure 
Grip Adjustable; Sure Grip Tan- 
dem, Sure Grip ‘tundem Adjust- 
able; Tandem Adjustable Myers 
Garage new lists + 30% 
New Way Tandem Tubular. "30% 
New Way ‘Tandem Adj. ‘ubular, 
80% 


Giant Tandem Tubular 
Giant Tandem Adj. Tubular... 
Faultiess ‘landem and Faultless 
Tandem Adjustable 30% 
masonat Mfg. Co., @ doz.: 
Big 4, $8.40; No. 66 Storm 
Proof, $13.00; No. 77, Storm 
Proof, $14.00: No, 88... .$15.00 
Richards-Wilcox Mfg. Co.: 
Hangers, Nos. 147, 24 
— Bearings, N« 


4085 % 


No! 44 size 1, $10.00 ; Size 2, os. 
Anti-friction, 42 40. 
No, 44, 3. 
$19. 004820. 00 

Folding ~o 9 B. R. Swivel 

35 N 
Safety TEE F. 

201 
Trolley % L ow 2 an owe 

D. No, 120; No. 121; No, 


Trolley B. D. No. 


Garment— 
Wire Goods Co. : 
— 17 In. No. 0410, 


ro, 
qveriote, fold’g nick’d, per ‘Gan: “abe 


Picture— 
Moore Push-Pin Co. : 
Moore's Push-less Hangers, or 
doz. packets, 80¢; per gross. $9.00 


Screen and Storm Sash— 
National Mfg. Co.: 
Screen and Storm Sash Hangers, 
No. 80, Jap. Automatic, 
! ? doz. pa 
No. 80, Sherardized.... 


HASPS— 

Griffin's Security Hasp..... .5005% 
McKinney's Safety No. BS20. -net list 
Wrought Hasps and Staples. - T5&5 Ge 


HATCHETS— 

Regular list, first quality.........54 

Second quality ore ry.) 

Common v0e- ddKS 
2545 % 


HEATERS — Automobile and 
Carriage— 
Chicago Flexible Shaft Co.: 
A B C Coal, 


$3.15; Ne. 10 os) ty * $13.80; 


Tank— 
Hunt, Helm, Ferris & Co.: 
Star 
Standard Me. 2. 
Standard No. 
Harvard No. 1 
Harvard No. 
Black Jack No. 
Black Jack No, 2......each 


HINGES—Blind and Shutter— 


5#| Wrought Steel Gravity Locking Blind: 


Doz. Sets with Fastenings, No. 


1, $1.65. 
Surface, No. 3, $0.95; No. 4... .$1.30 
Charles ‘ 65 @70% 
Parker Wire Goods Co. ;: 
Hale & Benjamin Antomatic 
Blind List + 25% 
Stanley's Steel Gravity Blind. 
No. 1647%, ® doz. sets, with- 
ay screws, $1.65; with screws, 
Gate— 
Western: 
With Latch doz., $2.40 
doz., $1.70 


Miscellaneous— 
Griffin Mfg. Co.: 
Fleur de Lis Surface 0 Jinee Pp 


doz. prs. 5@$1.75 
McKinney PMte. Co.: 
— Surface Embossed } doz 
$1. 20@81. ‘80 


Pivot— 
Bommer Bros. Pivot, Ball Bearing 


Spring— 
foldback, Cast go 4 ose 





Non-Holi ihack, Cast Iron 


—= 
Rig Prouty Co.: 
TEC ons seeseeseee ns AGE 
Floor ... wanes 
Bommer hese. i : 


Spring Butt Hinges.... 
—" Floor, 


Mortixe Floor, Ball Bearing, 


Lavatory Hinges ...10&7'.«; 
Engine House Spring Hinges < 
and Latches 5 
Non-Holdback y 
No. 2000 ..........3545% 
Non-Holdback Screen Db or 
Hinges, No, 2100. 
Non-Holdback _= reen y 
Hinges, No. 906 - 10&7 14° 
Holdback Scre a * Door, 


9vo 1U0& 
Chicago Spring Butt Co. : 
Chicago Spring Hinges. 
Triplex Spring Hinges. . 
Chicago Mortise Floor (5000) 
40% 
Chicago Relax Floor (6000) 
457 % 
Chicago Premier (4000) . 25% 
Chicago Ajax (3000)... .25% 
Chicago Fire Station... ....List 
Lavatory Door Hinges 
20K 1047 iy % 
Chicago Screen Door (2000) 
HO% 
Chicago Screen Door (2000) 
2545 % 
Non a Back Screen 1 
Stee 40& 20% 





‘SaBujyp] eeeq} Jo jeom Go meays GezzO WOr 813xg 


Richarie. Wilcox Mfg. Co. : 
Double F  ssce: Floor Hinges, 
. iO. 
Shelby Pn. A Hinge Co. : 
Buckeye All aes Holdba: 2 
Screen Doc -® gr. 87 
No. 777, Sheet Steel foiab: is 
r. 7 


? 
e 


a 
_ Ee Spring 
Ilinges 10% 


Adjustable "ge. Door en 


Superior Spring Vinge Co. : 
Superior Floor Hinge HO % 
Superior Hold-Back. .50&10% 





Wrought Iron— 
Strap and 7 tite &e.: 
Light Strap . 
pad y pirap 
ight T 


ite ¥ 7 . 

Extra Hear "y os 
Hinge Hasps..... (List, ene 15%) 
Cor. Heavy Strap.. .. 4M&54 
Cor. Ex. Heavy T. 


HOGS BO. viciivciiicves -14¢ per i 
HODS—Coal— 
Net per dozen 
Inch....15 16 17 18 
Galv., open ......$3.75 4.25 4.50 5.00 
Jap., open ......- 2.50 2.65 3.00 3.25 
Galv,, funnel .... 4.65 5.15 5.50 6.00 
Jap., funnel . - 3.10 3.40 3.75 4.10 
Ma asons, Etc.— 
Cleveland Wire Spring Co.: 
Steel, Brick, No. 162... .each $1.05 
Steel, Mortar, No. 158. .each $1.35 


HOES—Eye— 
Scovil and ‘Scal 4 ME 
Grub, list Feb, 23, 1899..........65% 


HOLDERS—Door— 
Richards-Wilcox Mfg. Co.: No. 
Everready, 30% ; Nos. ‘118, 


Sure Grip 
ile and Tool— 
Nicholson File Holders and 
SENG: vor ve veecevecececovle 
Now t to Bena 


Nos 
» Bench— 
See Stops, = 


. ush— 
Light, doz., is wine $8.25; 
Leavy, $9.76 


lling— 

-..+- 0&10% @ menae® 

Shelby Spring Hinge Co.... 
Lavonit 

Wire Goods Co. ; 

Coat and Hat 


Atlas Mfg. 


at— 
Atlas Mfg. Co -BOR10% OOS 
Morgan Spring Co 


Parker Wire 


No Bra 
Shelby ‘spring Hinge Pe “80% 
fire Goods Co, 
Crown, 10% ‘ Chief, 
Chieftain, 60%. 


Corn— 
North Wayne Tool Co.: 
prswte 


Grass— 
Bent Shank, pony Rass +s os cae 
North Wayne Tool Co, : 
Little Giant ... 


Wa etc.— 
C._T. Williamson’ Wire Novelty Oo.: 
Wall, Picture, Thumb, Moulding 
or Cornice 35% 





Punch Rowl ...... 
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Its First Year a 
Big Success 


The Sanitary Flexible 
Rubber Fly Swatter was 
bought and sold by 1000 
jobbers last season. It 
gets the fly, the trade and 
the profits. Retails for 
10 cents. 


A big favorite in the 
household. Made of Rub- 
ber. Sanitary and easily 
washed. 








Send us your orders for 
aext season. Samples and 
jobbers’ prices sent on re- 


quest. You need this big 
seller. Better write today. 


A. W. Drake 
Manufacturing Co. 


Formerly 
Standard Vending Machine Co. 


Hazleton, Pa. 














32 Years Not Beaten 


“Steel Gem" Casters for thirty- 

two years have held the lead. 

= hardware men will tell you 
t. 


They are built of all steel. They 
are roller bearing and revolve 
at a touch. 


They sell well and give good 
satisfaction—always. 


Get our prices. 


B. SCHENCK CO. 


CONN. 


M. 


MERIDEN 









































War conditions have brought about a great shortage 
of paper-making materials. aper makers, deprived of 
their usual ae a - raw materiel, are paying high prices 
for ever und of waste paper they can get. ospects 
are as oven higher prices will be offered. Everybody— 
business men and householders—should take advantage 
of this opportunity to convert all waste pager into profht. 

To save and handle waste paper safely and advan- 


PAPER 
BALER 


— 
Helps convert waste into cash—protects ‘inst fire risk. 
a th the most potent source of “Tre trash piled 






















the " 
The Schick is strong, simple, easy to operate and most 
eompect baler on the market. Boy can operate. Takes 
ap less room than a pile of waste on floor. Helps keep 
your establishment clean, too. Really costs you noth- 
ing because it 
Pays for itself and earne money for you. 
Many of our customers say that the Schick 
Baler pays for itself the first year; some say 
it will do it in a few months. Depends upon 
the amount of waste you have. Made in 


five sizes. 
for This 
oo 





bbers ond 
Lelcomen Wanted 


Davenport 
Mig. Co. 
Dept. H, Dav- 
enport, lows 

















x 
= 
=—= 
= 


| 


WMIWHILA MA 


These Books 
Your 


A TT 
Efficiency 
I started with the 
litle |-Poan 
Memo book—and it 
was so splendidly 
made, so durable, 
so handsomeand so 
altogether conveni- 
ent, that I bought 
larger BO) (LEAF) 
Ring Books for use 
in the office. . 
Here are some of the uses to which they can be put 
—and for each use there’s a stock form that fits a certain 


cos |-Poan Binder. 


Sales Prices 
Reports 

Graphic Charts 
Sales Records 
Scrap Books 
Manuscripts 
Engineers’ Books 











Cash Received 
Checks 

Accounts Payable 
Note Register 
sills Payable 
Daily Statement 
Minute Books 


Memo Books 
Hospital Records 
Class Records 
Quotation Record 
Claim Record 
Order Books 
Inventory Records 


Diaries Petty Cash Pay Roll 
Goods Received Cash Journal [rial Balance 
Expense Books Data Book Meter Books 


oo |-Pman Books and Forms are sold by all First 


Class Stationers. 


& TE | Teresa] Books and Forms Are Acknow- 
ledged the Best by both Dealers and Users. 


WHY SUBMIT TO SUBSTITUTION? 
Send for Catalog G 7 
Irving-Pitt Manufacturing Company 


Largest Loose Leaf Manufacturers in the World 
Kansas City, Missouri 
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BEE cod ccadecsvicsstsvoouess 304% 

Malleabie BOD cepavevcenesie 40% 
HOSE ATTACHMENTS— 
Morgan Mfg. Co.: 

Hose —e oboveoesee 50@72% % 


Stuber & Kuck: 
Hose ae doz., % in. $0.75; 
0.75 
= 4 Conpting®, B doz., % and & 
5 


William Yerdon: 
Hose Clamps, Garden Hose, Cast 


Brass, per doz.........4 32@35¢ 
All other sizes, Water, Steam, 
Air, etc., list less...... 6545 % 
HOSE—Rubber— 
Garden Hose, Y-inch: 


4-ply Guaranteed . 
5-ply Guaranteed .. 
7-ply Guaranteed 
Garden Hose, 
Competition 
3-ply Guaranteed . 





M%-inch: 


4-ply Guaranteed . ft! Baie 
Cotton Garden, ¥-in., coupled: 
Low Grade .cccccseese ft. 6@8&¢ 
Good quality ....seee0- ft. 10@i2¢ 
Ice TOOLS— 
Gifford-Wood Co. : 
Ice Tools ..... oe vasseercveen 20% 


INSECT POWDER— 
Botanical Mfg. Co.: 

Red Wing, 10¢ size, per doz.. 
tRONS—Sad— 


From 4 t0 1O...ccceceeeees lb., 4%¢ 
Mrs. Potts’ ...No. 50 55 60 65 
Jap’d Caps ..+. 87 85 91 88 
Tin’d Caps .... .92 
Note—Some Western 
quote lower prices. 
Asbestos Lined— 
Dover Manufacturing Co. : 
Dover Laundry set No. 60, 
per doz. 
Electric— 
Dover Manufacturing Co. : 
A-Best-O Automatic Electric No. 
GUE, OMCR 2c cccscccevces $4.55 
Dover Electric No. 6, 


- T5¢ 


m'f'g’r’'s., 


. $9.30 


each. .$4.80 
Bar and Corner— 
Richards-Wilcox Mfg. Co., Bar 
Irons, 30%; Corner Irons, Nos. 
TT GRE TO coccvcccccccsosves 40 % 
Jacks—wagons— 
Richards - Wileox Mfg. Co., Tiger 
Steel, No. 130.......seeee- 33% % 
K NIVES— Bread— 
North Wayne Tool Co.: doz 
Brooks Bread Knives........ 2.00 
Butcher. Kitchen, &c. 
Foster Bros.’ Butcher, &c....List act 
Drawing— 
Standerd Lig ..ccesccccscsess 334% 
Cc. E. Jennings & Co., Nos. 45, 46, 


6% 
C. E. Jennings Folding Handle. .25% 


Jennings & Grittin, revised list, 
Nos. 41, 42.......02..-33%&7H% 
Pexte Mes. 6 & 16...0-cc208 40&10% 
Swan's Regular Grade, No. 1480, 
40&10% ; Extra Grade, No, 7480, 
40% 
ay-~ 
North Wayne Tool Co.: P doz 
Brooks ...+ (cessseececees $10.00 
Little Giant eeeeecccee 9.00 
KNOB 


s— 
2%-inch, Birch or Maple 


Base, 

Rubber Tip ..cccvcvcccs gro., $1.40 
Cherry and Oak......scsessee. $4.00 
Door, Mineral ......+4+. doz., $1.25 
Door, Por. Jap’d...sccvvvceces $1.35 


Nickel........do08., $3.50 


Lappvers—store, a&c.— 


Door, Por. 








Bieyele Step pend eee 
Ladders, each x $12.60 
Track, per ft 30¢ 

Myers’ Noiseless St wre. 35 % 





Milbradt Mfg. 
Rolling Step i 
$12; Tracks, per ft. 


each $8.00 to 
15 to 25¢. 





LADLES—Melting— 

L. & G. Mfg. Co.’s lst, Melting 
and Plumbers’ ....-+see++e+% 35% 

LAMPS— 

Hammer's M. I. Hand.......... 85% 

LANTERNS—Tubular— 

R. E. Dietz Co.: Per doz. 
D-Lite Short Globe ........ $9.00 
Wizard Short Globe ........ 8.50 
Little Wizard Short Globe.. 7.00 
Large Fount Wizard, No. 2 TF 
Victor Hot Blast 
Monarch Hot 
Pr 
No. 2 Blizzard cen 
Buckeye Dash Lamps........ 8.00 
No. 2 Blizzard Dash Lamps. .12.50 
Victor Wagon Lamps....... 10.50 
Junior Wagon Lamps ...... -10 15 


No. 2 Wizard Wagon Lamps. .14.25 


Octo Driving Lamps...«.... 27.00 
Union Driving Lamps ...... 80.50 
Eureka Driving Lamps.. 12.75 
Bestov Hand Lamps......... 5.50 
Pioneer Street Lamps..... ea. 3.75 
LATCHES—Door— 
National Mfg. Co.: 
Washburn, No. 28, per se. « . -$2.00 
All Steel, No. 29, = doz. . 2.25 
a Wileox Mfg. Co. 
ull Dog, Heavy, No. 125. - 380% 





Small, doz., 75 


LEVELS— 
Frank B. Hall 
Stevens Line 


Aluminum N 
24 


Ne. 7 


Morgan Spring 
Straight Hdl 


Loop Hdle. . 
Tr 


LINES— 
Wire Clothes, 


75 feet.... 
Chalk Lines, Cc 


Balls, per ib 
Balls, per ib 
Samson 


No. 4%, $2 
$3.00; No, 


White cotton 
Samson Spot 
ft., $7.50; 7 
ft., $15.00, 
Silver Lake Clo 


75 ft., per g 
100 ft., 
Chalk Lines, 


Cord, 3% 


Turner & 
Solid Braided 


Braided 
Twisted 
Clothes Lines, 


Dexter 
Model 

Duchess, 

Duchess, 


No. 5% # On 
Washer 
No. 11% 


= 


No. 37 Twin 


MALLETS— 
Hickory  ...e0. 
Lignumvitae 





100 = ee 


‘Tent ‘and Aw 


50 ft., per gr., 


per gr., 


Awning Lines .... 


Electric, 
Power, 3P 

Electric, 3E 
One Minute Mfg. Company: 


LEADERS—Cattle— 
Os MOBO. occcceoes 90¢ 
Pexto, malleable, small 70¢; 


Keuffel & Esser Co.: 
Favorite Varm Level...... 
J. Sand & Sons: 


large 80¢ 

Co. : 
Level, per Facey $12.00 
less 664 % 
~--380% 


0, 


LIFTERS—Stove Cover— 


Ce 3 


ie., With ring, 
P gro. 
ooaneut >? gro. 


ansom— 


Moe. 18 19 ~=20 


- $3.30 2, 
9 00eee wae. ds 
otton, Ya-lb. 


Mason "Lines, Linen, Y2-lb. 


Jordage Works: 
Solid Braided Chalk, Nos, 0 to 3, 


Solid Braided Masons’...... 
Masons’ Lines, Shade Cord, 
&c., per doz.: White Cott 
No. 3%, $1.5 


50; No. 4, $2.00; Lz 


2. 5o; No. 


_ 3% 
4, $4.00; No. 


, Nos. 5-7, $0.50, 
Clothes Line: 50 
5 ft., $11.25; 100 
thes Lines: 
$35.00 ...... 
Bug BETD ccecce net 
70.00.....6. 
No. fs Wrerrrre 5% 


White Cotton Mason and Shade 
- 


OO S56... ces 


Awning, White, No. 5..... 
Linen, 3% to 4%.net & 20% on list 
Stanton Co.; 


Cc balk, 


White Cotton... 


Shade Cord, Cotton........... 20% 
LOCKS— 
Sash, &c.- 
ives’ Patent: 
ee eee 33% % 


Automatic Gravity Metal Sash 


Pat. Stop Adj....... 13% % 
Window Ventilating ...... 33% % 
List Feb. re 1917 
M acuines—Boring— 
Com. Upright, without Augers. .$3.50 
Com. Angular, without Augers. 4.00 
Millers Falls, Nos. 145 and 148. 
ew ere rte $7. 
Swan’s Improved .......++- “onion 
Ice Cutting— 
C. BE. Jennings & Co. : 
Chandler’® ..ccscccccccece 2+20% 
Washing— 
Dexter Company: Each 
Dexter Double Tub Power, 
BMoGel SP .ccccccscvrvees .50 
Dexter Double Tub Electric, 
Model BH... .cscsscvccss 56.00 
Dexter Hand, Model DH. 8.50 
Geyser Vacuum .. 8.50 


ne «6 Minute” oF 


Bench ‘Power ‘Washer. - 
$2 
No. 15% Electric Bench Washer 


No. 27 Twin Tub Bench Washer, 
Peg Dolly, 1 Vacuum Damer. 


Tub Electric 


Washer, 1 peg dolly, 1 Vac uum 
FPO ere $5 ’ 
Voss Bros. Mfg. Company : Each 
Sunshine, Hand Power..... $8.00 
Vacuum, Hand Power...... 8.00 
Platform, No. G-1......... 26.00 
Platform, No. E-1, Electric. 48.00 


Swinging Wringer, No. G- 41 22.50 


ning Lines: No. 5, 


Mason's and 
POETS 





Stave e "Leg 
a 







Bench 





HE 


80 2.70 
35 2.25 
000 SG 
«+ $1.40 


on, } 





Ta nd 
$8 


26.00 


x 46.50 


31.00 












per doz 


Ezy Silp- On polish or * dust mop, 
$6. 


MOWERS—Lawn— 
Pennsylvania Lawn Mower Works: 


laneous 


tern, Nos. 1, 2, 3, 4, 40%. 
P. Wall Mfg. Supply Co. : 


Bench Oller cc ccccccecses 80&5% 
Railroad Oilers .......ee000. 70% 
OI1LS—Motor— 
ge ee ee eee 30% 
OPENERS—Box— 


Morrills No. 1, Doz. $14.50.20&10% 


an— 
Schatz Mfg. Company: 

ACME, POF AYOUB... cccccsece $7.50 

Kan Kut, per gross........, 7.00 
Packinc— 
Ashestos, Packing, Wick and 

Rope, any quantity....++..+..-60¢ 

Rubber— 
(Fair quality goods.) 

ay ate: Se eee ee 
Shee. Co Oo Beiesccavecces 00s 0mee 
Sheet, C. BR. Susi cccvvveccessens 25¢ 
Sheet, Pure Gum..csccscesseees 80¢ 
Sheet, Red ..cccccccccecee Perr. 
PAILS—Galvanized— 


Net, per dozen. 
Ouarts. 8 2s 


Tinners’ Hickory and Apple- Light ..... $2.75 3.25 3.50 3.90 4.50 
WOON ..secees doctoscee coccecLMBlEx, heavy .....- $4.25 4.50 4.90 5.65 
Round Bottom 
Fire Pails, 
MATS—Door— Red Painted.. 4.50 2 6.00 
Acme Flexible Steel............ 40% | Well Pails .... 4.50 5.00 ..4. 
Cary’s eee Flexible = 
33% % | PAINTS— 
Wire Goods Co.: Joseph Dixon Crucible Co.: 
Elastic Steel, new list. + -25% Silica-Graphite, in % gal. cans, 
McKinney Mfg. Co.: $1.75: 1 gal. cans, $1.65; 5 gal. 
Glen Folding, stock siges..... 45% kegs, $1.60; 10 gal. kegs, $1.40; 
Glen Folding, special sizes. per 25 gal. bbis., $1.35; 50 gal. bbis., 
G6)! Be. BBesccevccces e000 ce $1.30. 





MEASURES—Liquia— Moller & Shumann Co.: 
Cordley & Hayes: Hilo —— White Benet, 2 
Preis ae anton 6.04 
Fibre, | per doz., 1 gal. on od Hilo Compo’ Coating "(Fiat S 
7 _ Pe ccrcccerers . rr - Wall Enamel), @ gal. .$4.00 a 
1 ot. res chpone sbapeidtiy 20 a “—e Paint Mfg. Co.: 
Fibre, per set, 2 t nest 2.35 | & -mel-ine Aluminum, Enamel, 
8 piece nest _ ceveoe 1.80 Gold and “wo om $10. 
1 gal. nest ........ 3.90 Di-mel. Ine Stove Pipe and he 
namels, ea. per gro. 10, 
a tg ge ‘tone Etc.— — 
Enterprise Mfg. Co. 16% PANS—Dripping— 
GOO nc ceccccccce . & % | Standard List 706 
Bone, Sheil and Corn......... 25% co. @atenm @708 34 
Charles Parker Company: : In Soper, OH Galvanizea— 
Ball Bearing Store.......... 25% P. vag dad ik H 18 
OS Ge SE ec cpivncesces 50% |Per dos. ... .$3.50 #00 5.00 7.75 
mMoPsS— PAPER—Building, L. C. L.— ‘* 
Per It er Roll, 
Coomen Catan stadsscnd das’ 17@ 196 a 8 Sey Soe > 500 sq. ft, 
TONG seccsccosee - 19@21¢ 
Mate Wiad <-scessidacessct 23@25¢| % Ibs. BO Bee rerees an eesee. 12 
ss Polish— 0 ht, 00 GON. cocesccccss.. LM 
io-Ezy Products Company: Deadening Felt, 50 sq. yd. rolls 
ye & > es i 36 in. wide, per ton ; $95.00 
“Sewers 12.00 as Rabhar oss Mesias ; 
Single O-So- -Ezy polish mop, per Roofing, Kubber, see Rooting. 
i ee $10.00 Bermico, carloads per ton.. .$60,00 


Less than carloads per ton. . $75.00 
F.O.B. Mill 


Flint and Emery 


Y Flint Paper and Cloth..........2 20% 
Pennsylvania and Continental, . 310% ee ea, er ee 154 
Frans tvanie Junior B. B. UNF NOE. ooo debs 5 vee ees vce 154 
— na 33 1 Emery Paper ..ccesrsecesecsees 
Sheek a B......! 5585 5% Garnet Paper and Cloth......... 54 
“tie lie “ 211 Tarred Felt— 

0 if .00 12.00] I-ply, per ton....+e0+- 
Pe = Trimmer...... ° 5.50 2p fd roll co ccesecee mnaes 

: OS RP aes eee, 6.50 "$1 16 3 

pean. Grand Horse............. 25 % she later bia bs tak: a 

enn. Pony eoesces corceee 33 ‘4 % 30-lb. $1.00 

Naic GPE. aceocccsventkees Coccece chlde 

Wire Nails and Brads. Miscel- PENCIL&—Carpenter— 


4 Joseph Dixon Crucible Company: 


Cut and Wire..See Market Report Red and Black Framer's and 
. ‘ Tortoise Finish, per gross. .$4.00 
“ae See Tacks. Upholster-| Polished Cedar, per gross... 82.35 
PICKS AND MATTOCKS— 
Jobbers’ Special "Trends, Railroad 65¢ 
ib., N@1 e doen peeeenecceveccces 6 
Usion Herse Nail of? Yat| Contractors’ Picks .....++.+. O0& 5% 
eee ee. DS Oise ccccccvees 13%¢ 
Sueur 045% | P'NS—Escutcheon— 
Ptataabeiic BONS... rccnae cations eeeecee List, net 
1% 2 2% 3-in. Push— 
Brass Hd., gro.. .75 .90 1.15 1,25|Moore Push-Pim Co. : 
Plated Head, gro., all sizes...... 50¢| Moore Push Pins, per doz. pack- 
m Upholsterers’— ets, 80¢; per gross....... $9.00 
MORE sv v6 Sencacw ees ois List plus 204 _ 
on ifbabaetcsdepehntaseica List plus 10% meth bagel goto gal 
Turner & Stanton Co.: tandard Pipe and Fittings. 
Nails, Furniture....+ 10% on, lst f.o.b. N od York points, carloads: 
Nails. Matchleather ......... LES FY eee ee ee 744 
PE bis naan tose 6 oa4ee List, pt 27 to 30 * POSa+EReT CARES BOCO. 734 
cS eee csevececces si 
NUTS—Blank or Tapped— 
Cold Punched, Plain Of list.| PLANE !RONS— 
OMNGOS. ccnecsséce o éeeee+++-50¢|Wood Bench ‘ 204 
FS PERS Ne thre a8 Wie Se yep ty ag ake 
Hot Pressed: Of list. | PLANES—Wood— 
Ce eer VOeEvecwaN Ns Ne 0¢ | Bench, first qual.....cccccceees 258 
FOMEGOR occcoveccescsceccecs 50¢ nee: second qual,.... shevea ses 354 
EN eee 
8!Oirers— Butt, far ol 
Steel, Copper Plated......... nei | sue ds35."s Gasb Cah T0: 8. 
Chace, Brass and COPPET. cocsees 254 Pts 0: e 7) Py 1b 5080: 12-in., $7.85 
ee Ok 5041 Gas Burner, fair uality, per yp fen 
Railroad, coppered ....scccucees 504 5 in., $2.60; na $2 80. age 
ON ee + -25%|Gas Pipe. . ) 12 in. 
Malle: ae ri Ro ste — 55.40 3.80 4.20 30 6.00 


Lake pate Forge Co.: 
PUOTR cc ccccvcccceseecseces 60% 
Pexto "No. 30 per doz.: 


$9.00 10.00 12.25 14.25 
Smith & Hemenway Co., Ine.: 


9 
20.75 


“Red Devil’? Button Pliers No. 1000, 
per doz.: 
5 in. 6 in. 8 in. 10 in. 
$4.20 $4.80 $6.85 $8.10 
PLUGS—Basin— 


The Durst Mfg. Co.: 


Dumaco Red Rubber, all sizes, 
3 


POP BTOBS cose seececcce s -Puded 
Dumaco Suction Basin Stop- 

POF, DEF GOB... cccccccoees 
Dumaco Suction Bath Stopper, 

OP TN een ce accesbecercs 50 
Dumaco Suction Sink Stop 

pers, per dOZ......ceeee0- 

PLUGS—Spark— 

Champion Spark Plug Co.: Each 
DERG WED ccd segtdedocescs 60¢ 
Regular & Buick..........+-: 47¢ 
Overland & Metz...........-: 47¢ 
WOO 8 Sb vs View ede aeaawessecces 43¢ 

Emil Grossman Mfg. Corp. : 

Red Head Spark Plugs: 

Combination, ea. .........5+ ane 
DE EE, Ms occkeeeeed pe cee 65¢ 
Platinum Point, ea.........- R0¢ 
eee, GR. wovescecevdces ane 
OTE, OR. oc dtpeviars 40@ 50¢ 
Cabinet No. 50, with plugs, <. Of 
Cabinet No. 100, with plugs, f. 37 

A. R. Mosler & Co.: 

Display Cabinet, 54 Pings. ot bo 
Spit-fire, Platinum Point, ea.. .% 

RET Rae ere Bie 
ie Mica or Mica Stone eG 
Superior, Ford Special...... a 
Vesuvius Display Stand. . $19.80 
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American Brand 
QUALITY SERVICE 


Screen Wire Cloth 


Lasts Longer— Looks Better 
also 
American Bronze, 
Galvanoid Enameled, Painted, 
Bright Galvanized 
All Meshes and Widths 


American Wire Fabrics Co. 
Chicago, Il. 


FACTORIES : 


Clinton, Iowa Mt. Wolf, Pa. Niles, Mich. 

















Competition forbids increas- 
ing profits by raising prices, 
but it doesn’t forbid increas- 
ing sales by selling a bet- 
ter line. More sales mean 
bigger profits—you give 
more and get more when 


you sell 





Made a little different— 
a little better than others, 
cost no more, sell easier and 
oftener. Our catalog shows 
a long line of profit makers 
—pumps of special design 
construction and adapta- 
bility. 


















HAYES PUMP & PLANTER CO. 


CALVA , ILL. 




















New York Wire Cloth Co. 


233 Broadway, New York. Works: York, Pa. 


Successor to 


YORK WIRE CLOTH CO., York, Pa. 
THE WIRE FABRIC CO., Homer, N. Y. 
J. H. DeWITT’S SONS, Brooklyn, N. Y. 
HAMILTON WIRE CLOTH CO., Hamilton, N. Y. 


Manufacturers of 


Wire ScreenCloth 


Opal 
Heavy Zinc Coated 
White Satin Finish. 


Golden Bronze 
Pure Bronze Metal 
Bright (Golden) Finish. 


Egyptian Bronze 
Pure Bronze Metal 
Dark (Antique) Finish. 


Black Painted 
Genuine York Brand 
Black Enamel Finish. 





















Look for OUR NAME on the 
hollow bungs within each roll 





it Guarantees 
Best Quality Wire Cloth 





Drawn Steel 
Barrel — Cleans 
Like a Silver Bowl 


This new Sturges Steel Churn is just what 
every farm home is waiting for. Simplifies 
the job of butter making. Saves time and work. 
Easy to clean and keep clean. Drawn Steel Barrel 
—no places for milk or dirt to lodge—no seams to 

open—no hoops to fall off. Heavily tinned inside 
and out. Exterior beautifully finished in blue en- 
amel paint. Here’s a big seller—a profit-maker. 

Let’s get together. Write for Circular No. 28 


Sturges & Burn Mfg. Co., Chicago, Ill. 
Established 1865 > 
NewYork Office: 1650 Hudson Terminal Bidg., [F . 
Church 


St. ma 
Prompt Shipment from Jersey City Warehouse ™ /y 


Steel Churns 


a et I 
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Wood Saw Blades ..... 8315 % 
Sharp Spark Plug Co.: 100 lots, — Sash— RINGS —_, y tana Pm 06.0% ‘ 40% 
Sharp Primer, Mica Core : ey u ngs— rs Falis mpany : 
Firely Primer, Mica Core i5¢ — mtr Fog ny pont 2 a 3 inch,| Butcher Saw Blades: 
Sharp, regular, Mica Core : =n arret lots, Pey GOB..+++++ ~ os 5 dos 14 16 18 
» aoe, = } Small lots, per ‘doz 2761 Steel... ceees $0.75 0.80 0.85 doz. 5 1 
Mica, Ford Special...........3 Nia Fain asotal po ecere w ~ Seals Cate 5. dace $1.40 2.40 2.65 dos. Per gro. $13.94 14.53 15.15 
Mica, Indian M/C Special.... .3: aanse vs oe 65% | Aluminum. oe fl 50 fn - 26 in, 
Mica, Goliath ...... ne 33¢ ‘a Pe akg 4 th ae ety $16.10 17.03 17.96 18.75 
Porcelain, Goliath . 2R¢ Pulley, Blocks—-See Blocks. Hog une and Ringers— Simonds Mfg. Co. : - 
Sharp, Open End ...........-- 20¢ Hill’s Rings, per gro. boxes, Butcher asia br eStats o 208 7 ane 
Porcelain, Kopper King. 55e PUMPS— $4.50@$4.75; per doz. boxes... .00¢ — apie 
Silvex Co.: ; ae 2 : af ee oboe OR eWa~e ew ee o 12 4ary 
Bethlehem, 5 point _,tiet on $1.00 Se) a aes er ; Be 7 Hill's Kingers, Gray lron, aie. - inet ace 
Regular \% in. A ee eS eee roe: : seks . vu = " a 
“Overiand P Buick Special, P. We ‘her SOM 1B ccnctenestin 454 | Hill's Ringers, Malleable Iron, Red, St'd Brace, per doz $5.00 
ea. 60¢ S & 54 dos., 73@85¢| Red, D’ble Brace. per doz... $6.09 
Mica Insulator % & % im. "lod Pumps, Tubing, Se....--s0s| Blair's Rings...per gro., $5.00@35.50| Flam Frame, per dos...... 50¢ less 
OO GREP OOEE O OPS 65¢ g Biair’s Ringers....per doz., 09@70¢ bisiade B 
Mica-Pore. Insul. % in. Metric, Barnes Mfg. Company: , tack Saw Blades and Frames— 
ea. 65¢ Pitcher Spout ......sseeeees 70% RINGS AND HOLDERS Cc. E. Jennings & Co. 
Display Case, stocking 36 piugs No. 4 Fig. 606 set length with Frames, Nos. 175, 180.23) &T%% 
splay se, ea. $20.60 OO MBs. ony 5-6 3 ode od net, $4.00|C. T. Williamson Wire Novelty Co.: Saws, Nos. 175, 180, complete 
Extra Cores J dececr eee Double Acting ...... conde « - BO% Key Rings and Holders, No. 02. - 
ee ee ee Goulds Mfg. Co.: ‘ We GAO cc ccvcccens 35% 1 Arrow Head Pr 
Double-Acting Thresher Tank.$6.88 Arrow Head Frames. . .3:5! 
PLUMBS AND LEVELS— Diaphragm No. 3, Side Suction, Goodell’s Blades = RS 
Athol Machine Co.: 16.80 Millers Falls Co 
Carpenters’ and Machinists’ Iron Spraying Fig. 1129 and Whit RIVETS— : ech 
25% WOODIDG 20... o cece cece BOSSE COPPET. ONE Burrs .cccrcccccese Net Per gro. sa" 79 3, 04 vy 24 ay 55 
Plumbers’, Pocket ........+- 25% . > ; Tinners’ and Miscellaneous... .. 35% re pc 1 11 125% 
Lift and Force Pump Standards ; - Pe. 
‘orce Pump Heads; Packing Bifurcated— Per gro, ..$5.06 $5.38 $8.22 
POINTS—Glaziers— Box Heads; Cylinders (Iron) ; > Scroll— 
Per. Doz D. A. Bones Challenge; D \' Assorted in Pasteboard Boxes. Millers Falls Co. 
Bulk and 1-lb. papers.....++++- $2.70 ey Diaphragm ana Bee Per poe bores, 50 count....... ” Rogers, complete, $4.47 and $5.25 
VY,-4b, Papers ....seesccccecoes 1.95 tion; Rotaries, Hand and 100 count ....+++ ie Sea :* , 
Yl. papers .suvcccreccsesecs 1.00 Power Sprayers and  Hy- Cop'd, Clinch, Asst, 52¢, Soiic ¢ 
Grants ......2.- seer eeeeee 415% SCALES 
POKERS— Goulds Comb. Puompg. Hd. & a John Chatillon & Son: 
anu ~«, | ROLLERS—Stay u : 
Morgan Spring Co.: MCR sete cersrvcesccscors vie sions 30% Eure ~ sere rere cress eeveres 20% 
Nickel Plated, Straight or Bent, ‘50 |F- E- Myers & Bros., low list: National ‘tatg. Os SS oc pists. ystems “4 METAS gases... ne 
Pe iy DEM: 0-2 ions #7 Dae ae Fores, one ie Barn Door A lg No. 18, @ as 10 Jacobs bie Ce... se 
mar ‘istern an fe Ouse ; -ortable atform .20@40 
POLISH—Auto and Furniture Windmill; Cog Gear Handle; | Richards-Wilcox Mfg. Co, ’ eh reaper tlh ae 1Bogaoe 
0-S0-Ezy Products Company: Pump — Stands; _tiydro Pueu- Handy Adj. and Reversible Re. 
O-So-Ezy cedar oil polish....40% matic Bulldozer Power; Hand 53 ee ee ee eesesesere ese s BO 
and Power Spray; Ashland 0.. Xs 3 SCISSOR 
Metal— Force and Lift .......... 30% ” ies | - 
Black Silk Stove Polish Works: Thresher ‘Tank Myers Century Lag Screw, See Shears. 
t . No. 60, . B doz... .$3.T7! and = Faultless Low Down Underwriters 
: | No. 70. dace 1 as. : Tank, Plain and Cog Gear Favorite, No. % \SCRIBERS— 
1 at. No. 80, case, 1 doz... Handle, new fist ......... 30% F. Brais & Company : . 
% gal. No. nO, case, % doz.. . ROOFING— Improved Gem, per gro... .$26.00 
1 gal. No. 90, case, % doz.. 6.00 : Pump Leathers— Rubber, 108 sq. ft. rolls, 32 in. wide, 
a ele Beat Te ne Or Peer SCRAPERS—Foot— 
Jon. Disen Crests Co. : Pe =— er Diam, 2% 2% 2% First Quality: National Mie. Co., per dos, mY 
> PIXOM nner ccerases Oe . - id No. oe q ; No. 2, 
a otc) s;ccoses and $2.50 96¢ $1 10 $1.46 $1.79 sigs 1 ply—35 Ib, rolls...... $1.60@ 1.70 pS sp Eee eet, 
i $4 2 ply-—45 Ib, rolls...... $1.90@2.00 | n5. Vile } Ki 
GEM .ncrrccesessecescssess ' a Richards-Wilcox Mfg. Co....... 30% 
Japanese ......- eee eeeeese $5.50 20 $3.52 3 ply—55 Ib. rolls...... $2.20 @ 2.30 
Jet Black , wseeeeees- 93.501 Noe Crimped: et 
Dixon's, Plumbago....--»-BM12¢ linc 2 ye om 2y 5 Wb alles eencncucht S8] BOE hem ee cane Mend 
» 8 Vorks: &5 1 ply-—35 Ib. rolls. .ccccceees “A ench, Iron, per doz.: 
Black Silk Stove Polish Wor oe 66¢ ie & 3 se} J ee oe nee $1°65|— 1 $5.35. ih $6.75: 1%, $8.50: 1%, 
{ oo $1. v7 a. 16 3 ply—55 Ib. rolls... .ceccees $1.95 in., $14.40. 
5 of. cans, paste, No. - $2. Valve Leather: PORGMs BF BOE ho scun ence iscetcon 
% M™ can, ~~ He, . ae Inch 2% 2% 2% 3 Hand, Wood . ehedadhsne ys ‘sen 
1 I can, paste ‘ B.ncees i. 
6 im con Gawd, Ne. 8 2. 83¢ 886 $1.10 “ 18 ee 2 ROPE— . Coach, Lag and Hind Rail— 
pt: can, liquid, No. + $s. Eastern Retail Trade, Per Ib.| Lag, Cone Point.....-..0..s0e- 
i “pt. can, Hquid, No. 1: . : S $2.20 $2.80 Manila, % in. diam, gad larger;| Coach, Gimlet Point........+++ 404 
% vt. air drying enamel, No. 4.30 PUNCHE Highest EN o-sewies Sou ne eee 24¢ Jack Screws— 
ge) hs dake tte Mates ” renw wad or Drive, good full polish.} Second Grade ....+sseeeeeees 23¢| Standard List ...... cecsveken 405 
Veneer Liquid— 06 9 Hardware Grade ........00+: 21¢ 
: > ; Machine— 
Buffalo Specialty Co. : Sisal, 54 in. diam, and larger, Cut Thread, Iron 
Regular— EPPO P Rr ec Wise Head or Mound Head... 
4 t fs . P aera 10¢ less Do | STU CETT ee at 4 Ws 
4 07. 2 oz. qts. Spring, single tube, good qual. Sisal, Hay, Hide and Bale Ropes, Pee? FIOON civscccoccscses 
cody qemnaaeg Ogee 0 SS EPRI RRR uF $2.35] Medium’ and Coarse: rass: 
. 4s Fer Pen Oa (4 tubes)....... doz. $6.05 First quality ....cccc.sseeed o¢ Flat Head “A Round Head. a4 
Each § ne “**"| Revolving (6 tubes)....... doz, $8.35 | Sisal, Tarred. Medium Lath to ine A Hea ‘ hha” ght Sibi 
For Automobiles— Bemis & Call Co.'s Cast Steel First Quality oo ceccccnarveviesd 20¢ Rolee wead. ron, . ae 
L-V Sprayer, per doz...... $10.00 OR ree 40% Cotton Rope: j= ff Shy Ede weve cceccecccceerees ik 
1 gal. Veneer and Sprayer, ea.$2.10 Morrill’ 8 No. 1, Doz. $12.00. .20&10% Best 5-16-in, and larger... .23@30¢ PUM FEUER 5 vcs cove es cece 
Hercules, 1 die, each $4.00. 5-16-in. d larger...2i¢ mer 
20&10% Medium, 5-16-+ = - a “ee H H., Nos, 8 to 14.305 
iil ite r ; 
rio oala 9 RACKS—Whip— commen, aie st Filieter "Head Cees Epardeccer@ 208 
1 qt. Square...doz, $0.90; gro. $9.80 Jen fi. Best & te coils, Ya . pes i oe 
doz, $0.95; gro. $10.80} ?°8D est & Sons: ute: et an p— 
1 gt. Round. ...doz, $0.95; g Portable Revolving Whip Display, No. 1, %4-in. and up Set (Iron) Se ak » 6 ole 
1% qt. Square. .doz, $1 15, gro. <= eae Ni No. 1, with Display Shelf No. embacanl cic rs oe Set (Steel) . aa fa aoe oun 
2 gt. Square.. dos. $1.55; gro. $15.30 $12 ; No. 2, without Display No. 3 Lew Dn Seats ne poets SUM aus vew bk @e wade e000 s ¥adE 254 
Seif, 610.60, $9. Hd. Cap. oeiceeeeeeececee 4s 
POTS—Wue— Wire— gsq| Het, Hd, Cops ...ccssececcees silt 
Enameled .......+.- vereceee es 258] BR ay Golvenived mar taith hens x6 evs diese Filister Hd. “Cap... “RA EREE 5 
Sieeet end irl OY eee ak te ier, te’ Ee ae Wood 
See Track, Barn Door, &e. jj JOTI DECC a cccerunsensenn che “ P » 
ane ey Bright Iron .- ++ +++ eB te 20854 List July 23, 1903. 
PRESSES— RASPS—Herse— Flat Head, Iron........+- . 754] 8 
a Os % |W. L. Cooper, Star, 18 in., slim Round Head, Iron......-- 72441 3 
EEE 0.kne 60% 648 ods cw 00S 10% o in per, § ° sn isa 66 50 RULES= lat Head, Brass ....... 4744 . 
Enterprise Mfg. Co., Fruit, Wise W. 1. Cooper, Star, 14 in., slim, 154 Round Head, Brass.......- 454 7 
Se De. wcrctupascestuse 20% : 9 : $4.75@$85.5 FOOTY cvccecce seb vecsccececbece Flat Head, Bronse ee 354 | @ 
Lard Presses and Sausage Stuf | noite ...........0000-- ‘8 % E. P. Johnson Rule Mfg. Co.: Round Head, Bronze....... 4 15 
CFB ovorcocccececs 25@25&7 4% eler Bros. .......... 70@ 70&10% Comb. Pocket No. 46, 6 in., per PUA TEPUEET |: Ckowaeioccees 704 
Nicholson ........ eseovcred 60&70 % vd wales nd 046 Conon oe $12.00 
Seal Presses— Comb. Pocket No, 45, 12 ee 
Morrill's No. 1 Jap’d, ® + eh ER Te 19.80 
$16.00 ‘ ° Jats . 5, -* 4, uaa < wll pry c Kenffel & Esser Co.: 824 % SCYTHES— Per dos. 
2 it's »0 ap’ ¥ ’ otanic 4 ie hl” LS « G ) 
Morril!’s ke ay 20&10% he se ly ~a Os. o63430cs3 eee voraiee. pte dive sioh terse Plain, Grass, Cutting Edge Pol- i 
Morrill’s Pocket Nickeled, berry h0¢ size, per doz 4.00 Handy Shrinkage ....... ae 35% is hed en ee. Oe 9.00 4 
per dom oc cecceceeeeeeee 30810% $1.00 size, per doz.......... 8.00 : ‘lipper, No. 2 Finish. >. 50 @ $10. 
a 10@15% Soh ME nag Web and Backs Pol 9 
PRIMERS— rae Se eo Hickory Lumber ...........- 40% bre eeeesesees om 00 @ $10. 
. . 144] Specialty Mfg. Co. Bush, 44 ‘eed and Bramble 
All Nos. 100 in box. .ecececeess 33% pec ‘3 Painted ; "$5.50 @ $10.00 
{ll Nos. 250 in bow..ccooesece 3344 Detachable, Handy, Speco. . 30&5% G i SAS C . f Edae 
: ar Handy Hose Rack’ and Carrier, rain, Painted, Cutting Ve 0 
30435 % |Saws OO slp com $11.00@$t1- 
PULLERS—Nail, Etc.— REGISTERS— E. C. Atkins & Co.: Clipper Grain, Bronze AE b. asn 
> 2.19 E. C. » 8 é 
ea oe Se Pe Sentenced and Cireular «4+. +00. s+ +++ BORI0% North Wayne Tool Co. : ¥ on 
< eae ESATA Belt BR ante eee ir ittle lant Grass...... 
Chas, Morrill Company: White Porcelain Enameled...... 404 Ol dhs sae ghee 55 oo ee oer at 
No. 1, Nail Puller, @ doz. $18.5 Solid Brass or Bronze Metal... .254 nage ER gg san wie ci 20°, Little Giant Bush and We 
tke Pull 20% REVOLVER One-Man Cross Cut ......6.+- 20% 
Pearson Cyclone Spike aller, s— Narrow Cross Cut ..........20% s—c =a 
“enc sh, $15.00 + 20% | wor Jobnson Safety Automatic Ham-| Hand, Rip and See 27, |SEEDER herry 16% % 
Smith & ‘Hemenway Co., Ine. : inns mer, $6.75: Hammerless, $7.50; Miter Box and Compass...... 80% [Bnterprice .......cscececree % 
Sah alll a ea mnt © J. Model 1900 Double Action,| Mulay, Mill and Drag... .20&10° Ratti 
nee! $3.00 WOE DAWG 5 cconcscvccesececeem Enterprise ..........+.0- 25@30% 
LLEYS—Single Wheel— 
rte. or Lackls, Tee'd......s. 404] RIDDLES—Hardware Grade— |C.F. Jennings & Co: 280% SETS—Awl and Tool— 
Awning or Tackle, Gal......... ENIG i, sss caus per doz. $3.00@$3.25) Butcher ........0..+-0e000: 5% | Millers Falls@Company : ae 
Hay Fork, Swivel or Solid Eye. .408)17 im... ....4+: per dos. $3.25@$3.50| Compass and Key Hole....... 30, Tool Holders, per dos., Nos. t: 
Hot House ....csseececvesceess BAM... cccsses per doz. $3.50@$3.75| Framed Wood ...... 1g: 38% $10.00: 4, $11.60; 5, $14.18; 
ooves 404\ For Galvanised, add "31.50 Per dos.) Hand ...ccccesvccccstecss++tOn 6, $9.43. 
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Increased Profits 
on Sash Cords 


Our “ALBA” and “STAR” Brand Sash 
Cords make quick sales, satisfied cus- 
tomers and MONEY FOR YOU—and 
they will back up your statements every 
time. 












Stand more strain than heavier cords 
and work freely. 


The quality is there—the prices are low 
because these cords are made for wear 
and have no spots or fancy frills that 
increase manufacturing cost and add 
nothing to their strength. 









We will be glad to send you prices and 
samples—write now. 


“ALBA” a= S “STAR” 
ESTES MILLS 


FALL RIVER, MASS. 


CLOTHES LINES SASH CORDS 


















MOPS 
MACHINERY WASTE 





WICKING 








“Katz” Floor Hinges 


are slow acting, with a positive holdback 
feature when opened to ninety degrees; will 


Insure Against Accident- 


—al closing of doors. 


“KATZ” HINGES represent Quality, 
Durability and Design. 


A BETTER HINGE with A BETTER PROFIT 
Our Catalogue No. 19 tells the rest—write for it. 


Lawson Mfg. Company 


qRADE MARK 





Main Office and Branch Office: 
Factory: 
CHICAGO a) - NEW YORK 








ROSE WIDE HEEL No. 221 


WRITE FOR CATALOGUE H 
to either 


WM. ROSE & BROS. or 
WIEBUSCH & HILGER, Ltd. 
Selling Agents 








Sharon Hill, Pa. 
110 Lafayette Street 
New York City ROSE. 


Who sells your customers 
their ROSE Wide Heels? 


The handy Rose Wide Heel is 


superseding narrower brick trowels. 


As never before, advantage lies 
with the superior make because 
greater width makes any forging but 
the most accurate feel awkward to 
a skilled man. For this reason the 
store of the hour is the store with a 
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Cellar Window— SHOT— s— s— 
McKinney Mfg. Co. 25-Ib. bag. SQUARE TAPE Measuring— 
gegeenes. per gross, sets. + + -$16.50] Drop, up to B.....ceeceeeeees $2.40 | Nickel Plated Steel and Iron. 334% American Asses’ Shin. TTT ereTy 258 
National Mfg. Co.: 7" $20.50] Drop, B and larger........+06. $2.65| Rosewood Hdl. Try Squares and |Fatent Leather .... v0 OS 
No. 70, Galvanized, @ doz... .$1.50 CHIOD 9 6 c00ccvccntennateene $2. Bevels sicsssesvecveeveees Cd ie ee 20% 
moomrccdh DR ois 6 ctveeVersaseeerae $2.90 | Iron Hdl. Try Squares and T- eet & Esser Co.;: 
Knurled scoccoccceccovvvs oz., 85¢ oye Di seeerscesees oe AD 0 TE eae tephabes 
Swan’s, Knurled, #@ gro........ %s.40] SHOVELS, SCOOPS AND | Athol Machine Co. : ton ais fans Sage: PP kt. 
iar SPADES— - Combination ....... Cocecsese 25% Lufkin R debe 5@2: ‘810% 
ee a Ie Se peer S Pian Back and Bech Strap. igaeche gh thy ahaa seecesse MOR Asses’ “skin i ee + 25@25K10% 
ee DON ci ss cewne eenneee 60 % tat ones scenreseneese py tee SQUEEZERS—Lemon— | a angle fe Ee ae eS 15@ 20% 
twee eee eens 4 4 £ : 4 
Morrill’s No. 1 o a > oni $8. 00 Piied grate +... csccseatss 0 Wood Porcelain Lined: Per doz. MRR oh acy Seta ene os « - "x6 ps 
“Se Oe ) Pe ee eee List cnee vade. Reuse werscesws (aeaaE Wee peateiavesesn s+ + SOO 
Nos. 10°11. 65, don. .12:50 | |Back Strap ond Hollow Back: 00d 9rade..cssecsceee esse $150] Wiebuseh & Hil ; 
Special, # doz.......... S00 Dl PWG WEES ou cic co tuvicccewes 15% Tinned Ivon: a pede fetallic No. 41, 
Nos. 3 and 4 Cross Cut, R SOCOUE GORE 2 cicvebivicves 10% Low Grade.» sssecsesseeees DG) ete. one. ev ee nee recess ‘ 
: W doz. .16.50 Thied ovede ee Medium quality..ceccovsees ‘$1 25 chesterinian’ 8 Steel, No. 10; a 
ae ee ee 24.00 Wautdh orale ...<s.ccsccccet List COOE o oc cagocesis ee ceescseccce oo ++ -B0&5% 
RARER ‘ ya shh indict ded adic Iron, Porcelain Lined... "$1. 752.00 TAP 
now ovels— — 
McKinney Mfg. Co.: s— 
Jepanned =. ead ee Long Handle, steel blaae. .$3.50@4.00 STALL. Cattio— See Stocks, Dies and Taps. 
$19.50@$21.25 | “ood and Mall. D Handles, Hunt-Helm-Fetris Gas ; 
DMNEE dis decsw vent $22.50@$25.25 $4.50@5.00| Star, Steel ..... teeeeee+ 20% | TEETH—Harrow— 
Steel, plain or headed, 
SHARPENERS—Razor Blade— |S'EVES AND SIFTERS— cg tage lc el and larger, per 100 1b. .$-000$325 
Hyfield Mfg. Company: Hunter's Imitation, per doz....$1.00| Star meen tinevenctinetivnds 20% 
Hatfield Machine .......+.0. 20% | Hunter's Genuine, per doz..... eS Sane MR te pa TI ae ta THERMOMETERS— 
H ws a Sieves, Seamiess, Metallic— STAPLES— Tin Case, Cabinet, Flange, Dairy, 
SHAVERS—Beef. B & 
Enterprise Mfg. seccces + -25430% Per dozen, erbed Bios errocces Pt Wee 131 Bas DS $ORUSS SE TORSAWED ESOC C004 
Se 44 16 18 20 ye gy tg peer 
SHAVES—Spoke— Iron Wire .. $1.05 1.05 1.10 1.20] * ce Bright, $2.10; ie Se Saran 
nino stor. 3139 Timed Wire $128 128 128 | pilot tnie oe Pusey | tne pC. ow Corie 
aed ee . $1.50 Saade BOG; ORG, UME oon ncaseeeadisesee 11.00 
ood, doz., 244 in., $3.25; 3 in., $3.75 Sieves, Wooden Rim— Rubber Head Nails, per gro., Nos. 
Millers Falls Co. STEELS—Butchers’— 0, 50¢; 1, 45¢; 2, 35¢; 3, 25¢ 
Nos. 1, $7.3 2, $12.75 net Nested, 10, 11 and 12 Inch. Joba Chatil ; Bumpers,’ per gro., ‘Nos +, © ae 
Mesh 18, Nested. ....dos.20.0@$.95 van Caines & Se: List net] wasp ptiti,2, 006: 804 
Mes , Nested..... oz @ ; < tebe hgh? eg ‘Tips, per 
SHEARS—Cast iron , Mesh 24, Nested.....doz.$1.40@1.50 Foster Bros.’.......+.++.-List net ati; 125; Fe gro. 
in. tted Screw Tips, 
Best ....$355 395 4.45 dos.| SINKS—Iron and Steel— STEELYARDS— 231, $2.25; 232, 
Good ....8300 325  395dea Peck, Stow & Wilcox Co......+.15% $3.00: 234, $3.50 
Ch Barnes Mfg. Company : Rocking Chair Ti 
_ Cheap ++ B140 1.65 2.00 doz Cast Iron, painted, 20 x 86 and 15¢ ox 
Straight Trimmers, &c.: .. . MEET TE ee. 35% |STOCKS, DIES AND TAPG— ‘ goes CO ghia aia 
Best Quality Jap— Cast Iron, painted, 20 x 40. and, ES ya Cement— 
7 8 10 in. Dy (2 sr BIOGEN TOPE sovcsccrsogececd 33% ose 8. Chene: 
$4. Ss 5. “00 5.70 9.00 Lalance & Grosjean : M.S. Taper Taps Nos. 2 to 12 inc. webialgsnhanes ae lie 
Best Quality Nickel— L & G list steel......... 25% 00854 TOOLS—Hayi 
7 8 10 in M. S. Taper Taps, Larger. .33¥3&5% | y nf 4 = 
$5.58 6.40 74 «11.55 | SKATES—Ice— , ~ RR, SA 
und , ee 
Fetters’ SHOOT ccccrocssses 4010 | Conron-McNeal Company: STOPS—Bench— Carriers ....... gdh nad -_ 
Pruning— Extension Rocker and Hockey: Morrill’s: Track, Track Hangers and Brack- 
Pexto No. R 70, per dos 25: Men and Boys, per pair: os. 1 2 OOD 5: i 64 Rad 0 Creatas ccd o> 30 % 
No. 50, $4.25;° No. 60. +. Pg 7 lS Se eee $0.70 |Per doz. $8.00 $10.00 20% | Harvester and Peerless Sling Car- 
R 85 $14.75 ° ° , Polished and plated....... 1.00 riers, Pulleys, Forks, etc...30% 
. 749. Tempered, polished and STRAPS—BOX— oH Mygee & ere. 
Galesora~— ——<i<“‘“ ;SC*t SC me a OO re tees -50] acme Embossed, case lots 15% ‘ ‘Gy nloaders; Myers 
John J. Conway Co.: pilnt Flexible So o| Gary's Universal, case lots. . I g0% Buble Rall e.g Pauit. 
Wheel Braud Sharp Point Scissors,| Girls’ and Ladies". per pair: Stanley Twinrold, case lots....20% less, and all weed track fork 
Full Nickel Plate, per doz. Moltiched .....° P I 1.00 uploaders ....... “ om 
es in. 4% in. 5 in. 6% in. 6 in. Polished and plated....... 1.30 STRETCHERS—Wire Fence— Sling Unloaders; Myers “Sa ? 
2.5 2.6 2.7 2.80 2. ‘Tempered, polished and Hunt, Helm, Ferris & Co.: arip and Cross Draft ..... 30% 
er a a ai cig | eal ee eS ge 
2 : F m nds, per Zlwoc att " . iS. .. es bene” Gee es % 
$2.80 2.90 8.00 3.10 3.20 ag eae aa ‘ Re 2.50 Little Giant, es Tegner i “~ Forks, Slings, Put. 
Tinners’ Snips— Star, No. 482, Plain Bearing. $9.25 ETH, CEC owes seveevee es + 80% 
Steel Blades Snips 404 SNAPS—Harness— Star, No. 482, Roller Bearing. $9. 90 Saw— 
yoo ype p TF hy #0 00 wv ths aia fe 154 ‘ats Borenend : - ‘ a Simonds’ “Furning— coerce. 30% 
. . [ : : p JOP ee pee ne One Cees Townsend's re Fence Stret 
comnieg R, ‘Gnas Mit. Co.’ es 6% Domestic seccccccccccceecs - 10&5% ME -dchecebainwees “5 "82 20| James Swan Co............ 00-80% 
Pe »xto NO REA ge 50% | Niagara Falls Metal Stamping Works: Ss 
P. & W. Samson.... $0410 % Niagara Harness and Rope 40% | STUFF ERS—Sausage— TORCHE 
Sint & Hemenway Co., Inc oo . Enterpri Mfg. © a sRasine. @ dos.....:; $6.50 
ME GON” 505 ccacecsssevel % a erprese Sty. Oo. : ; 8 . 
. _ 30% | SNATHS Stuffers and Lard Presses naught Brased itech” ‘acces 
— Grass Scythe, per dog.ccseesees 2 25 @ 2547 % Gasoline Blow Torches, per doz., 
SHELLS—GBrass, ‘Empty— Bush, or eek A REESE O73 na 8, $16.50; No. 21, $29.00; 
ae ye -Union Metallic eeu SWEEPERS—Carpet and Vac- Ke. Si. “ JBecssstrgan or0. 00 
nners— of oe oe, en, Pere eee Nese oe ee oil. 
First Quality, all gauges..../ 38% See Sheare. Bissel 
sell C t S Co.: 
Club, 10 and 12 gauge......é 8 ta 7% Supe aie veo BB. Nic. * 3 Pe on, TRACK—Barn Door, &c.— 
= -s SOAP—Aut riumph, Cyco B.B. Nic.... 38.00 
P Paper Empty utomoblie— Parlor Queen, Cyco Bs Bi Nic. 35 00 one’ Door, Painted Iron, per 
veers Curtstige Co.: Harris on Co. : Elite, Cyco ‘BB. Nic...... 34.00] ¢ x. wi. teen ee eee eeeeseeeeees $4.75 
eague, 10 and 1 arris Motorcar Soap, bbls. Am. Queen, Cyco, B. i Nic. 32.00 | Griffin’ 
League, 16 and 20 and % bbls pe hoes 4g Bes +4 = Ne mgg Cc a ap B.B. ani 30.00 XXX. # 100 ft., 1 x 3-16 in., 
Target and High Gas se «ratte 25 ™. tins, B . 00: 10 Th $x Grand Rapids, Cyeo B.B. Nie 29.00 $6.00; 1% x 3-16 in., $7.00. 
Idea] and Premier............- tins, $2.00; 5 ™. tins, $1.15 | | Grand Rapids, Cyco B.B. Jap. 26.00 mgae ‘Hanger, PF 100 ft., 1 x 
Remington Arms-Union Metallic each. ; Jaiversal, Cyco Bearing Nic. 27.00 $7, 00.” wernt Om OEE i 
Cartridge Co. : Universal, Cyco B.B. Jap... 24.00) pone iy 
Arrow, 10, 12, 16 and 20 gauge, SOLDER— Standard, Nickeled Fittings. 25.00 ant ee Aggie Se Ee 
Be [Malt and Has os.csceseseses s6yg¢| Standard. Jap'd Fittings....22.00]  * fentury, round, per 100 ft.._ 
Nitro Cl ‘— a Be , Grand, Cyco B.B. Nic...... 41.00 ‘ wpe 
poet me, 10, 12, 1¢ ~ ng SPOONS AND FORKS— Grand, Cyco B.B. Jap...... 38.00 Flexo, per 100 ft......... Hi 0 
New Club, 10 and 12 gauge. .3314 % Superba Vacuum Sweeper, McKinney Mfg. Company: 
New Club, 14, 16 and 20 gauge. Silver Plated— Er rey 68.00 Hinged Hanger ‘Track, ® ft 
33 ly Good Quality .......... dae Grand Rapids vac, sweeper ae 6 ewer 15% 
Loaded— CAGE widawesbestensceds 33144 with brush ...... 56.00 i. oma Teese ess om 
ob . a ley T 1 
Black Powder . scr evsess edd VS Miscellaneous— Household Vacuum Sweeper, 45.00 Myers’ teres Fours, Myers New 
Smokeless Powder, medium German Silver . 33144 Vacuum Cleaner, without Way and Giant Tubular Track 
; OE: ea cat ie ee te ee 3 OS ee ae 56.00 and Hercules covered : 20% 
Ss mokeless Pou - high orede Tinned tron— Subject to guaranty allowances. Faultless self-cleaning ..... Bn 
Smokeless Powder, 410 gauge. .33V4t | LOA cece cececvesecees ber gro., $2.10 National Mf : 
Boys Scout Shot, case 31 ibs... $3.65 | FQ0kO wc eee ccecencnes per gro., $4.20 SWINGS—Lawn and Porch— enced Rail, roe 100 f £5.00 
Peters Cartridge Co. : Myers Low Down Roller....... 85% Storm-Proof Rail. per 100 ft.$18.00 
League, Black Powder. .....2214 % | SPRINGS—Door— Myers Porch Owing ..........00%) Commer 40m 
eferee, Sem mokeless....3314 % eo cantina ta Mm SI cance ae ee tae) en ar 
Target and High Gun, Smoke ——_ Spring Butt Co. : — Hinged Hanger Rail, No 
BR peed pea nar * iicago (Coil) 9081 T Reet ae net Wal ak ee $5.09 
Ideal and Premier. |!!!" ' "33149 |. Reliance (Coll) ...........20&5% T ackLe—Fishing— Lag Screw Rall, No. @5. 8% 
Remington Arms-Union Metallic Morgan Spring Co.: Wise Sportsmans Supply Co. Gange ge 4 Track, ft. 
Ke Cartridge Co. : DUNE aes vee k odessa dee 15% “Jim Dandy’ bait, per és. .$6.00 “eo 32, : No. 88, 
ew Club Black Powders. ..331 ear 4 
Nitro Club, ‘Smokeless Powders. ' PO renee, tee Ne Bite: 8 . “i 
3314 % % in, and larger: 00 Ib} ~ , “ 
Arrow, Smokeless Powders. ie pets asaya 4 ie phe 6.50) Carret, Bill-posters, etc. ...List + 54 Bore, Adj. ‘Track. No. 19. 80% 
Flalf Beight .....ccceee $6.00 @6.50 Finishing Nalis— . - str gg Sea 5 peeeany Trolt +4 
SHOCK ABSORBERS— TAG vciviedcevvecvess $6.50@7.00 Copper Nails ..cccccccens per Ib. 50¢| Royal Adjustable Track No. 12°. 
Silvex Co., South Bethlehem, Pa.: | Painted Seat Springs: Copper Tacks ..-.sersees per Ib. 52¢ 30 
Rethlehem Pres. Spes., for Ford 1% x2 ala... << per pair 75@80¢ Fran Wee, ME. vo eas 8 Feb ks 10¢| TRAPS—Fiy— 
a 2 ae 25.00 Pet so STs per pair 80@85¢ See also Natls, Wire. Rall. G 
For Packard fitlacs, ‘Pierce. [1% £3 £ 28.....- ; aa Bem, dos 
aiden. we. Cad — ieree Fol adel 28 per pair $1.20@ 1.25 Double Pointed— {bet pao gro., $10.50 
Double Pointed Tacks.......... 104| Horter, Champion or Parag 
SHOES—Horse, Mule, Ete.— "ey Seperate reais dos., 91.25; 970..... +4... moe? 
F.o.b. Pittshurah: r MO wees sere renee 25 @20 % b Safety Wire Gas Globe C , 
4 Stuber & Kuek: per doz. Nos. 1, Colnmbns Gecttery. neieen. O° 85 


Tron or Steel. 


.per keg. .$4.75@5.00 











$5.60; 2, $3.90; 3, $2.50 





Solidhed Thnmb Tack Display As- 
sortment No. 22 $8.5 





per gross go 
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Lakeside Wrenches 


Are the Best by Test 


Send for Catalog and Prices Prompt Deliveries 


LAKESIDE FORGE CO., Erie, Pa. 


WIEBUSCH & HILGER, Ltd., New York 




















SCREW AND DROP FORGED WRENCHES 


ALL KINDS—PROMPT DELIVERIES 


qT 





THE WHITMAN & BARNES MANUFACTURING CO. 
ESTABLISHED 62 YEARS 
General Offices: AKRON, OHIO New York Store: 64 Reade Street 
Factories: Akron, O., Chicago, Ill., St. Catharines, Ont. 








KEEP IT MOVING 


When Hardware Age has been read by the buyers 
and the executives of your concern it has served a 
valuable purpose in your business. 


But it can be even more useful to you. Circulate this week's 
copy—and back copies, too—among your salespeople. See that 
they read each issue carefully. Paste a blank on the cover and 


have each clerk sign his name after he has read it. 


Your sales-force can’t know too much about merchandise; how 
to display it and how to sell it. The information they will get 
from Hardware Age is up-to-date and authoritative. 


Don't let your copy lie around on your desk or in the file—‘‘Keep 


It Moving.” 
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Game— 
Niagara Falis Metal Stamping Wwesees 
Lightning 
Clincher 
Oneida Community Ltd. 
Victor 


“4a104 Yo 


‘Per doz. 
With Without 
Size Chains Chains 
No. On $ .78 

f ww 


Per doz. 
With Without 
Size Chains Chains 
$1.06 

22 
1.61 
2.3 
1.96 
3.06 
4.08 
4.93 


Newhouse— Per doz. 


Size With ¢ hains 
No. 0O $ 2.24 


Oneida Jump 


No. 
No. “> 
Triumph Trap Company, Inc. : 
High Grip Less than Bbl. 
No. 115 $ 1.88 


No. GEG so vevevesoss 
Triumph 


Ka ngaroo 
No. 0 ° 
No. 1 
No. 14 
No. 2” 

No. 8 

No. 4 


These prices are with Chains 


Mouse and Rat— 
Mouse, Wood, Choker, doz. holes, 
0) 


Mouse, Round or Square Wire, 


Lovell Mfg. Co.: 

Erie 

Star 

Rex 

Dead Easy 

Sure Catch 

Dead Easy Mouse 

Rex Mouse 

Sure Catch Mouse 

Delusion Mouse 

Mascotte Mouse 

Tin Choker Mouse 

Wood Chokers, doz. holes. 
Niagara Falls Metal Snmates 

Works; Enticer Rat ‘ 


Oneida Community Ltd.: 


Victor Mouse 
Hold Fast 
Victor Rat 
Hold Fast Pat 
Official Rat 
Tin Choker Mouse. 
Wood Chaher “r Mouse, 
holes ...- 
, 2 & W.% 
Hopper per doz 
Hector, Nv. 1, with Chain, 
GOB, 2... cervcccccccccccee 


TROWELS— 
Wm. Rose & Bros. 
Phil. Pat. Wd. 
$10.35 
10 
Wide Heel, W 
$10.65 11.05 
10 10% 
BE. C. Atkins & Co. 
Plastering 


TRUCKS—Warehouse, &c.— 
McKinney Mfg. Co. each, net 
No. 1, $18.50; No. 2, $16.50; 

No. 3, $13.50. 


TUBS—Wash— 
Net, per doz. 
Nos. 0 1 2 3 
Galvanised ....$7.00 8.50 9.50 11,00 
Cypress— 
Beste Woodenware Mfg. Co. : 
N 1 
°F 813 .50 12.00 10. 50. -25% 
TURNBUCKLES— 
National Mfg. Co. 
No. 195, Japn'd, 


Screen Door, 
per dozen. .$1.00 





TWINE—Miscellaneous— 


Fler, Y% and '4-lb Balls: 
No. 9 


otton Seine, 


Soft Laid thread—6 38V2¢; 9, 


12, 35¢; 
Medium Laid thread—46, 


$26 ; 12, 38Ya¢; 


Hard Laid thread , sie; 


12, 40¢; 15 to 42, 3b6Ya¢; 


36¢. 
Staging, 2 
rels, 314%2¢ in 5-lb. 
Trot Line, in balls, 
in barrels, 
— - Seer . 
Cotton 
to Ib.: 
Common 
Good e 
Cotton Wrapping, 
F GOS: OF Ba cscvcce 
American 2-Ply Hemp, 
\4-lb. balls 
American 3-Piy Hemp, 1- ib. 


India 3-Ply Hemp, 1% 
(Spring Twine) 


stb. Bal nig 
U 
ae” esepers sts 3p 


larger, 


to 4 oz. balls, im bar- 
sacks, 32Va¢; 
% to 3 ib., 
Nos. 1, 2 and 3 ih., 

I 


Wrapping. white, 5 balis 


Bails, 


India, 2-Ply Dark Hemp.... 


India, 3-Ply Light Hemp 


2, 3, 4 and 5-Ply Jute, %4-lb, 


Common India, No. 18 
No. 264 Mattress, “% and 
Balis, 


2 


according to quality, 


70¢ @ $1.00 


Cable laid Italian, No. 18 
/talian, A, ib., No. 18, 42¢; 
Wool, 3 to 6-Ply 


V arnisHes— 


Moller & Schumann Co.: 
Hilo Flat Finish, per gal. 
Hilo Floor Finish, 


less 
Montauk Paint Mfg. Co.: 


9¢ 


2@14¢\|N 


oo OB. ae 


per gal. 3.28 


Biel 0% 


Di-mel-ine Furniture Varnish, 
Per gro., $10.80 


Di-mel-ine Varnish Stain, 


Per gro., $10.80 


vVisEsS— 
Solid Box— 


Under 100 Ib 
Over 100 Ib 


Hand— 


Athol Machine Co.: 
Hand Vises 
Paraliel— 
Athol Machine Co.: 
Simpson 
Standard , 
Starrett, Improved 
Vise Attachments, Taper. 


600 Line, Stationary Jaw.. 


600 Line, Swivel Jaw 


Millers Falls Oval Slide Patte rn, 
21% 


$1. Ber 1.76 
Parker's: 
Vie ne 
Eclip awed 
Combination Pipe 

Trojan . 


net list; 


Athol Machine Co. : 

Combination 

Parker's Combination : 

87 Series, 50%; 187 
40% ; No. 870, 40%, 
tive Combination... 

Trojan 

J. H. Williams & Co.: 


Series, 
ympeti 


DOG WOR10% 


HOG 


Vulean Chain Pipe ....... 20810% 
Wood Workere— 


Athol Machine Co.: 
Simpson 
Standard 


VULCANIZERS— 
6. 


A. Shaler Company: 
5-Minute, $1.50; in doz. k 


ots. ew 


Tube-Kit for Fords...... 5 


Tube-Kit 
Ford-Kit 
Vul-Kit 
Motorist’s 
Model 


Electric He 
$12.50 


W aps— 


Price Per M. 
B. E., 11 up 


sated 
less 25% 


B. E.. 9 and ee = Ee 


P. EL. 11 up. 


® <q f° yg earpeerene 


W AGONS—Coaster— 
Hunt, Helm, Ferris & Co.: 
Overland and Star 
WAITERS—Dumb— 
Sedgwick Machine Works.. 


++2+20% 





WARE— 

Enameled— 

Lalance & Grosjean Mfg. Co.: 
Agate Nickel Steel Ware.... 
Ei-an-ge . 

All white’ Enameied 

Vollrath Co.: 

New Ideal Kettles, Cast Iron. 
40&10% 

Imperial Hollow Ware, Cast Iroa, 
30% 
White 
Special 


Enameled Ware, Steel, 
and White, 30410% ; 
Blue, 30&10%. 


WASH ERS— Bibb— 


Durst Mfg. Co.: 


Dumaco, all sizes, per 100... ..60¢ 


WASHERS—Cast— 


*\ Over \Y%4-inch, barrel lots, 


per lb., 3%¢ 

ifon or Steei— 
Size bolt..5/146 % “% % 
Washers .$7.40 6.50 5.20 5.00 430 

The oy prices are based on 
$4.00 off I 

In ~ = than one keg add 
Ye per lb.; 5-lb. bores add “4 to 
‘ist. . 
Leather, Axie— 


PROM acecscvece 
Loud: &K 1 1% Y% inch. 

2 23¢ © 23¢ 8 ©31¢ per box 
WASHING MACHINES— 

See Machines— Washing 


WASTE—Cotton— 


White per ib. Colored per Ib. 


WEDGES— 
Oil Finish .......+... b., INA? 
WEIGH TS—Sash— 

Per ton 
MOTB oo osc cccccccs Poa 
West . $32.00 


Eastern 
Middle 


WH we 


8 in. to 14 in. o dccevevee’ 45S 54 


WHIPS— 
Drop Top Whips, per doz 
Str’t Buggy Whips, per doz. 
Featherbone Whip Co. : 
Drop top rattan, per doz. 
Straight Rattan Buggy. 
Drop Top ‘‘Featherbone’’... 
Straight *‘Featherbone sy Buggy 1, 87 
Straight ‘‘anti-whalebone,’ 


WHITE LEAD AND OXIDES— 
National Lead Co.: 
Pure White Lead, 
ou 
In 100, 250 and ° 
In 25 and 50 bd ke 
In 12% ¢ 
ie a A ont 5 ™ cans, as- 
sorted (100 T in a case)..12%¢ 
On lots of 500 pounds or more, a 
discount of %¢ per pound ts al 
lowed. 
Dry, Red Lead and Litharge: 
In 100 ™ k 190% 
In 25 and 50 ™ kegs 
In 12% ™ kegs.... 
Red Lead in ty 
In 100 


Dry and ifn 
e 


500 ™D kegs. 10% 
1¢ 


In 12% D kegs.... 

On lots of 500 pounds or more, a 
discount of % cent per pound is al- 
lowed 

Red Lead and Litharge, in bbls, 
and % bbls, same price as in kegs. 


WIRE—Barb— 
See Market Report. 
Fence— 
Market 100 Ib. Bundies— 
See Market Report. 
Bright and Annealed: 
6 and 9 lL.c.l. 1000 Ib. 
and over to retailer... 
Smaller sizes take fence 
extras: for smaller 
uantities, viz.; to 999 
b. and 100 to 499 Ib. 
extras are charged. 
Galvanized, subject to same 
conditions 
Coppered, subject to same 
conditions 
Tinned, subject 
conditions 


Per 100 Ib. 


base $3.25 


base $3.95 
base $3.75 
base $4.25 
Less than car loads to retailers 
Bright ene Annealed 
Nos. 16 17 8 
Per 100 tb, S85 65.00 45:4098.55 8270 
Small lots out of ae 


os. 16 S: Ps 
Per 100 ib., $7.45 $7.75 $8.20 $8.70 $9.25 





Spooled— 
Annealed and Tinned 


Brass and Copper.. 
Retailers’ Assortments, per b 


WIRE GOODS— 
Steel Wire 
Brass Wire Goods 
Cup and Shoulder Hooks.. 
Wire Goods Co. : 
Bright Wire Goods 
Brass Wire Good } 
Cup and Shoulder Hooks... ..75% 


ROK 10% 


WIRE CLOTH AND NET. 
TING— 


Galvanised Poultry Netting 
Before Weaving 
Ajter Weaving 0&5 5é& Si 
Screen Cloth, 12 Mesh, Per 100 sq, 
ft.; Painted Black, $1.90 Gal 
vanized, $2.50; 14 Mesh, 
$10.00. 


Standard Galv. 


Bronze, 


Hardware Grades; 


100-jt, rolls, 24 to 48 in. wide, 
- ft. 


No. 
No. 
No. 
No. 
No. 
No. 
No. 
No. 


Regular ‘‘Peari,”’ met, 


sq. 
New York Wire Cloth’ Ce. : 
Screen Cloth galy., per 100 aq. ft. 
Opel. Zine Coated, ‘ mesh, 
45; 14 mesh, ; 
a 
Reynolds Wire Co. ; 
AluminA Kustproof galy. 
100 sq. ft, 12 mesh, 2.55; 
14 mesh, $2.95; 16 mesh, J 
Sun-Red Selvage Black, 12 mesh, 
$1.90; 14 mesh, $2 35; 16 
mesh, $2.75. 


WRENCHES— 
lgricultural 
Alligator or Crocodile.. 
Drop Forged S.... 
Stillson pattern 
Genuine Stillson 
Athol Machine Co.: 
Rapid _— ee - +15% 
Bemis & Call 
Adjustable s. 30&10% ; Adjust- 
able 8S Pipe, 30% ; Str't Had’ le 
Auto, 30K10% ; >; Briggs Pat- 
tern, 35% ; Combination 
Bright, 40%. 
Steel Handle Nut 
Combination Black 
Merrick Pattern 
Motor No. 80. 
Steel Handle Se 
food Handle Sere 
Coes’ Genuine Knife. Tat. 
Coes’ Genuine Steel 
Coes’ Genuine Key Model... 
P. 8. 
No. 
No. 
Agricultural 
Lakeside Forge C« 
Drop Forged 
Adjustable 
Frank oat Canguee: 
Sterling No. 1, P. 
Sock 


40&10% 
40K 10% 
10K 10% 
ar te 4 


Niet 


General Service, Se . 


MD ovecce 
4 Garage Set, Full ei 
Socket Set, 

$2,67; No. 17 $1.3 
Niagara Falls Metal Stamping Woras: 
~~ and Double End Vest pohit- 


nehiz 
Richards. Wilcox Mfg. Co.: 
Shark Adjustable Pipe 
Wizard — a Rate het. 
Whitman & Barnes Mfg. C 
Agricultural 
Alligator Pattern, Bull Dog. 
Machinist, case lots ‘ 
Less than case 
Railroad Special, case 


Less than case lots 

J. H. Williams & Co.: 
Agrippa Chain Pipe ....32'.&10% 
Vulean Improved Chain ve. see 


WRINGERS—Mop— 

Eagle Woodenware Mfg. Company: 
Eagle Mop Wringer and Bucket 

Combin 

Domestic 10 qt. per doz.. 
Standard 14 qt. per doz. 
Janitors 22 qt. per doz 

White Mop Wringer Co. : 
Household per doz. : 
No. 2 Small Size, Wood 
No. 3 Family Size. <3 
No. 4 Fam. Size, All Tron 
Janitors, per doz. 
No, 0 Extra lange 36.00 
No. 1 Hotel Size........ 30.00 
No. 8 Hotel, All Iron. . ‘% 


Note.—Slightly higher for « 
West. 


WROUGHT GOODS— 
Hasps, Staples, &c 
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TOOL 
BOOK 


N°13 
V 


THE GREATEST 
TOOL CATALOG 


1S 
COMING 
SOON 


= THE WORKMANSHIP 


on WELLS wrenches is ex- 
ecuted by expert mechanics, 
under a system of manufac- 
turing and inspection which 
allows us to offer the trade 
the Pipe Wrench of greatest 
American 


efficiency on the 


market. 


= F. E. WELLS & SON CO. 
Mass., U.S.A. 


= Greenfield, 
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Two of 
Hammer’s 


Best Sellers 





Hammer patented malleable iron hand 
lamps represent the best value on the mar 
ket. They will prove a profitable item i 
your store. 

The Clamp is strong — built like an | 
beam. Quick-action screw, universal 
jointed face plate. Great seller 

Hammer goods include many Specialties 
of Malleable Iron, including: Adjustable 
Clamps, Hand Lamps, Hanging Lamps 
Engine Torches, Oilers, etc 


Write 


Branford, Conn. 














Hammer & Co., 
| | | Years 


of Butterfields 


We have gained at least two things from 
our long experience in manufacturing taps 
One is the ability to make keen cutting, accu- 
rate taps that retain their qualities thru long 
service. The other is a knowledge of the needs 
of the trade 


Stock Butterfield’s and you will be equipped 
to meet the needs of the most exacting cus- 
tomer, in taps, dies, reamers, screw plates and 
allied tools. 


Get our catalog today. 


Butterfield & Co., Inc. 
Derby aime Branch Stores: 
de St., New York City 


56 Cadillac St., Detroit, Mich. 
11 So. Clinton St., Chicago, Ill 
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An Open Fireand Pop Corn 


The ‘‘closing-in’’ of winter brings the compensating 
cheer of the open-fire and—popeorn. Hardware dealers 
who realize this and stock with Delphos Corn Poppers 
are sure to reap the profit that follows a wise invest- 
ment. Delphos Corn Poppers are at the very front of 
their field. 


Delphos Mfg. Co. 


DELPHOS OHIO 











PREPAREDNESS 
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Are you ee 


answer the or 





_HORSE SHOE BRAND 




















MILBRADT 
LADDERS 



































Re ese sa aS A Es Sak ne a RS 























will pay for them- 
selves in a short time 
by enabling you to 
wait on more trade 
Save the wear and 
tear on your fixtures 
and goods, as well as 
bring the appearance 
of your store up to 
te 


Write for catalogue 
showing a large 
number of _ styles 
suitable for all kinds 
of shelving. 
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Milbradt Mfg. Co. 
2410 N. 10th St. 
St. Louis, Mo. 











Our Counter- 
Sunk Caster 


The hollow’ steel ball—of 
chrome alloy steel—moves silent- 
ly in any direction without tear- 
ing the rug or carpet or marking 
the floor. 








A BALL— 
NOT A 
WHEEL. 


“Acme” Ball Bearing Casters 
cannot rust or bind and they ab- 
sorb all of the strain involved 
in the moving of furniture. 


Write at once for prices and 
particulars concerning our com- 
plete caster line. 








THE SCHATZ MFG. CO., Poughkeepsie, N.Y. 


Agents: J. C. McCarty & Co., 29 Murray St., New York City 











TAPLIN 


Double Dasher Beaters. 
Dever Egg Beaters. 


The latest and most im- 
roved types of e 
aisene. A full variety o 
styles, sizes and prices, to 

meet every requirement. 


THE TAPLIN MFG. CO. 


New Britain, Conn. 
New York Office: 
143 Chambers Street 








SAN ne 
Ne. 40 Keystone Boiler Handle 


The clips of these handles are made from hea 
brightly tinned, best qual 


Keystone Boiler Handles 


y 


sheet steel, 
ity and finest finish. Four different 


for boilers and four different styles for covers, 


“Tyre tor prises and 


Berger Bros. Co., 229-231 Arch St., Philadelphia 


sam 
Made by 











The “Air Distributing” Funnel 


Does not bubble or slobber the 
liquid like the old style funnel be- 
cause it has an alr releasing collar 
and spout to conduct the air from 
the container. 


Practically Constructed 
—Strong and Durable 


Heavy Galvanized Funnels. 
Made in all sizes. 




















12 tach diameter, 8 inch straight top... ...... $1.00 each prepaid 
10 inch diameter, 2 inck straight top... ...... -85 each prepaid 
8 imch diameter, 1 inch straight top.... ..... -50 each prepaid 
6% inch diam., without straight top..... .... -80 each prepaid 


We also make heavy measuring cans and carry- 
img buckets for oil wagon use. Write for prices. 


THE WM. H. SIGLEY MFG. WORKS Sylvan Grove, Kansas 

















Chtenas Leder 


is ety adapted for use 
in Hardware Stores. This 
Ladder cannot tip—will turn 
corners if desired. 


NOISELESS TRACK 


See this space for other 
kinds next week or send 
for booklet telling all about 
Rolling Ladders. 


The Bicycle Step Ladder Co. 
62 Randolph’St., Chicago 
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Made by THE UNION HORSE NAIL CO. 
22d St., 


CHICAGO, ILL. 


THE POPULAR 10c. SELLER 


AND PROFITABLE 


Furnished with brass or steel one-piece tubes. 


Sportal clamp construction prevents cutting 
of the hose. 


Send for Catalogue of Hose Accessories. 


L. R. Nelson -t- 


Exclusive Licensee Under Patents. 


[ Perfect Clinching Hose Mender 


SMOOTH, STRONG, TIGHT, EASY TO APPLY, 


Peoria, Ill. 




















The Worcester Lawn Mower Co. 


Worcester, Mass. 
Have their NEW CATALOG 
in COLORS ready for mailing. 
Ask for it. 






SELLING AGENTS: 
J.C. McCarty & Company, 21 Murray St., New York 


STANDARD FOR FORTY YEARS 
THE COMPLETE LINE 


THE NEY MFG. CO. 





Genuine NEY Haying Tools 


WRITE FOR CATALOGUE 
Canton, Ohio 














Quick-Set Steel 
' Drive Posts 





These are some of the 
reasons why the demand 
for these posts is grow- 
ing: Cost less than wood 
or concrete, guaranteed 
for 35 years, a few blows 
set them, adapted to any 
kind of wire fencing, 
wire strung easily and 
quickly. 


It will pay you to 
handle these posts. The 
appeal to farmers and a 
property owners. Send for 
our catalog. It is free. 


Buffalo Steel; Co., Tonawanda, N. Y. 





For Harness Snaps, Rope 
Snaps, Breast Chains, 
Horse and Cattle Ties, 
Halters, Wagon Jacks, 
Gate Hooks, etc. 


MADE BY 


INTERLAKEN, N. Y., U.S. A. 








Ask Your Jobber 


Covert’s Saddlery Works 








Well Established—Long Establis! 


G&B' 


r bral otf Amer 
Koreele ine vire Cl 
rOusS¢ In continuous 


century 


THE GLLBERT & BENNETT 
MANUFACTURING COMPANY 


_ 
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Townsend Gave to the World 
The Ball-Bearing Lawn Mower 


Golf 
Mowers 


Horse 
Mowers 


Trimmers 





All other manufacturers now make Ball-Bear- 
ing Mowers for their best grade, but Town- 
send still leads in design, quality and finish. 


S. P. TOWNSEND & CO., Orange, N. J. 








if i’s DROP FORGED 
WRENCHES you're 
after, remember 
that P-S Quality 
is Guaran- 
teed, 


Page-Storms Drop Forge Co. 
CHICOPEE, MASS. 











Trace Manx 


Diamond Nozzle 


Rea. U. &. Pat. Orrict 


The BEST At ANY PRICE 
COST LESS Than Other Good Ones 





Patented 


Spray—Straight Stream—Shutoff, Wrought Brass— 
Not Cast Brass. The only nozzle with pilot to keep 
spray point central and prevent one-sided spray. 
Stronger, lasts longer, bigger volume of water. Sam- 
ple sent postpaid on receipt of 25 cents. 


H. B. Sherman Mfg. Co., Battle Creek, Mich. 





Edward Darby & Sons Company 


INCORPORATED 


nen eee MANUFACTURERS ssrpesnneneacmens 


¢ } ] | 
3rass, Copper, Steel, Iron and Galva 


nized Wire Cloth @ Bronze, Galvanized 
and Painted Window Screen Wire 


Cloth. @ Galvanized Farm Fencing and 

Gates and Poultry Netting. @ Wire 

Work, Iron Railing and Window Guards. 

@ Wire and Iron Goods of every description 
Send for Catalogues 


Store and Office: 233-35 ARCH STREET 


Factory 412-420 N. 18th St., PHILADELPHIA 











Corrugated 
Joint Fasteners 


The keen saw toothed 
edge means a quick job 
—and solid joint. The 
finish is of the well- 
known “Acme Quality.” 


Write for samples and 
prices. 


ACME STEEL GOODS COMPANY 


2840 ARCHER AVBE., CHICAGO 
Atlanta, Ga. New York City San Francisco Montreal, Quebec 








Fresh Air ana Protection! 


The [ves Window 
Ventilating Lock 


A Safeguard for Ventilating 
Rooms, allowing windows te be 
left open at the top, the bottom, 
or both top and bottom, with ea- 
tire security against intrusion. 
Descriptive circular mailed 
on application. 


THE H. B. IVES CO. 


Sole Manufacturers NEW HAVEN, CONN. 








Satisfied 
Customers 


Profitable 
Sales 


Our bits and braces have been accepted as standard 
by the finest woodworkers for over fifty pease. Bits 
for every purpose—auger bits, dowel bits, car bits, 
machine bits, etc. 


Send for booklet. 


Russell Jennin ings Mfg -Co. 
Oo 


Chester, nn. 











“STAR EXPANSION BOLTS” 


A PLEASURE TO SELL 
STANDARD THE WORLD OVER 


liTii 


—S ~~ 


Fig a Ti csensit ts BOLT COMPANY 
120 W. Lake Street, CHICAGO  147-149,Cedar St., NEW YORK 
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Now is the 
Time 


You should be well supplied: with 
Red-Hot Torches and Fire Pots 
and be in a position to execute 
any “hurry up” —_ jobs at 
once and in the shortest time 

ssible, for there are many odd 
obs at this season of the year 
that must be given immediate at- 
tention. 

If you have on hand a good 
stock of Red-Hot Tools you need 
have no fear from your competi- 
tors, All leading jobbers will 
oupply at factory prices. 

end for free catalog. 


Ashton Mfg. Co. 
Newark, N. J., U. S. A. 





No. 114 Red-Hot Torch 





A Profitable 
Hose Mender 


Of which patents belong to us ex- 
clusively 





You can see from its construction that this hose 
mender makes a permanent union quickly. The 
kind of goods that makes customers and holds them. 
Made in all diameters. 

Get our catalogs on Hose Couplers and Lawn 
Sprinklers. There's profit in it. 


STUBER & KUCK CO., Peoria, Ill. 


New York Office: 154 Chambers St.. J. M. Sherwoed, Mar. 
San Francisco fice: Rialte Bidg.. Wm. P. Hora, Mgr. 


















THE HAMMER 
HOLDS 
THE TACK 











Robertson ‘Horse Shoe Magnet Hammers 


a high grade line with a good profit to dealers and 
jobbers. Catalogues and discounts on request. 
Silver medal (Highest Offered) Panama-Pacific Expesition 


ARTHUR R. ROBERTSON, 144 Oliver St., Boston 








How’s your file stock? If low, sort up 
on a few REX Files. 

You'll find REX Files mighty fast sellers, 
simply because they are mighty fast cutters. 
Good profit. Send for details. 


The Rex File & Saw Co. Newcomerstown, Okie 

















AMERICAN STEEL 
Ze FENCE POST 


Cheaper than wood and more durable. 
Millions in use giving perfect satisfaction. 
Easily placed, saving labor fence building. 
We stand back of these posts with hearty support. 
For sale by dealers everywhere. Send for literature. 
Awarded the Grand Prize at the Panama-Pacific 
Exposition. 

Made by 





.* . 

American Steel & Wire Company 
Chicago New York Cleveland Pittsburgh Worcester Denver 
Export Representative: 1. S. Steel Products Co., New York 
Pacific Coast Representative: U.S. Steel Products Co. 

San Francisco Los Angeles Portland Seattle 














“Prompt Shipment on Receipt of 
Your Order 


= 
= 
a 
= 
Ferrules, Copper; Bars, Copper; Bottoms, Copper; Burns, Oop- 
3 ; Conductor Pipe, Oenges Crimped Sheet, Copper; Bavee 
= Tough, per; Elbows, Copper; Gaskets, Corrugated hg 
= Hammers pper; Mitres, Copper; Nalls, per; Rivets, 

= per i Roli Copper: Shoes, Copper; Sheets, Copper; Se 

= 7 ged Spikes, Copper; Washers, Copper. 
= 

= 


Pittsbureb ‘Scovee ‘aaa oor. nelling Milis 2 
C. G. HUSSEY CO., "Uw 








TRA 


LEBANON ‘0 @_ uc BIT 


This bit will do 50% more 
work because of the Rapid 
Lead Screw Point, and the 
center of the bit being made 
thin and the sides thick. The 
Lebanon High Speed “Z” 
Twist Bit will not choke. This 
is a decided improvement in 
auger bits. You should inves- 
tigate. 


THE LEBANON MACHINE CO. 


Lebanon, New Hampshire, U. S. A. 














C. E. Jennings’ Arrow Head 
Tool Chests, Tool Cases, Tool Kits 





Tool Case Ne. 75 


Teel Case No. 85 


Write for our new catalog of Tool Chests, Tool 
Cases, Tool Cabinets, Boys’ Tool Chests for Holiday 
Trade. Write for our new booklet of Machinists’ 
Tool Cases. 


C. E. Jennings & Co., 71-73 Murray St., New York 
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ARMSTRONG TOOLS 


ose fl $9 feta 


Tools bearing the name of the Armstrong Mfg. Co. 
are superior made tools. Perfect in construction, ac- 
curate and dependable. 

The name of Armstrong has ever stood for the best 
in service, quality and workmanship. 


Tools With an Enviable Guarantee 


Send for our catalog of Genuine Armstrong Stocks 
and Dies, Water, Gas and Steam Fitters’ Tools and 
Pipe Threading Machines. 


THE ARMSTRONG MFG, CO. 


290 Knowlton Street Bridgeport, Conn. 





The “B. & C.” Combination 
Wrench is the strongest double duty 
wrench ever made. One side takes 
a firm grip on the pipe, the other 
grips nuts in the reliable “B. & C.” 
way. It’s a good profit builder. 

Write for B. & C. details, 


/ 
Ya The Double Duty 
y 
y 


Bemis & Call H’dwe 
& Tool Co. 


\ Springfield, Mass. 


February 10, 1917 





Every Williams’ 
Ad Aids You 


J. H. WILLIAMS & CO. 
SUREET BROOBLYN, N.Y. CATY 
THE WRENCH PEOPLE 


This wrench reference appears in every message we address to 
tool buyers no matter what other products we emphasize or if our 
reader be an importer, a manufacturer or a mechanic. 

We thereby insure that a portion of ore? dollar we expend for 
advertising space directs attention specifically to the line of 
“Grand Prize’’ Wrenches which all our dealers carry in stock. 

We believe you prefer us to apportion our appropriation to bring 
you new customers rather than to attempt to instruct you in the 
treatment of the customers you have yourselves acquired. 

















APUUUUAOCUUOUEOUDEEOTEOOGERCGAOCTEOEEOOEEEUEEUEEEEDY” 


DIETZGEN 


MEASURING 
TAPES 


are a guaranteed product— 
backed by a quality firm. 


e 


Your trade will value the Simplified-Reading feature. 
Send for Tape Catalog ‘‘H’’ 


Eugene Dietzgen Co. 
Manufacturers 
Chicago New York San Francisco New Orleans 
Pittsburgh Philadelphia 


S) Pe? 0 20 1 


SUUUUUUUAUEAQUEQUQEROGGUEOGREROERODEOORROUEUODEEOEORDOEOEE 


STUEAOUUUUEODUGODONORORUGEOUEGEEND. 





UOFAIN 


Send for Catalogue. 


MEASURING TAPES 


Have Ynslanlaneous Readings 


which, together with other noteworthy improvements, was origi- 
nated by us) ACCURATE, DURABLE, TRIED & PROVEN 


THE LUFKIN fpuLe £0. 


SAGINAW, MICH. New York 








PLIERS 
NIPPERS 


AND 


PUNCHES 


Send for Catalog 





ESTABLISHED 1826 


Round and Oval Punches 


OF SUPERIOR QUALITY 
C.S. Osborne & Co. 








Made from KEYSTONE COPPER STEEL—Unequaled for 


CULVERT 


and all forms of ex sheet 


rust. Look fort 
Corrugated and Form 


mi 
me added below Apollo trade-mark. We also manufacture Apollo 
fing Prod Black Sheets, Special Sheets, Terne Plates, Etc. 


S TANKS, ROOFING nna 


k. These sheets are highest in quality and resistance 


AMERICAN SHEET AND TIN PLATE COMPANY, Frick Building, 








THE NEY MFG. CO., Canton, Ohio 


AMERICAN 


Sickle Edge Hay Knife. 

The original sectional edge 
hay knife. Write for 
prices. They are in- 
teresting. 
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SAMSON CORDAGE WORKS 


MANUFACTURERS OF SASH CORD. CLOTHES 
BRAIDED CORDAGE LINES, SMALL LINES 
AND COTTON TWINES EFC. S07 Aa LAVALOG 








BOSTON MASS. 





Iron Fence and Gates 


“4 Lawn Vases 


- BANANA a 
tite 







General Iron 
& Wire Werk 
AGENTS WANTED 





THE STEWART IRON WORKS CO. 





Cincinnati, Ohio 











Parker Wire Goods Company 


Manufacturers of 
General and Special Wire Hardware, 
Wire Goods and Stampings 
WORCESTER MASSACHUSETTS 












Jon OMMERS Peertess Faucets) 

7 ee BEST BLOC _—— 

MAPLE WOOD wooo Booby Mil HIGHLY POLISHED 
Outy THE GENUINE ARE ig ARE STAMPEO 10 TH 1s THe Wweose with 

= TRADE MARK MALTESE CROSS (40 Pee cur) 

SSS BEWARE OF IMMITATIONS 
a SUCH AS FAUCETS SIMMAR IN SRAPE WITH KEY 

}] MADE OF LEAD, IRON.OROTHER INFERIOR METALS, TINNED OR HICKELED. 


GHE SOMMER FAUCET Cenraat Ave 





BROOKS 


WIRE alg ci 


Bright Iron and Brass. S 
Wire Goods Made to = 


M. S. BROOKS & SONS 
CHESTER, CONN. 


TACKS “ess' NAILS se: BOLTS 


Cobblers’ Nails, Bed Screws, Glasier Points 
ond for now ilimatrated eabeloguse, most conventions end 
ee oh orm eons 


SHELTON CO., (Estab. 1836) 


SHELTON, CONN. New York, 96 Warren 8. 








ELEVATORS AND DUMBWAITERS 


Made to be sold by the Hardware 
Trade. Can be placed in position 
by any carpenter. 

Send for Catalog No. 24 


ENERGY ELEVATOR CO. 
214-216-218 New St. Philadelphia, Pa. 


“ANSONIA” NAIL CLIP—10c. 


Made by the makers of the “Gem” nail clipper. Twelve 


in a box or 12 on a display card. Fast ten-cent sales. 
Seatac. Big Profit. 
ie sae wore 


— - py 1. C. COOK Co. 


ihn Ansonia, Conn. 











THE PEERLESS HANDCUFF 


positively cannot become 
locked in the pocket yet is 
self locking on the culprit’s 





PEERLESS HANDCUFF CO., Springfield, Mass. 


ICE TOOLS biscairrion 


Used by large harvesters, 
dairymen, butchers, cream- 
eries, etc.; also for peddling 
and in hotels, restaurants 
and wherever ice is used. 

Write for Catalog and prices. 


Works: Hudson, N. Y. 











Gifford-Wood Co., “ts, “Scrsaics. Fs, 








ROPE 


MANILA and SISAL 









WAGNER Doorlia 


lease your customers and pay you 
he right profit. Acknowledged the 
best from every standpoint—conveni- 
ence, durability, ease of adjustment. 
Self-cleaning, bird-proof, trouble-proof. 
Write for §@ page catalog showing full 
line of Wazuer Door Hangers, Coaster 
Wagons, Sleds and Hardware Specialties. 


WAGNER MFG. CO. 
Dept. D Cedar Falls, lowa 






















LATHYARN, HAY and HIDB 
ROPE, and SPECIALTIES 
Manufactured by 
E, T. RUGG & CO. 
NEWARK, OHIO 
SHOE SLOYD 
KITCHEN OYSTER 
puts KNIVES see 
PATTERN 
MAKERS’ 


Reand 


Point 
oe 
¥ 
ROBERT rr. S SONS CO. 
Ayer, Mass. 


MORRILL PRODUCTS 
Saw Sets Ligsid Soap Ds sers uN 

Res Gpmers Hand Pence IN 
», Nall Pallere Spike Pullers A \ 


(l= —___-3 
The apex of quality resting upon sound advertising, sat- 
isfactory service, good construction and merit. 


CHAS. MORRILL 


102 LAFAYETTE ST. NEW YORE 








Steel Stamps, Burning Brands, 
Steel Letters, 
Figures, 
Metal Checks 


THE SCHWERDTLE STAMP CO., Bridgeport, Conn. 











“VICTOR” BOLT CLIPPER 
Send fer Catalog 
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“Tie CHAPIN- STEPHENS (0. 


UNION FACTORY 
PINE MEADOW, CONN., U. &. A. 


~ @OHN HASSALL. wwe. 
Rivets. 
ESCUTCHEON Pins 
Speciat Wire NAILs 


Cray and Oancamp Sreeeres 





BROOKLYN. WY 


ale a et x 


iw Aue Maervans 


























PORTER’S “NEW EASY”’ BOLT CLIPPERS 


All sises. OE a — ae Special Steel. 
Big Sellers. Good profit. yt 


HK. K, PORTER Everett, Mass. 


cuearer LHAN PLATINUM 


NEW ERA Indestructible SPARKING POINTS 


For All Coils, Magnetos and Vibrators 
gettin $1.00 & 75c (according to size) and Guaranteed for life 


rantee to replace without charge ur question any New Era 
pan ing Point no matter where purc or what abuse same 
ny been given. Twice the regular discount to dealers. 


NEW ERA SPRING & SPECIALTY CO. 
856 Woodward Avenue Detroit, Michigan 








Perfection Grinders 


Increase your sales with Star Vises, 
Perfection Grinders and Ford Acces- 
sories. Write for particulars. 


Star Specialty Mfg. Co. 


227 West Erie Street Chicago 
lew York Office: 37 Warren Street 


Eyelet Tool Co. 











140 Years’ Continuous Business 


cence gm sages tenemrnsenapire 60 es Pd 


LARGEST ASSORTED STOCK IN THE WORLD 
Highest Grade Only 


JOB T. PUGH :: : Phila., U. S. A. 


J. S. DEUSE 


Manufacturer of 


Auger, Gimlet, Countersink, Screw Driver Bits, 
Gimlets, Countersinks, Reamers, Nail Sets, 
Punches, Ice Picks and Chisels, 


a 


Write for Catalogue 
CHESTER, CONNECTICUT 








Send for new catalogue No. 10 
WILMINGTON, OHIO 


GRAY IRON CASTINGS 


LIGHT AND MEDIUM WEIGHT 


Three Complete Foundries Merit Your 
Consideration 
Which We are Bound You Will Receive 


S. CHENEY & SON, MANLIUS, N. Y. 











This mark is destined to become 
one of the most far-reaching 
factors in the automobile field. 
The comprehensive sales and 
advertising campaign which is 


_ a to assist dealers 
© Bes s one o most unusual that 
Motor Specialties has ever come to your atten- 
tion. We invite well equipped, 
progressive hardware dealers to 
communicate with us promptly. 


Crew Levick Company, 2227-51 Land Title Building, Philadelphia 


STEVENS LINE LEVEL 


pond mechanics, farm- 

masons, ete. 
Made of aluminum, 
weighs % oz., accur- 
ate and reliable. 
Write for further de- 


tails. 
Newton Falls, Ohio 














SATISF Y 


your customers 


DIXON’S SOLID BELT DRESSING 


sells itself after the first trial. It 
has to be good to come up to the 
Dixon standard of quality. Repeat 
orders follow naturally. 


How is your stock? 


Made in Jersey City, N. J., by the 


JOSEPH DIXON CRUCIBLE COMPANY 
Os ESTABLISHED 1827 KOs 


0-26 








Premax & Dodson Steel Hame Chains 


PATENTED 


Electro- 
galvanized 
to prevent 
FULLY rust at 
Break GUARANTEED same price 
Always Write for Folder as bright 
Reliable 58-H steel. s-6 


Niagara Falls Metal Stamping Works, Wiagara Falls, W.¥., U.S. & 


Halter Chains Tie-out Chains Bit Chains 
Cow Ties Jockey Chains Stallion Chains 
Breast Chains Spreader Chains Btc., 

Trace Chains 


STRONG 
Never HANDSOME 
Slip GOOD SELLERS 


Never 
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TUBULAR RIVET AND STUD CO., BOSTON MASSACHUSETTS, U.S.A. 














An Aid to Better 
Hardware Advertising 


E have a book ready to mail 

W you (on receipt of $2.00) that 
is going to put an end to your 
advertising problems. You probably 
don’t like to write ads yourself and you 
may not feel justified in hiring someone 


to write them for you. But why worry 
over advertising when 


Hardware Advertising 


By William Borsodi 
can be obtained so easily ? It’s a collec- 
tion of selling phrases, descriptions, and 
illustrated ads as used by successful ad- 
vertisers. It will be a big help to you, 
and it’s yours for Two Dollars. 


Hardware Age Book Department 


239 West 39th Street New York City 
















































PATENTED 


GRIFFIN’S 
Garage Door Holder 


No. 1914 





ABOVE CUT SHOWS HOLDER IN OPERATION“ 






THE GRIFFIN MAN’FG CO. 


wi KR 17 E. Lake Se. 
aT Warren 5 ERIE, PA. ai 














“The Missing Link” 


Sizes 4 Inch to 1% Inch 


COJ 


Drop Forged from High Grade Stee! 


An instant repair for broken 
chain; actually neater looking and 
stronger than the link. Steam 
Shovel Engineers, Drainage Con- 
tractors, Loggers, Mining Oper- 
ators, Railroads, in fact, anyone 
who uses chain ought to know 
of and use Missing Links. 


ACTUALLY REPAIRS ANY 
CHAIN BETTER THAN NEW 


it Is the only Link as Strong as Same Size Chain 


Just place the two halves to- 
gether and head over the rivet- 
pins. 


The interlocking lug and rein- 
forced hole make it twice as 
strong as any other link. It takes 
but a minute to insert it, saving 
expense, and much valuable time. 
Use this link; take no chances. 
Lose No Time in Repairs 





PATENTED 
Send for illustrated catalogue showing 1500 articles of Marine Hardware, etc. 


THOS. LAUGHLIN COMPANY 





-i- -i- Portland, Maine 
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OPPORTUNITIES FOR HARDWAREMEN 








Perhaps there is one for you in one of these advertisements. 

If you want to trade or sell your stock, dispose of your business 

or buy another, if you want a new location—in short, if you are 

looking for any opportunity in the hardware field, you can “get 
next to it” through these columns. 

If it isn’t here tell our readers through this page what you want. 








Help Wanted and 

Business Opportunity 
Advertisements 2c. per 
word — $1.00 minimum 


rate. 
Situations Wanted 
2c. per word — S50c. 
minimum. 
Display rates on request. 


a 

















a Pe 


Help Wanted 


Help Wanted 


Situations Wanted 


Business iniddepabies 





Original letters of reference should 
not be inclosed with replies to 
vertisements appearing in these col- 
umns, as they are frequently mislaid 
and lost. copy of the reference 
will serve the purpose. 


IF YOU ARE DESIROUS of in- 
creasing your earnings, write for 
terms on Sollers Self-Calculating 
Scales, omens that every carpen- 
ter and stair-builder will be glad to 
get and use. Write early and secure 
exclusive right to territory that you 
will be able to handle. Address R. 
C. Smyers, Mt. Union, Pa. 








WANTED—Salesmen to sell on 

commission the best and cheapest 
Waste Paper Baler made. Every 
merchant needs one. Commission 
large. Address Hercules Baler Co., 
Mifflinburg, Pa. 
HERE IS THE PLACE FOR 
YOUR MESSAGE, FOR_ IT 
WILL BE SEEN AND READ 
BY EXECUTIVES—THE MEN 
TO WHOM YOU MUST SELL 
YOUR SERVICES. 





WANTED—A _ window trimmer 


ad-jand card writer; one capable of tak- 


ing entire charge of the newspaper 
and store publicity of one of the 
most up-to-date hardware stores in 
New England. Address Box 1104, 
Springfield, Mass. 





A FEW LIVE wire salesmen in 
all grain producing States, to sell 
our Smut Kure to Ledenrs and im- 
plement dealers. Commission basis. 
A good seller, as every farmer has 
got to use it sooner or later. Don’t 
delay; write now. Smut Chemical 
Co., Dept. A, Saline, Mich. 





SALESMAN WANTED by old 
reliable wholesale hardware and 
cuttlery house in Philadelphia to 
cover South Jersey; must be an ex- 
perienced hardware man. One who 
is acquainted with the dealers pre- 
Aree Good opportunity for an 
energetic man, State age, experi- 
ence and salary expected. Address 
‘S P..” care Harpware Ace, New 
York 








WANTED 
YOUNG MAN WANTED, 
PREFERABLY FROM 18 TO 
20 YEARS OF AGE, WITH 
RETAIL OR WHOLESALE 
HARDWARE EXPERIENCE 
TO TAKE POSITION WITH 
LARGE MANUFACTURER 
OF HARDWARE. 
THE POSITION WILL 
LEAD TO OPPORTUNITIES 
?OR IMPORTANT _POSI- 
SALES 

E_FAC- 
TORY. APPLICATIONS 
FROM NEW ENGLAND OR 
VICINITY WILL ALONE 
BE CONSIDERED. 

ADDRESS DRAWER Q, 
NEW HAVEN, CONN. 














SIDE LINE SALESMEN, every- 
where, calling on hardware store, de- 
partment store and china and crock- 
ery store trade, can make $2 to $6 
per day selling our High _ Class 
Household and Kitchen Specialties. 
Give references, territory covered, 
lines now handled, in first letter. 
The Home Craft Shops, Specialists 
in Specialties, Toledo, Ohio. 





WANTED—An experienced man 
to do plumbing, heating and sheet 
metal work. To come at once, steady 
employment for the right man. 
Alkire & Flagg, Hoopeston, III. 


MANUFACTURER of full line 
household specialties wants local rep- 
resentatives in all important cities to 
handle line on commission. Depart- 
ment stores, hardware dealers, in- 
stalment houses, premium concerns 
are all big users. State experience, 
lines handled and territory covered. 
We want none but those who can 
“make good.” For such our propo- 
sition is an excellent one. Address 
“S. H.,” care Harpware Ace, New 
York. 


TRAVELING SALESMAN 
wanted by New York City wholesale 
hardware jobbing house, experience 
in selling hardware to retail trade 
within radius of 100 miles of New 
York necessary. A good opening for 
the right man. Address “R. R.,” 
care Harpware Ace, New York. 


WANTED—A few good salesmen 
to sell on commission Rainfall Lawn 
Sprinklers. A new fast seller. Fits 
on any nozzle. Fine side line. Good 
commission. Territory given. No 
competition. Write now. Hard- 
ware Specialties Co., Springfield, 

hio 

















WANTED—tTraveling men to 
handle staple article on commission 
as a side line. Address “S. O.,” 
care Harpware Ace, New York. 





WANTED—Young man to trim 
windows and show cases, arrange 
samples on Warren Shelving, and 
write show cards. Excellent oppor- 
tunity in large city near New York. 
Give full information in first letter, 
including age, experience, salary to 
start, and photographs of your work, 
if possible. Address “S. U.,” care 
Harpware Ace, New York. 





Buyer 
Wanted 


Large Chicago jobbing house opening 
up general hardware department wants 
thoroughly experienced buyer to or- 
ganize and take charge of department. 
Must be high-grade executive with 
thorough knowledge of hardware mar- 
kets and ability to develop efficient 
hardware department. Unlimited op- 
portunity for the man properly quali- 
fied. Applications solicited only from 
men of high-grade ability and expert- 
ence. State fully in your reply age, 
names of past and present employers, 
responsibilities and duties of employ- 
ment, salaries received and _ refer- 
ences. Letters will be treated in 
strictest confidence. 

Address “S. N.,.” care Hard- 
ware Age, New York. 


Situations Wanted 








SALESMAN OF EXPERIENCE 
and ability wants position with man- 
ufacturer. Eleven years’ experience 
in the Middle and Southwest calling 
on wholesale and retail trade. Best 
of references; age 38, and well ac- 
quainted. Address “‘B. R.,” care 
Harpware Ace, New York. 





ATTENTION 
TO RETAILERS 


A hustler and wide awake hard- 
ware man, age 27, acquainted with 
all sides a the hardware field, 
wants position as manager, with 
a retail hardware merchant. Am a 
shrewd buyer, a capable executive, 
an organizer and producer. Will 
only consider an association that 
offers a career as well as a fair com- 

msation. Address “P, A.,” care 
Tarpware Acer, New York. 


AN EXPERIENCED BUSINESS 
MAN endowed with a fair share of 
common sense, energy, tact and fore- 
sight, has been doing a number of 
beneficial things to an old time 
wholesale and retail hardware busi- 
ness. I would recommend him to 
any employer looking for a forceful 
and experienced executive. Address 
woe care Harpware Ace, New 

ork, 





IF YOU WANT A POSITION 
WHY DON’T YOU SAY SO TO 
THE THOUSANDS OF EXEC. 
UTIVES THROUGHOUT THE 
HARDWARE TRADE WHO 
READ THIS PAGE? 





SITUATION WANTED—Compe- 
tent saddlery man with a complete 
knowledge of wholesale manufactur- 
ing, jobbing, buying and selling, 
whose record is a proven success, 
also some knowledge of the shoe 
business, desires connection with an 
up-to-date concern. May take an in- 
terest. Address “S. L.,” care Harp- 
ware Ace, New York. 





SELLING REPRESENTATIVE 
wants a few good factory lines for 
jobbing and gilt edge retail trade. 
Commission. Southern _ territory. 
Address “S. R.,” care HarpWare 
Acar, New York. 





HARDWAREMAN EXPERI- 
ENCED in builders’ hardware, tools, 
pipe fittings, factory, contractors 
and painters supplies. Fifteen years 
as buyer. and manager. Address 
“S. S.,” care Harpware Ace, New 
York. 





WANTED—Position with retail 
concern doing fifty thousand or 
over, as buyer and manager, by man 
with 15 years’ experience. Am 
looking for position where service 
of experienced man is wanted. Am 
in Pennsylvania. Address “S. T.,”’ 
care Harpware Acer, New York. 





SIXTEEN YEARS OF EXPERI- 
ENCE in the wholesale hardware 
business)s CAN YOU USE IT? 
Willing to start as salesman or stock 
clerk providing a good future is 
offered. New York City territory 
preferred, Age 38, single; unim- 
eachable personal habits. Can give 
est of references. Address “S. W.,”’ 
care Harpware Ace, New York. 





HIGH-GRADE SALESMAN, at 
present employed but owing to 
present market conditions desire to 
take up a new line. Specialties con- 
sidered. Have large acquaintance 
with retail hardware and department 
store, also some jobbing trade in 
Middle West States. Ten years’ ex- 
ppesenen. Address “S. X.,” care 
Tarpware Acz, New York. 





WANTED—Position to travel in 
New York State for an aggressive 
wholesale hardware house. Well 
oqupres with thorough knowledge 
of all lines of hardware, good sales- 
man, good habits, married, in prime 
of life, references, Address “S. Y.,” 
care Harpware Ace, New York. 


THERE SEEMS TO BE AN 
UNUSUAL DEMAND FOR 
HIGH GRADE MEN RIGHT 
NOW—WHAT KIND OF AN 
OPPORTUNITY ARE YOU 
AFTER? WE RECOMMEND 
THIS SECTION FROM “PAST 








PERFORMANCES.” 


IF YOU ARE DESIROUS of 
buying, selling or exchanging a stock 
of hardware we can be of great 
service to you on account of our 
intimate knowledge of these matters 
in every section of the United 
States. Address “R, W. S.,” care 
Harpware Acg, New York. 





FOR SALE — Long established 
hardware business, located in the 
heart of the corn belt in Illinois. 
Stock and fixtures will invoice about 
$13,000; $25,000 yearly business. 
Good clean stock. ill give 10 per 
cent discount to cash buyer. This 
is a real bargain and will not be on 
the market long. Reason for sell- 
ing, failing health. Address “E. D.,” 
care Harpware Acez, New York. 





PROSPEROUS STORE in up-to- 
date Middle West town of 1000, in 
heart of fine farming district; paved 
streets, electric lights, good schools, 
etc.; $10,000 stock of hardware, 
paint, stoves, furniture. Undertak- 
ing business combined. Did $35,000 
business last year. Must be cash 
deal. Address ‘‘B. F.,” care Hagp- 
ware Ace, New York, 





FOR SALE—Stock of hardware 
and plumbing materials; located in 
Eastern New York; will sell or rent 
the building with dwelling. Oniy 
hardware store in town located in a 
large dairy section, nearest business 
of the kind in ten miles. Have been 
here fifteen years; poor health rea- 
son for change. An excellent o 

rtunity to take up a well estab- 
ished | He Wilt inventory 
$5,000. Address “‘C. L.,”” care Harp- 
ware Acz, New York. 





“WE GOT THE MAN WE 
WANTED.” IT’S THE SAME 
OLD BUT NEVERTHELESS 
GRATIFYING STORY THAT IS 
TOLD TO US WEEK IN AND 
WEEK OUT. 
THAT AN AD IN THIS SEC- 
TION IS THE EASIEST AND 
CHEAPEST METHOD TO GET 
COMPETENT MEN. 





FIRMLY ESTABLISHED, nice 
clean stock of groceries, hardware, 
paints, auto supplies and sporting 
goods situated in the best business 
town in northern Michigan. Busi- 
ness established eighteen years. Rea- 
son for selling—wish to retire. Stock 
will inventory $19,000.00, can be re- 
duced. Address “R, F.,” care Harp- 
ware Ace, New York. 





FOR SALE—A prosperous, grow 
ing hardware business in one of 
the best sections of South Carolina; 
an excellent opportunity for anyone 
seeking an investment. Apply to 
S. H. Wilkinson, 10 South 14th St., 
Richmond, Va. 


FOR SALE 


A fine, old Established Hardware Busi- 
ness— 
THE BARNEY-CAVANAGH HARD- 
WARE COMPANY, MOBILE, ALA. 
Established 1835—Incorporated 1892. 
Wholesale and Retail 





Offers its entire stock of Merchan- 
dise and Book Accounts (or will sell 
separately) for sale. Firm one of 
the best known in the South. Terri- 
tory Alabama, Mississippi and Fior- 
fda. Fine opening for a live firm 
with a capital to develop the above 
territory, also Mexico and the Cen- 

1 American countries. 

Best location in the city for a 
Jobbing business, having free store 
delivery from all rail lines entering 
city, and faces wharves Mobile 
River. For further particulars ad- 





dress 
G. R. VAUGHAN. 
Presid 


lent. 
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Quine Opportunities 





FOR SALE—One-third of the 
capital stock of a going hardware 
and implement business in Southern 
falorado, with —— Will sell 
only to acceptable person, who can 
match energy and ability with the 
two other interests. Will take from 
$3,000 to $4,000 to handle. Other 
business requires my attention. Ad- 
dress “‘S. K.,” care Harpware Ace, 
New York, 


FOR SALE—For cash, no trade 
considered, a_ clean, well selected 
hardware stock in the best location 
and best building in a city of 6000 
in Northeastern Indiana. Will sell 
on a basis of Jan. 1, 1916, prices for 
a quick sale. A good established 
business and all contracts are placed 
for new merchandise which will go 
with stock if wanted. This stock 
must be sold to settle a rtner- 
ship. Will invoice about_ $10,000. 
Address “R. N.,” care Harpware 
Acs, New York. 


EXPORT TRADE—An English 
house with representatives and show- 
rooms in Australasia, Africa, West 
Indies is desirous of acting as manu- 
facturers’ exclusive export agents in 
above markets. Commission basis. 
All payments from own New York 
office. Address “S. M.,” care Harp- 
ware Ace, New York. 











FOR RENT—Space second and 
third floor in our new store build- 
ing at 309-311 W. Madison St., 
Cobb, Whyte & Laemmer Company. 
Present address, 179 N. Clark St., 
Chicago. 


TINNER AND ROOFER, able 
to invest $2,000, to open and man- 
age department with leading hard- 
ware store of town. Will accept 
serviceable tools and equipment as 
part of investment. Boozers and 
cigarette victims not wanted. Splen- 
did opening for clean, live man. 
Manager. 31 South Front St., Cuya- 
hoga Falls, Ohio. 








HE value of any 
publication to an 
advertiser is the 
value of its circulation— 


Quality not quantity. 


The manufacturer must 
satisfy himself whether 
the publication is read by 
the people who buy or 
thould buy his product. 


HARDWARE AGE is 
so chock full of business 
helps, that practically 
every progressive hard- 
ware merchant has ac- 
quired the “Hardware 
Age Habit,” and they all 
have thereby been able to 
turn many a perplexing 
problem into a live-wire 
profit-producer. ‘‘Hard- 
ware Age Day” is the 
most important day in the 
week in these successful 
stores. The answer is 
simple, and a sample copy 
will help you figure it out 
for yourself. 


HARDWARE AGE has 
the quality and quantity 
circulation in the hard- 
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Simplifying Your Bookkeeping | 


BERNHARDT’S DATE NUMBER INDEX SYSTEM 
AND BILL BOOK enables you to keep track of your 
debts, stock and bills; instantly recognize your slow 
moving stock from your quick sellers. Tell when you 
bought it, on what bill number and what you paid for 
it, by a glance at the index number and code on the 
stock. Price 60c. M. Bernhardt, 31 Curtis PL, New 
Brighton, N. Y. 











Bettering Business by 
the Elbow Touch 


You may recall the story of the front 


enemy in the present war. Theentire 
line had an instant of stage fright 
because everyone knew that the ma- 
jority would soon be dead. Seeing 
their state of mind the Captain reached 
out his elbow and touched that of the 
soldier next to him. The soldier 
understood the act, reached out his 
elbow and touched his neighbor, and 
so. they did all along that first line. 
The effect was instantaneous and the 
men plunged forward thrilled with the 
courage of the Captain's touch. 

In just this way business is bettered. 
One fellow with the nerve to reach out 
and do something touches elbows with 
the fearsome fellow next to him. 
Fear closes no contracts. How can 
the man who shrinks from advertising 
expect that advertisement readers will 
credit him with courage and ability 
which he does not possess? 

Have you the nerve to reach out? 
Isn't the building of business by con- 
sistent advertising far more profitable 
than waiting for something to turn up? 
In meeting the buying movement of 





1917 where will your courage place 
you? | 
Let us tell you how Hardware Age 





ware field. 


can help you. 
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line soldiers face to face with the’ Co maiden 


The 
Blacksmith 


Whether he 

is under a 
} spre ading 
} chestnut tree 


orin the highly 
efficient repair 
department of 


Ma garage, the 


husky black- 
smith is one of 
those steady 
users of Delta 
files who are 
worth while 


Just spend a 
few minutes to 
drop in and see 
what his work 
is. If he isa 
horseshoer he’!] 
use a heap of 
rasps. If heis 
working on 
mechanical 
jobs he'll use 
the regular run 
of coarse files 
flat bastards, 
half-round 


bastards, et 


But he pun- 


; ishes them and 


there is no fil 


> that stands 


punishment 


; like the Delta. 
: So talk service 
& to him and ex- 
t plain the Delta 


policy of 


Be ‘*money back 


if notsati 


i fied.” 


| The Delta 
, File Works 


Philadelphia 
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Buffum Tools 


Good Merchandise 
That Builds Business 


Every day the service of a 
Buffum tool brings more into 
evidence the paramount qual- 
ity of the Buffum line; and 
there is not a tool in all that 
line whose quality is not up to 
the Standard of all Buffum 
Manufacture. 


All Buffum Tools are fully 


Guaranteed. 





We are selling dealers and 
jobbers increasingly large or- 
ders because, from the hand of 
our shipping clerk to the bench 
of the ultimate user, everyone 
is satisfied with the quality, 
the price and the service of Buf- 
fum Tools. 

The reasonableness of our 
prices is an added inducement 
to the purchase of our goods. 

“High-grade Tools for High- 
grade Workmen.” 


The Buffum Tool Company 


Louisiana, Mo., U. S. A. 
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